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FOREIGN EXHIBITS FEATURE 
INSURANCE AD CONFERENCE 


CONVENTION IN’ CLEVELAND 


Americans Get Ideas On Publicity 
Methods In European Coun- 
tries And Japan 


DREHER AND MILLER SPEAK 
Tell Of Their Trip To Berlin Con- 


vention; Talking Pictures As 
Ad Aids Demonstrated 





The Insurance Advertising Conference 
held its seventh annual convention this 
week at the Hotel Hollenden in Cleve- 
land. When members of the conference 
entered the convention hall they found 
the walls covered with exhibits. One 
of the most interesting consisted of ad- 
vertising copy, pamphlets, booklets and 
novelties of foreign insurance compa- 
nies, the countries represented in the 
display being England, Scotland, France, 
Germany, Australia and Japan. Prob- 
ably the Japanese exhibit attracted the 
most attention. Three companies were 
represented: the Daido Life, Teikoku 
Life and Kyodo Fire. A picture was in- 
cluded of the Daido Life’s hospital es- 
tablished for the benefit of policyhold- 
ers. When a disaster occurs anywhere 
in Japan the company despatches doc- 
tors and nurses for relief. The exhibit 
of that company also disclosed that its 
agents sometimes use the cinema in sell- 
ing insurance. 


_ The Teikoku Life showed posters of 
its blackbirds or martins at a large nest 
feeding the young birds. This is sym- 
bolic in Japan for benevolence. Benevo- 
lence and insurance are closely linked 
in these posters. 

French Company Novelties 

The principal French exhibit was of 
the Compagnie D’Assurances Generales, 
and included bridge whist scoring pads 
and leather covered note books, showing 
that American companies have no mo- 
nopoly on such novelties. 

rhe Allianz und Stuttgarter had some 
of its clever posters. 

Among the British exhibitors were the 
Fine Arts & General, the Railway Pas- 
Sengers Assurance Co. and the Cale- 
donian. 

_In the impressive American educa- 
tional exhibit such companies were rep- 
resented as Home Fire, Continental, 
Standard Accident, American of New- 
ark, Maryland Casualty, Union Indem- 
nity, Fire Association, Employers Fire, 
Aetna Life, Bankers of Iowa, Ohio 
Farmers, Illinois Life, Metropolitan Cas- 
ualty and Continental Life. 

American Advertising Exhibit 


Another interesting display, gathered 
by L. Alexander Mack of “The Week- 
ly Underwriter,” exhibited insurance ad- 
vertising from its inception to the most 
modern of lay figure advertising by in- 
Surance companies. 

' The first talking on the program was 
by Ray C. Dreher, Boston and Old Col- 


(Continued on Page 22) 




















PHOENIX 


Assurance Company, Ltd. 
of London 
j 150 William Street, New York 


A Corporation which has stood the test 
of time! 147 years of successful business 
operation. World-wide interests. Abso- 
lute security. 

















DEPENDABLE 


Excellent Service and Facilities 
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Indemnity Company 


150 William Street, New York 
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Specific Needs and 


Life Insurance Democracy 


The underwriter whose selling is based on the coverage of specific needs 
writes larger individual policies than does he whose sales appeal is, “You ought 
to have more insurance.” If you do not know what your prospect’s need is, 
you are a blind seller. And the chance of under-selling is a good deal larger 
than the chance of over-selling. The underwriter who uncovers needs, and 
uses an organized sales talk to persuade his prospect to insure for a specific 
object, gives service that is real, and sells larger policiés. 


The overhead of a $10,000 policy is a good deal less than that of ten 
$1,000 policies. To sell the larger policy consumes a tenth of the time required 
to sell ten of the smaller ones, making the Agent’s time—which is his capital— 
go ten times as far. Life insurance is a democratic institution, but democracy 
and $1,000 policies have nothing in common. 


Democracy is supposed to supply conditions that afford a high level of 
wellbeing. Selling thousand dollar policies to men who ought to have fives 


or tens is not social service. 


Penn Mutual Agents fit insurance to specific needs. 





Wm. A. Law, President 
Wm. H. Kingsley, Vice President Hugh D. Hart, Vice President 





The Penn Mutual Life Insurance Company 


Philadelphia 


Independence Square Founded 1847 























LIFE GROUP OF ADVERTISNG. 
CONFERENCE COVERS BROAD 
RANGE OF AD SUBJECTS 


Experience With Radio Advertis- 
ing, Reply Coupons, Direct Mail, 
And Other Media 


SOME METHODS CRITICIZED 
Use Of Novelties And Stressing 


Company In Direct Mail 
Scored By Speakers 








The Life Group section of the Insur- 
ance Advertising Conference meeting in 
Cleveland this week discussed a broad 
range of subjects in insurance advertis- 
ing including the newer field of radio 
advertising. 

The opening session of the general 
conference was saddened somewhat by 
the absence of Luther B. Little, man- 
ager of the publication division of the 
Metropolitan Life, who has been away 
from his desk for some time because of 
illness. The fine work he has done for 
the conference in his capacity of treas- 
urer was attested in a speech from the 
floor. 

Stating that in general the insurance 
trade papers compared very favorably 
with the trade press in other lines, E. P. 
Hermann, advertising manager of the 
Lincoln National Life, urged the need of 
more careful study of the aims of insur- 
ance paper advertising. Taking as his 
topic “Trade Papers” he presented to 
the life group a list of pertinent ques- 
tions dealing with the subject, affirming 
the desirability of further statistical in- 
formation concerning the results ob- 
tained from advertising in such media, 
and their general value to the insurance 
business. ’ 

Advertising Manager Benedict of the 
Metropolitan Life told the meeting of 
the magazine advertising of the com- 
pany. He was the first speaker after 
Lorry A. Jacobs, Southland Life, opened 
the meeting as chairman. There were 
sixty members present. 

Getting Good ‘Results 

C. T. Steven of the Phoenix Mutual 
spoke on “General Magazine Advertis- 
ing.” He stated that his company had 
found in its campaign that approximately 
40% of those answering the advertise- 
ments were found to be desirable pros- 
pects, with incomes well in the class 
able to support a sizable insurance pro- 
gram. An interesting phase of his re- 
port was the finding that the policyhold- 
er gained by magazine advertising was 
very frequently an individual who had 
not been approached or interested by a 
direct canvass. 

Nelson A. White, of the Provident 
Mutual, urged upon his hearers the de- 
sirability of wording the reply coupons 


.so that those answering would under- 


(Continued on Page 15) 
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HEN you call on an important * 

life prospect, do you find it 4 

hard to decide upon the amount of ier 
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the canvass— $10,000, $50,000 or cat 
$250,000? An error may be costly, and ms 
without accurate knowledge of earn- A 
ing power and family circumstances 3 
you can only guess at his insurance a 
needs. i 
There is only one place to which nt 

his 


you can go for the needed facts—to 
the client himself. But your task can 
be simplified by using the “Trust 
Approach”’ suggesting a detailed es- 
tate analysis by an institution that has 
specialized in estate administration interesting new booklet, ‘Selling 
for more than a century. More Insurance Through the Trust 
Send today for your copy of an Approach’’. 


Ciry BANK FARMERS 
“Trust COMPANY 


Formerly The Farmers’ Loan and Trust Company 
Now Affiliated With The National City Bank of New York | 


22 WILLIAM STREET 





Temporary Headquarters: 37 WALL STREET 
5th Ave. at 41st Street... . Madison Ave. at 42nd Street. ...181 Montague St., Brooklyn 


TRUST SERVICE IS AVAILABLE THROUGH ANY BRANCH OF THE NATIONAL CITY BANK OF NEW YORK OR THE NATIONAL CITY COMPANY 














October 11, 1929 








Page 3 





— 





Visualized Education 
Features Bureau Plan 


SLIDE FILMS ON 26 SUBJECTS 





L. B. Hendershot in Charge of Develop- 
ing Plan; First Films Shown At 
Washington Convention 





After a year of intensive survey and 
study of the use of slide films as an ef- 
fective method of training in concerns 
outside the field of life insurance, the 
Life Insurance Sales Research Bureau 
is convinced of the value of visualized 
education in the process of developing 
a complete life insurance training pro- 
gram based On a library of slide films 
comprising twenty-six subjects. 

The first two films of this service have 
been completed and were demonstrated 
to an enthusiastic audience at the for- 
mal presentation of the project during 
the agency management session of the 
Washington Convention of the National 
Association of Life Underwriters. 

In order to secure the best analysis 
of the fundamentals of visualization, and 
also to secure an adequate presentation, 
the bureau added to its staff L. B. Hen- 
dershot, who is directly in charge of this 
project. Mr. Hendershot, formerly edu- 
cation director of the Connecticut Gen- 
eral, is qualified as an expert on visual 
education not only because he has sold 
insurance, taught school and understands 
the problems of a home office education- 
al department, but also because he was 
the first man to apply visualized teach- 
ing to the problems of life insurance. 

Some of the essential features of the 
bureau’s slide film project are a library 
of twenty-six films which will include 
not only the elementary subjects such 
as prospecting, needs, and closing tac- 
tics but advanced ones such as program- 
ming, insurance trusts, etc. A prepared 
talk accompanies each film and is an 
outline of each separate idea on which 
the general agent or manager may base 


his talk. 






Hugh D. Hart 
Makes Open Air Oration 


G. Elliott Hall Holds Ranch Party 


Well Known Penn Mutual General Agent Entertains Members of 
His Agency and Some of Home Office Executives 
at His New Jersey Home 


By W. L. HADLEY 


Have you ever heard of J. Elliott 
Hall? Did you ever meet J. Elliott 
Hall? Do you know J. Elliott Hall? 


Where and under what circumstances 
did you hear of him, meet him or get 
to know him? 

This writer heard of him first many 
years ago. I met him many times and 
under diversified conditions. I thought 
I knew him reasonably well, if not quite 
well. He has publicly stated that I was 
one of his friends and I thought he was 
one of my friends. I admit that this is 
still my understanding of it, but I found 
out the other day that I have never 
known J. Elliott Hall much. 

It has been my privilege and pleasure 
to write about him and his work and 
really thought I was telling the whole 
story each time I had anything to say 
about him. He came into my journal- 
istic life as a life insurance man, a pro- 
ducer. Then he was blazed across my 
path as a general agent of some note. 

Then I heard of income insurance con- 
tracts and definitely connected therewith 
was the name of J. Elliott Hall. There 
is, perhaps, no man connected with the 
production end of life insurance who 
has evolved a better presentation of in- 


come contracts. Income insurance con- 
tracts and J. Elliott Hall have become 
synonymous. His story about these con- 
tracts is weaved about the program he 
has builded for his own family—and can 
he tell it! I have heard it and here 
state he can tell it and does tell it. 

With all of the above I frankly state 
that J. Elliott Hall, the man, was not 
known to me really until last week when 
I was invited to join a party provided 
by him for the members of the New 
York City agency of the Penn Mutual 
Life on his New Jersey ranch just out- 
side of Morristown, N. J. 

There I met him and his very happy 
family, Mrs. Hall, their three charming 
and interesting daughters, and one of 
their very lively sons, surrounded by 
acres of land, wooded hills, cattle, horses, 
chickens and all those things which make 
farm life interesting and desirable when 
it is right. 

Some time ago it was quietly whis- 
pered around in the business of life in- 
surance that the head of the J. Elliott 
Hall agency of the Penn Mutual Life 
in New York, who at that time was away 
from his office, would, perhaps, never 
return. It is reasonable for me to sup- 

(Continued on Page 4) 








































































































Above—Mrs. Hall and Three Daughters 
Below—J. Elliott Hall and Malcolm Adam Ride Donkey 





Nelson B. Hadley Heads 
New Department Ass’n 


N. Y. ALUMNI HAS ORGANIZATION 





J. J. Hoey Chairman of Dinner At Na- 
tional Democratic Club; Conway, 


Beha, Phillips Speak 





The newest social organization in the 
insurance business consists of an asso- 
ciation formed of alumni of the New 
York Insurance Department and the cur- 
rent heads of the department. It was 
formed at the National Democratic Club 
in Madison avenue, New York City, on 
Saturday night. Nelson B. Hadley, chief 
examiner of the life insurance compa- 
nies, was elected president. Reliable as 
the coming of the tide and solid as the 
Brooklyn Bridge, Mr. Hadley has tackled 
In some way or another every life in- 
surance problem with which the business 
has been confronted for many years. His 
biggest recent thrill was what he dis- 
covered as an examiner in going over the 
records of R. C. Toombs, the Chicago 
banker who nearly wrecked the Inter- 
national Life. Hadley had been loaned 
to several western states to examine the 
company. He lives in Suffern, N. Y., 
nights, Saturday afternoons and Sun- 
days. 

The vice-presidents of the Alumni As- 
sociation are Daniel F. Gordon, former 
deputy superintendent; J. J. Hoey, for- 
mer deputy superintendent; and City 
Judge Joe Keller. J. Laverne Wood of 
the department, the Scotland Yard of 
New York state insurance, was made 
secretary; and the chaplain is Rev. 
George E. Talmage. Dr. Talmage is rec- 
tor of the church at Oyster Bay, N. Y., 
where Theodore Roosevelt attended ser- 
vices. As far back as the time when 
Otto Kelsey was insurance commissioner 
Dr. Talmage was an examiner in the 
New York department. He took the job 
because his early salary as a clergyman 
was called salary merely for courtesy. 

J. J. Hoey Toastmaster 


James J. Hoey, toastmaster at the or- 
ganization dinner, had the gathering in 
a jolly frame of mind as he was in a 

(Continued on Page 4) 


E. Paul Huttinger 
Watches Host Fix For Movies 
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Small Policies Lead 
In Lapsation Inquiry 


50% OF LAPSES $1,000 POLICIES 





Investigation Also Proves Heavier Lapse 
Rate Occurs When Premium Pay- 
ments Are More Frequent 





In an investigation of its lapse rec- 
ords, the Rockford, Ill, agency of the 
Connecticut Mutual Life discovered two 
First, that the small- 
er the policy is the heavier the lapse 
Secondly, the more frequent the 
premimum payments are the heavier the 
lapse rate. Information such as the ta- 
ble given below gives would indicate 
that the agent would do well to devote 
more time to larger policies, or at least 
to be more careful in selecting buyers 
of small policies, says “Conmutopics.” 

The statistics compiled by this agency 
cover all lapses, 217 in number, which 
have occurred in the agency since it 
was organized six years ago. The table 
shows that out of the total of lapsed 
policies 119 or more than 50% were poli- 
cies for a face amount of $1,000. Over 
00% were for less than $5,000 and only 
six policies for more than $5,000 lapsed. 
No policies for more than $10,000 lapsed. 

Equally striking is the relation be- 
tween lapses and the method of premi- 
um payments. Over 50% of the total 
lapses or 119 policies were on the quar- 
terly premium basis. Over 30% of the 
lapsed policies were payable on the semi- 
annual basis while only 12% were on 
the annual basis. 


important things. 


rate. 








This table shows the results of the 
survey: 
Premiums 
payable 
Size of Total No. semi 
Policy lapsed Annually annually Quarterly 
1,000 119 12 48 59 
1,500 10 1 2 7 
2,000 4i 3 16 22 
2,500 16 1 4 11 
3,000 8 4 1 3 
4,000 2 —_— —_ 2 
5,000 15 3 1 11 
6,000 3 — ae 3 
7,000 1 rom ae 1 
10,000 2 2 — ini 
Total 217 26 72 119 





NORTHWESTERN NATIONAL 

The Northwestern National Life of 
Minneapolis closed the biggest Septem- 
ber in its history with a new business 
total of $5,418,345, a gain of 32%, or near- 
ly one-third over the September pro- 
duction in 1928. 

September is the twelfth consecutive 


month in which production has totaled . 


$5,000,000 or over, thus rounding out a 
full year of $5,000,000-and-over months. 





B. H. HANDY’S MOTHER DIES 

Mrs. Caroline Bolling Handy, wife of 
a Methodist minister of Montgomery, 
Ala., who died last week at her home in 
that city, was the mother of Bolling H. 
Handy; executive head of the Mutual In- 
surance "Company of Richmond and a 
former member and chairman of the Vir- 
ginia Industrial Commission. She was 
originally from Virginia. 





TRUST CO. STOCK. ALL SOLD 

_ Stock in the new Underwriters’ Trust 
Co. of 111 John street, now in the proc- 
ess of organization,-has been oversub- 
scribed,<according to Horatio N. Kelsey, 
president-<The subscription, bagks’ ¢losed 
Monday ofthis. week. The ‘¥i}..bank 
will have $1,000,000 


surplus. 


. Ce 


ee 





LIFE UNDERWRITERS TO DINE 


J. Elton+Bragg, direétor ‘of the New : 


York University- life insuranee training 
course wilh be the: speaket athe lunch- 
eon meeting of fhe Newark Life Under- 
writers Association whith ‘will be held 
next Tuesday at the Newark Athletic 
Club. Mr. Brage’s subject will . be 
“Chance vs. Preparation.” 


capital and afi-ample., 


Nelson B. Hadley 


(Continued from Page 3) 
reminiscent mood. He tempered anec- 
dotes with blunt comments on the speak- 
ers and others present. The speakers 
were Superintendent Conway, Jesse S. 
Phillips, James A. Beha (two of Mr. 
Conway’s predecessors), Second Deputy 





NELSON B. HADLEY 


Frank Ward, Eckford C. De Kay, Har- 
wood E. Ryan, James Conway and Frank 
O’Brien. Also, the newly elected presi- 
dent, Mr. Hadley. 


All the speakers spoke of the fine type 
of loyalty given to the public and the 
state by workers in New York’s insur- 
ance department, both here and in Al- 


bany, and President Hadley described 
the intangible lure which pulls these 
workers to their jobs and gives them a 
feeling of satisfaction in work well per- 
formed. There were frequent expres- 
sions of good will for Henry D. Apple- 
ton, deputy superintendent at Albany, 
and for D. F. Gordon, deputy, who has 
just retired. 





BRISTOL AGENCY BANQUET 


Agents of the New York City general 
agency of the Northwestern Mutual Life 
were entertained at a dinner given by 
John I. D. Bristol, General Agent, last 
week in celebration of the forty-sixth 
anniversary of the agency. 

Dr. Robert Retzer, who was recently 
appointed agency supervisor and _ in- 
structor of agents, was the principal 
speaker. 





DENVER COMPANIES MERGE 


The merger of the Western Casualty 
Co. of Denver and the Mountain States 
Life has been effected. 


J. Elliott Hall 


(Continued from Page 3) 
rose now that those who made that 
statment knew iust as little about J. 
Elliott Hall as I did—and perhaps as 
much. Driven to the last ditch phvsic- 
ally, that which makes up the man him- 
self asserted itself and the ranch prop- 
asition was undertaken, and the dynamic 
J Elliott Hall has been restored not only 
to health but to life insurance. 


That the members of his agency were 
delighted was manifested beyond any 
doubt in the activities indulged in at his 
ranch Jast Saturday. They had been in- 
vited to spend the day with the general 
agent and they responded: every living 
soul seemed to be bent on outdoing the 
other in showing appreciation. not only 
of their general agent, but of his gener- 














Life Companies and 
Trust Organizations 








distinctive. 


insurance. 


. awake life insurance man. 








If we examine the scope of the services performed by 
life insurance companies and trust organizations, in- 
cluding in the latter term trust sections of commercial 
banks, we shall find a broad field of co-operation. 


While the general character of each is fiduciary, the 
two instrumentalities are not natural competitors. They 
are more nearly like allies, although their activities are 


Each suggests, initiates, activity for the other. 
furnishes service for which the other is not. equipped; 
one the insurance of the pfoductive value, accumulated 
and prospective, of human life; the other the adminis- 
tration of trusteeships, of which many proceed from life 


There is no doubt that the two can supplement as 
well as complement each other, and it is noteworthy 
that the banks and trust companies have realized this 
fact and applied it in a practical way. 
hand, it is evident to me that a corresponding interest in 
the promotion of the welfare of the banking and trust 
companies is now a part of the program of every wide- 


a Watton L. Crocker, President - 





LIFE tNSURANCE COMPANY 


OF BOSTON. MASSACFPUSETTS , 


Each 


On the other 
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osity in making it possible for them to 
be at his home. 

Everybody at the ranch had a hol. 
day. There was nothing doing but fun, 
outside of eats and near beer—and there 
was plenty of each of these thrce in- 
gredients. 

So interesting was the event that there 
responded from the home office to take 
part, Hugh D. Hart, vice-president; J. H. 
Jeffries, agency secretary; Malcolm 
Adam, supervisor of applications and 
claims; E. Paul Huttinger, assistant to 
vice-president; and Arthur Furner, also 
assistant to vice-president, each of whom 
during the course of a most delicious 
dinner served on the greensward under 
the canopy of heaven, made short but 
appropriate talks. In addition thereto 
talks were made by Harry W. Morrow 
and George Morrissey. 

From early morning until noon there 
was a continuous baseball game, inter- 
rupted only by an obstacle race. The 
latter had to be run in sections. Then 
there was the luncheon, followed by 
more baseball and the finals of the ob- 
stacle race. An event of this kind would 
be incomplete without a tug-of-war and 
there was a tug-of-war. It was so spler- 
did'a showing that it doesn’t make any 
difference who won—everybody was hap 
py about it. 

One of the events producing most fun 
was the donkey riding which was in- 
dulged in by several members of the 
party including J. Elliott Hall himsel/ 
and Malcolm Adam. 

In the short talks during the lunch- 
eon high praise was accorded the host. 
Hugh D. Hart pronounced him the great- 
est agency builder of all time since the 
passing of the late Edward A. Woods 
of Pittsburgh. And that is some pro- 
nouncement! In view of other state- 
ments which have come from the lips 
of Hugh D. Hart and which have seen 
successful fruition, far be it from me 
to disagree with him. It is a fact, how- 
ever, that the J. Elliott Hall general 
agency is a beacon by which all other 
general agencies of this rapidly-growing 
and colorful personality company—the 
Penn Mutual Life—is attracted. 

J. H. Jeffries, recalling the action o 
the ancients recording the needs they 
had done which were outstanding as life 
achievements on stones in the ll 
World, and signing their names to them, 
which are now known as_hall-marks, 
said that J. Elliott Hall was hewing his 
Hall-mark in the lives and accomplish- 
ments of individuals connected with his 
agency which would be left for posterily 


to read. 


When Malcolm Adam did his stuff he 
said he realized now he was among the 
virile producers of the J. Elliott Hall 
agency, just how the host accomplished 
the things he did. He stated that not 
only had he set the members of his 
agency to work but that the members 
of the home office staff were hard pu! 
to it to keep up with the output of the 
agency. 

There is, perhaps, no man connected 
with the Penn Mutual more at home @& 
a speaker or more interesting than § 
Paul Huttinger, and after funning around 
for a few minutes he said: “Far be" 
from me to attempt to say anything Cr 
logistic about J. Elliott Hall, for it might 
be construed as an exchange of apple 
sauce for near beer.” But he did wat! 
to say that friendship was the fruitio! 
of an ideal and he was proud to have 
it known that his idea of J. Elliott Hall’ 
friendship was just that. 

Harry W. Morrow spoke briefly, te 
resenting the agency, and thanked the 
host for the many things he had don 
for the individual members. eos 
Morrissey told some stories in his 0" 
inimitable way—and here let it be know 
that that is some way! 

There were about. one hundred ag 
bers of the J. Elliott Hall agency: be 
coterie from the home office indicate’ 
above and friends, at the ranch party: 
and a good time was had by all. 
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Actuarial Societies 
Hold Joint Meeting 


SESSIONS ON AT TORONTO 





Summary of Papers By Arthur Hunter, 
C. O. Shepherd and J. T. 
Phillips 





The joint meeting of the Actuarial 
Society of America and the American 
Institute of Actuaries is now being held 
at Toronto, Canada. The program which 
offers an unusually interesting range of 
subject matter, included some excellent 
addresses. 

Arthur Hunter, second vice-president 
and chief actuary of the New York Life, 
presented the results of his company’s 
experience on disability benefits provid- 
ing for monthly income issued during 
the years 1921 to 1928 inclusive. It is 
the largest experience yet published, cov- 
ering over 18,000 claims on men and 
women. After giving the rates of disa- 
bility and of recovery or death, he gave 
the net premiums compared with those 
presented by Mr. Strong of the Mutual 
Life last May and with Class 3 of the 
committee of the Actuarial Society. 
These rates indicate that the premiums 
charged for disability benefits by many 
American companies are not adequate 
for a modern experience. Mr. Hunter 
also showed that the rate of premium 
for women should be higher than for 
men. 

With regard to reserves, the experi- 
ence of this company shows, said Mr. 
Hunter, that under disabled lives the re- 
serves generally carried are more than 
adequate, but those under “active lives” 
are not sufficient in a number of com- 
panies, 

The paper was an opportune one in 
view of the program of the convention 
of insurance commissioners with regard 
to disability benefits and ‘their desire 
that there should be adequate premiums 
and reserves. 

Methods in Investigation 

_James T. Phillips presented some prac- 
tical methods in a disability investiga- 
tion. His paper was primarily prepared 
as a supplement to Mr. Hunter’s paper 
on the New York Life’s disability expe- 
rience. The first part, therefore, dealt 
with the rules governing the preparation 
of the data. Details were also given of 
the graduation of the rates of disability 
and the termination rates. In respect 
to the rate of disability it was mentioned 
that a graphic method of graduation 
was adopted in order to retain certain 
features in the incidence. Disability rates 
due to the two most important causes— 
accident and tuberculosis—were deter- 
mined in an effort to explain the pe- 
culiarities of the incidence of the dis- 
ability rate. 

Mr. Phillips said that as a number 
of more or less technical questions were 
studied in the course of the investiga- 
tion it was felt that the results could 
Profitably be brought to the attention 
of the society. The balance of the pa- 
Per, therefore, was mainly devoted to a 
discussion of these questions. 

Finally the premiums for women were 
Studied. The rates for women were 
about double those for men, with the 
same benefit. In order to produce pre- 
mlums approximately the same as the 
male rates it was found necessary to cut 
the monthly income to $5 per $1.000 of 
ad be limit disability to age 55 and 
i extend the waiting period to six 

onths. Halving the income accounted 


for about 80% of the reduction in pre- 
Mum. 


Studying Surplus Changes 
ands PaPer of Second Vice-President 
ge ctuary C. O. Shepherd dealt with 
. “er of profit and loss statement 
tnd ed out in the Missouri State Life 
iy six years ago as a means of follow- 
ms changes in surplus more closely. He 
said that in principle it follows the gain 
(Continued on Page 14) 





“THE 
MOVING FINGER 


WRITES—” 


Here are some figures that should 
be of particular interest to the man who 
answers “tomorrow” when he is asked 
to consider life insurance today. 


e 


During the first six months of 1929, 
The. Prudential paid under Ordi- 
nary ‘policies LESS THAN ONE 
YEAR IN FORCE 1,115 Death 
claims for $2,369,817.94. 


During the same period, there were 
11,948 Industrial Death claims for 
$2,083,178.65 on policies LESS 
THAN ONE YEAR IN FORCE. 


A total of 13,063 Claims for $4,- 
452,996.59. And it is safe to as- 
sume that NOT ONE of these 
policyholders believed death so 
near. 


The 
Prudential 


Insurance Company of America 
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Home Office: Newark, New Jersey 
Epwarp D. Durrtetp, President 





Virginia To Adopt 
Standard Disability 


COMM. JOSEPH BUTTON TO ACT 





Massachusetts and Ohio Have Not Yet 
Decided What Action Wili Be Taken 
on Disability 





One of the last official acts of Com- 
missioner of Insurance and Banking Jo- 
seph Button of Virginia before he as- 
sumes his new post as president of the 
Union Life of Richmond next week will 
be to notify all companies authorized in 
the state that the standard provisions 
for total disability as adopted by the re- 
cent meeting of the National Conven- 
tiow of Insurance Commissioners at To- 
ronto will become effective in that state. 

After. the adoption of the joint ‘com- 
mittee of actuaries’ report by the .com- 
missioners,. The. Eastern Underwriter 
asked: the insurance commissionér of 
each state what his department intended 
to do about the matter and many of the 
replies have been given in these col- 
umns. The following replies from Vir- 
ginia, Massachusetts and Ohio have since 
been_ received: 

Richmond, Virginia 

“Regarding the Standard Provisions 
for Total and Permanent Disability Ben- 
efits in connection with life policies, as 
adopted by the National Convention of 
Insurance Commissioners, I am entirely 
in favor of the action as taken by the 
convention. 

“T will issue a letter to this effect to 
every life insurance company authorized 
to do business in Virginia in the very 
near future.” 

Joseph Button, 
Commissioner of Insurance & Banking. 
Boston, Massachusetts 

“At the present time this matter is 
under consideration and you will be ad- 
vised presently what action the depart- 
ment decides to take.” 

Merton L. Brown, 
Commissioner of Insurance. 
Columbus, Ohio 

“We have not yet decided the form 
or manner in which we shall attempt to 
handle the disability recommendations. 

“As soon as we determine the matter 
I will advise you further.” 

C. S. Younger, 
Superintendent of Insurance. 





DR. HALL GOES TO SHANGHAI 





Representative of Sun Life in Newark 
Will Become Assistant Manager 
in China 

Dr. E. Hall, who is now taking the 
training course at the Newark office of 
the Sun Life of Canada, plans to leave 
the latter part of this month for Shang- 
hai, China, where he will be assistant 
manager of the company’s office which 
is under the supervision of E. F. Harris. 

Dr. Hall is. not a stranger to China 
as hesspent fourteen years in that coun- 
try as director of research for the Na- 
tional Committee of the Y. M. C. A. 





HUMANE SOCIETY GETS ESTATE 

The*Colorado National Bank as execu- 
tor of the éstate of Fred H. Forrester, 
Denver insurance man who died about 
two years ago, presented its final re- 
port to Judge George A. Luxford in the 
County Court, Denver, September 12 and 
acting in accord to the will left by For- 
rester, the court ordered real estate val- 
ued at more than $100,000, securities val- 
ued at $32,000 and $500 in cash turned 
over to the Colorado Humane Society, it 
being specifically stated by Forrester in 
his will that the monies be used for the 
comfort and care of dogs, cats, horses 
and cattle. Relatives tried to break the 
will but to no avail. 
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Record Meeting Starts 
McNamara Regime 


95 SETS NEW DINNER MARK 
New Association Administration Gets 
Warm Send-off; Membership 
Now 1651 





The administration of John C. Me- 
Namara, Jr, as president of the Life 
Underwriters Association of New York 
City got away to a flying start at the 
first dinner-meeting of the season at the 
Hotel Astor Tuesday evening when 925 
sat down to dinner and stayed to ap- 
plaud three speakers all of whom are 
prominent in their fields. The attend- 
ance ‘set a new record for the associa- 
tion dinners. . 

John C. McNamara, Jr., head of the 
McNamara Organization, representing 
the Guardian Life, got a big hand when 
he faced the meeting for the first time 
as association president. This applause 
was repeated when he announced that 
there were nearly a thousand present 
and again immediately afterward when 
he said that the membership of the as- 
sociation was 1651. President McNamara 
was very much at home in his new office 
and carried the meeting along at a high 
pitch in an informal, conversational way. 

Ralph G. Engelsman, general agent of 
the Penn Mutual, and an instructor at 
New York University, started the speak- 
ing with a lively and humorous talk on 
the importance of using descriptive 
phrases rather than technical terms in 
discussing policy conditions. James Elton 
Bragg, who returns to head the N. Y. U. 
Life Insurance Training Course the first 
session of which starts this week, got a 
warm welcome from the meeting. He 
gave in the language of a prospect an 
analysis of a life program and estate 
set-up which was a very vivid and con- 
\incing presentation. 

The main address of the evening was 
by Julius H. Barnes, former president 
for several terms of the U. S. Chamber 
of Commerce and now chairman of the 
board. 

_Mr. Barnes said that America has not 
feared the constant expansion of indus- 
trial units because under free and equal 
opportunity they are paralleled by the 
constant development of small and _ vir- 
ile enterprise. This is a time, he said, 
lor suspended judgment and the open 
mind. It is a time for a fair field for 
those new agencies to prove themselves. 

The next meeting will be on Novem- 
ver 12 and will follow an all day semi- 
nar at N. Y. U. conducted by the fac- 
ulty and other educators. One of the 
speakers at this meeting will be Arthur 
W. Loasby, chairman of the board of 
the Equitable Trust, New York. 

lhe meeting sent greetings and a mes- 
Sage of loyalty to the newly elected 
President of the National Association of 
yn Underwriters, S. T. Whatley of 

Ncago 


SMITH RESIGNS AS DIRECTOR 

Former Governor Alfred Smith has re- 
Signed as a director of the Metropo'i 
an Life. He was elected to the board 
arly this year. It is understood that 
ls duties as president of the company 
which will erect a huge skyscraper on 
€ site of the old Waldorf Astoria Ho- 


el caused him to coritentrate his in- 
crests, 


C. L. U’S ORGANIZE ALUMNI 





Harry McNamer, Louisville, President; 
C. V. Anderson, Cincinnati, Vice- 
President; H. H. Cammack 
Secretary 
The informal association of the alum- 
ni of the American College of Life Un- 
derwriters will be organized into an es- 
tablished alumni association, the follow- 
ing having been appointed a committee 
to draw up suitable constitution and by- 
laws: Ernest J. Clark and Dr. S. S. 
Huebner, president and dean of the Am- 
erican College; Harry McNamer and H. 
H. Cammack. At a meeting at Wash- 
ington in connection with the convention 
of the National Association of Life Un- 
derwriters the alumni met and elected 
the following officers: President, Harry 
McNamer, manager, Union Central Life, 
Louisville; vice-president and treasurer, 
C. Vivian Anderson, Provident Mutual, 
Cincinnati; secretary, Howard H. Cam- 
mack, general agent, John Hancock, 

Huntington, W. Va. 

The following board of directors was 
named: Paul W. Cook. instructor of 
agents, Mutual Benefit, Chicago 

Lara P. Good, assistant manager, Or- 
dinary, The Prudential, San Diego, Cal. 

Alvin T. Haley, sales promotion man- 
ager, Jefferson Standard Life, Greens- 
boro, N. C. 

John C. McNamara, manager, Guard- 
ian Life, New York, 

Henry J. Meyer, special agent, Provi- 
dent Mutual. Camden, N. J. 

H. L. Smith. general agent, Northwest- 
ern Mutual, Harrisburg, Pa. 

Leon A. Triggs, general agent, 
shire Life, Minneapolis. 


3erk- 





CONNECTICUT MUTUAL CHANGES 





Edward C. Anderson Becomes Agency 
Assistant of Company, Joining Mor- 
rill and Simpkin 

Edward C. Anderson has been appoint- 
ed an agency assistant of the Connecti- 
cut Mutual Life, taking his place along- 
side the other two assistants, Donald H 
Morrill and Raymond W. Simpkin. His 
new duties will be in an association with 
T. M. Stokes, educational director, and 
his background and knowledge of both 
the legal and technical phases of income 
and trust arrangements, as well as a 
practical knowledge of the proper ar- 
rangement of such agreements, will aid 
him to assist the field man in problems 
of this nature. 

Mr. Anderson entered the home office 
of the company upon his graduation from 
college in 1922, where he has been in the 
income agreement department. He has 
also had some field experience in the 
sale of life insurance. 





“The Appeal of Value Knows no Boundary, 
and 
Quality speaks a Universal Tongue” 








New England Mutual Life Insurance Co. 


Boston, Mass. 
Chartered 1835 











PAUL CLARK GETS GAVEL 
Washington Association Sends Gavel 
Retiring President Used As Mo- 
mento of Convention 
The meeting of the Boston Life Un- 
derwriters Association last week was de- 
voted to hearing accounts of the Wash- 
ington convention from Paul F. Clark, 
retiring president of the National As- 
sociation and delegates from the Boston 
association. President William E. Hew- 
itt of the Boston association presided. 
Among those who gave accounts of the 
National convention in addition to Clark 
and Hewitt were: Lloyd K. Allen, Nat- 
ional executive committeeman; Harold 
P. Cooley of Moore & Siimmers; S. B. 
Weissman, Equitable Society; Harry L. 

Pope. Mutual Benefit. 

Harold D. Krafft, president of the 
Washington Life Underwriters Associa- 
tion, sent to Paul F. Clark the gavel he 
used in presiding at the convention as a 
momento of the occasion. 





ATLANTIC LIFE EXPANDING 
Richmond Company Planting General 

Agencies Throughout Middle West; 

Several Recent Appointments 

Atlantic Life is planning an intensive 
development of the Middle West in con- 
nection with its expansion program. 
Five new general agents have been ap- 
pointed at strategic points in this terri- 
tory. They are: Dan W. Harris, To- 
ledo, O., and surrounding territory, who 
was formerly with the Equitable Society 
of New York. 

Emmet E. Smith, Indianapolis, with 
territory embracing the entire state of 
Indiana. He was formerly with the Mis- 
souri State Life. 

Richard B. Hager, 


Cincinnati, with 





; \ 
Can you sell a policy 
that exactly 'fits the needs 
of the Business man?.. 





THE LINCOLN NATIONAL LIFE INSUKANCE COMPANY OF FORT WAYNE .IND. 
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surrounding territory in southern Ohio 
and northern Kentucky. 

3erne Hayes, Kansas City, Mo., and 
surrounding territory. Mr. Hayes was 
formerly with the People’s Life. 

K. G. Snyder, Chicago and surround- 
ing territory, formerly with the Income 
Guaranty Co. of Chicago. 


J. H. REESE FORMS TRUST GROUP 
Joseph H. Reese of Philadelphia will 
head a new group, the “Insurance Trust 
Associates,” formed especially to render 
service in estate analysis and solving 
business in surance problems. His seven 
associates are graduates of seven differ- 
ent eastern universities, Yale, Harvard, 
Amherst, West Point, Princeton, Uni- 
versity of Pennsylvania and Cornell. 





SERVICE 


For more than 15 years we 
have been schooled in the 
kind of SERVICE that satis- 
fies the Insurance Man. We 
want to serve you, on your 
next surplus or brokerage 
line. 


S. SAMUEL WOLFSON, 
General Agent 
Berkshire Life Insurance Co. 
Suite 1609—225 West 34th St., 
New York 
*Phones PENnsylvania 6778-6879 
“We Grow As We Serve” 
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1851 BERKSHIRE LIFE INSURANCE COMPANY 1929 


In establishing connections with a life insurance company, the personal 
equation of its official family is of paramount importance to the prospective 
agent. The Berkshire Life Insurance Company of Pittsfield, Massachusetts, 
has a well-earned reputation for a co-operative spirit between the Home 
Office and the Field Force that is of inestimable value to the success and 


appiness of its representatives. 


“Ask any Berkshire Agent” 
BERKSHIRE LIFE INSURANCE COMPANY 
Incorporated 1851 


Pittsfield, Massachusetts 





FRED. H. RHODES. President 











B. J. Hepp 


The Colonial Life Insurance Company of America 


Insurance in Force 
Over ONE HUNDRED MILLION DOLLARS 


A strong and progressive Company, affording agents unusual money-making 
opportunities through a wide variety of Industrial and Ordinary policies adapted 
to the insurance needs of the whole a 4 








George T. Smith, Vice-President 
Chas. F. Nettleship. 2nd Vice-President 








Home ffice—tlersev City N J 


P 





















THE 





UF 
EASTERN 
UNDERWRITER 












October 11, 1929 























“Here’s all the information you need,” the new 
agent used to be told, as he was handed arate-book. 
“Now go out and sell.” 











“Watch how it’s done,” says the Travelers Field 
Assistant to the new Travelers agent, “and Pll show 
you how to convince a prospect.” 


Times Have Changed—to Your Advantage! 


ERHAPS you have been at- 
tracted by the great opportuni- 
ties of profit, permanence, independ- 
ence, growth and service that the 
selling end of the insurance business 
offers the ambitious and energetic 


The Travelers abolished the “sink 
or swim” method of training new 
men in the insurance business 
when, a quarter of a century ago, 
it established the first insurance 
training school. Its Field Guide 
Course is today the standard by 


Travelers agents. It first takes up 
the easiest policy to understand 
and sell, gives you a thorough 
ground work in that before moving 
along to other policies and lines. 
Early in your first week with 


man. Maybe you are afraid that 
you might be merely handed a rate- 
book and told to go out and sell, before you learned 
the fundamentals and technique. 

That was the way that new men used to be ini- 
tiated into the insurance business. Some companies 
may still follow that antiquated practice today. 
But that would not be your experience if you de- 
cided to join The Travelers. 

Immediately after your agency contract with 
The Travelers is signed you would enroll for the 
Travelers Field Guide Course, a twelve-weeks course 
of study of insurance and insurance salesmanship. 

This course has been designed by salesmen from 
the fruits of the experience of hundreds of successful 


Tue TRAVELERS INSURANCE COMPANY 


measured. 


which other training courses are The Travelers, and thereafter as 


needed, a Field Assistant will take 
you in charge, accompany you into the offices of 
prospects and demonstrate for you how a sale should 
be conducted. Later as you grow more familiar with 
your surroundings, you will be given the chance to 
conduct an interview. ' All business written during 
such interviews will be credited to your account 
without a charge for this service. 

If you will supply the energy and ambition, 
The Travelers will give you a thorough training in 
insurance and insurance salesmanship, thus rounding 
out for you the essentials for success. The Manager 
of the Travelers Branch office will be glad to talk to 
you, or address Agency Department. 


T RA YV Boke 2S 


THE TRAVELERS INDEMNITY COMPANY 


THE TRAVELERS FIRE INSURANCE COMPANY 


HARTFORD, 


CONNECTICUT 
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Button Commissioners’ 
Official Till December 


TAKES NEW POST ON TUESDAY 





Becomes President of Union Life Then; 
Messages From Commissioners 
and Executives 





Although, as printed in The Eastern 
Underwriter last week, Col. Joseph But- 
ton has resigned as insurance commis- 
sioner of Virginia to become president 
of the Union- Life of Richmond, he ex- 
pects to continue as secretary-treasurer 
of the National Convention of Insurance 
Commissioners until the December meet- 
ing in New York, when he will resign 
this post which he has held continuously 
since 1917.. Being a former president of 
the commissioners’ organization, he will 
continue to be affiliated with it as an 
honorary member, this honor being ac- 
corded all former heads of the organiza- 
tion. 

Col. Button will take his position as 
president of the Union Life on October 
15, next Tuesday. This company was in- 
corporated in 1919 with an authorized 
capital of $250,000, but it has been doing 
business with a paid-in capital of about 
$25.000, not taking advantage of its full 
capitalization. The company at present 
writes industrial life and sick benefit in- 
surance, and also issues infantile insur- 
ance. | { 

About a year ago the company acquired 
the National of Norfolk, merging it with 
the Union. At present, activities are con- 
fined to Virginia. 

Practically all of the capital stock is 
owned by Mrs. J. N. Lawler, widow of 
the president, who died August 20. Col. 
Button has denied that he is buying into 
the company. 

Letter of Resignation 

In his letter of resignation to the state 
cornoration commission. Commissioner 
Button said: “It is with sincere regret 
that I sever my connection with a de- 
partment that I organized twenty-three 
years ago. Particularly do I regret part- 
ing with those in the state government 
with whom I have been so pleasantly as- 
sociated for many years. No state in 
the Union has a finer corps of officers 
and employes. They are honest. faithful 
and efficient, and the wonder is that their 
services can be retained on the insuffi- 
cient salaries that are paid them. I trust 
that those in control of the finances of 
the state can see their way clear to make 
a general increase in salaries all along 
the line, now that the state has entered 
upon such an era of prosperity. Although 
I am leaving the service of the state. I 
shall always have nearest my/heart her 
advancement along all lines.” 


News Received at White Sulphur 


_The annual convention of the Tnterna- 
tional Association of Casualty and Surety 
Underwriters was in session at White 
Sulphur Springs when news of Colonel 
Button’s resignation reached there. In 
characteristic stvle Tames V. Barrv. vice- 
Mresident of the Metronolitan Life. at- 
tending the meeting. wired him as fol- 
lows: “Woe is me—More power to you 
—General regret here.” ‘ 

From Edward C. Stone. Mnited States 
manager of the Emplovers Liahilitv. came 
this wire: “Have just got the news— 
Welcome into the ranks of insurance ex- 
ecutives—Mrs, Stone and T send vou our 
dearest hones that vou have all the suc- 
cess von mast. fondly wish.” 

Tesse §. Phillins. president of the Great 
American Tedemnity. formerly cammis- 
sioner of New York. wired: “Recret 
your leaving sunervision field Sin-ore 
‘oneratnlations on new position. Mv 
best wishes for success.” 

C. G. Taylor Was Under Him 

Charles G.. Tavlor. assistant manaeer 
and actuary af the Association of T.ife 
Tasnrance Presidents who served as the 

tst actuary of the Virginia denartment 
el Colonel Button. wrote from hic 
neadanarters in New Yorl: “Tt is hard 
or me ta think of the office of insur- 
ance commissioner of Virginia being oc- 
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back of every door bell. 


Independence Square 








Interested in Replies from Pennsylvania and Delaware. 


THE HOME LIFE INSURANCE COMPANY OF AMERICA | 


INCORPORATED 1899 


PROTECTS THE ENTIRE FAMILY 


Home Life Agents have a whole family of potential policyholders | 
Policies are issued on both the ordinary 
and industrial plans from birth to sixty years next birthday. 


“THERE IS NO PLACE LIKE THE HOME” 
THERE IS NO COMPANY LIKE THE HOME 


Philadelphia, Penna. 














cupied by any one other than your good 
self. I have never forgotten, nor shall 
I ever foxget, my delightful associations 
with you in the early history of the 
department and your kind interest al- 
ways. Sentimentally, to me, you will al- 
ways be the insurance commissioner of 
Virginia. You have occupied a most 
unique position in the annals of insur- 
ance supervision and while firmly doing 
your duty and enforcing the laws of the 
state as well as good practices, you have 
at the same time won for yourself a 
host of warm friends and admirers. I 
know the business will join with me in 
my regret at your departure from the 
office.” 





STATE MUTUAL ON COAST 





Worcester Company Names R. R. Rob- 
erts General Agent At Los Angeles; 
Vice-President Ireland on Coast 

The State Life of Worcester, Mass., 
has made its first general agency appoint- 
ment in California, opening up that state 
to production. Stephen Ireland, vice- 
president and superintendent of agen- 
cies, who is now on the West Coast, has 
appointed Roy Ray Roberts as general 
agent at Los Angeles for southern Cali- 
fornia. Other appointments for the Pa- 
cific Coast are expected ot be made 
shortly. 


TRAYLOR MADE _ INSTRUCTOR 





Equitable Society’s Ass’t Agency Man- 
ager at Indianapolis Appointed Agency 
Instructor in Central Department 
Fitzhugh Traylor, assistant agency 
manager of the Indianapolis agency of 
the Equitable Society, has been appoint- 
ed agency instructor of the Central De- 
partment of the company, in the Depart- 
ment of Training under the direction of 

Second Vice-President Borden. 

Mr. Traylor started in as a part-time 
agent with the Equitable in 1922, while 
engaged in public school educational 
work, but a short time later entered this 
work on a full-time basis. He was pro- 
moted first to assistant to the manager. 
then to district manger and finally, to 
assistant agency manager. He has de- 
voted much of his time to the training 
and supervising of new agents and is 
eminently qualified for this position with 
the Equitable. 





PENN MUTUAL’S NEW BUSINESS 


The Penn Mutual reports that during 
September, its convention month, with 
600 of its agents away from their posts 
from one to two weeks, its new business 
had a gain of 16% over September of 
last year. And the paid-for gain for 
the first nine months is 28%. 








Lostering 


the Life Insurance profession. 





50 UNION SQUARE 


The Guardian was one of the earliest among Life Companies to 
avail itself of the services of the Life Extension Institute, whose vital 
work in prolonging life through the periodical health-check-up has 


become universally appreciated by the insuring public, as well as by 


_ho means an unimportant factor in the consistently low mortality 


experience enjoyed by The Guardian for many years past. 


Send for Publication 289, outlining this and other features of 
The Guardian’s Service Program—of use to the Policyholder while 
living—to the Beneficiary thereafter. 


THE GUARDIAN LIFE INSURANCE COMPANY 
of AMERICA 
“The Company that Guards and Serves” 


Longevity 











This valuable Health Service is available free to all Guardian 
policyholders, regardless of size of policy. It is felt to represent by 





NEW YORK CITY 


A RAO 


William L. Kelaghan 
Honored At Dinner 


THIRTY-FIVE YEARS’ SERVICE 


President Walton L. Crocker and Other 
Prominent Men Eulogize Providence 
Manager’s Record 








A dinner was given District Manager 
William L. Kelaghan of the John Han- 
cock in Providence, R. I., last week at 
the Metacomet Golf Club, in commemo- 
ration of his thirty-five years of service 
with the company. It was attended by 
many distinguished guests in addition to 
the members of his agency force. 


President Walton L. Crocker was the 
speaker of the evening and he extended 
congratulations to Mr. Kelaghan and 
told of his early connection with the 
company and pointed out the rapid 
growth of the company in the past thir- 
ty-five years. President Crocker stated 
that “the company during August passed 
the $500,000,000 mark of net assets, and 
while it is not the largest in the world 
it is one of the best and today payments 
to policyholders average somewhat over 
that of contemporaries, which shows at 
least that we are not backward in look- 
ing out for the interest of our policy- 
holders if they respond to our solicita- 
tions, believe in us and rely upon us in 
their time of need.” He told of the prog- 
ress made by group insurance and of the 
advantages which insurance on the sal- 
ary reduction plan afford to employers 
and employes. He highly complimented 
the Providence agency on its record and 
stated his pleasure in having the oppor- 
tunity of addressing the agency which 
is so distinguished a beacon among the 
districts of the company. 

The first speaker of the evening was 
Mayor James E. Dunne of Providence, 
who extended a welcome to President 
Crocker and visiting guests. Lieutenant 
Governor James G. Connolly of Rhode 
Island and Ex-Governor William S. 
Flynn were also present and delivered 
instructive and entertaining addresses. 
The agency department was represented 
by Vice-President Elbert H. Brock and 
Superintendent of Agencies Thomas F. 
Temple and they extended their con- 
gratulations to Mr. Kelaghan on his long 
service and told of their long associa- 
tion with him and spoke of the great 
success achieved by the John Hancock 
a the whole state of Rhode Is- 
and. 

The proceedings were interrupted by 
Manager William C. Dickerman, who, 
asking permission to speak for the agen- 
cy, presented on their behalf to Mr. 
Kelaghan a beautiful chair as an ex- 
pression of their regard and later in 
the evening Agency Inspector Charles 
H. Hewitt addressed the gathering and 
in behalf of the agency presented to Mr. 
Kelaghan a testimonial booklet express- 
ing the best wishes and containing the 
signatures of all the agency and the 
amount of business written during a spe- 
cial eight-day period. Total amount 
written by the agency was $376 weekly 
and $261,500 ordinary. Mr. Kelaghan 
thanked the agency for this expression 
of their good will and expressed the 
hope that all would still be with the 
company and have another celebration 
when he reached his fiftieth anniver- 
sary. 

The guests present in additidn to the 
speakers were District Manager Atkin- 
son of Cambridge, District Manager 
Donohue of Lawrence, District Mana- 
ger Spillane of Lowell, District Mana- 
ger Grady of Fall River, District Man- 
ager Green of Pawtucket, District Man- 
ager Gildea of River Point and General 
Agent Stearns of Providence. 


E. F. AUMAN GENERAL AGENT 

Edward F. Auman, for seventeen years 
a fieldman of the Northwestern Mutual 
Life, has been appointed general agent 
for the company for North Dakota, suc- 
ceeding W. W. Fuller, who is resigning 
to continue his personal production. 
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ADDS EXTENDED TERM OPTION 





Equitable Society Announces Require- 
ments Necessary to Add Term Option 
to Convertible Policies 

The extended term option will be 
added to Equitable Society policies is- 
sued since 1914, upon written request 
and the furnishing of a satisfactory dec- 
laration of health, as recently announced. 
The signatures necessary before the 
change can be made must conform with 
the following requirements: 


(1) For policies with the right to 
change the beneficiary, 
(a) Of the Series 62 or subsequent edi- 


tions issued in 1921 or later, or for poli- 
cies of a prior edition made payable to self, 
the sole signature of the 
sufficient. 

(b) Of an earlier edition than 1921, not 
payable to self, either of the following pro- 


insured will be 


cedures may be followed: 

A. To have the beneficiary changed to the 
insured’s estate, whereupon the sole signa- 
ture of the insured would be acceptable for 
rewriting the policy and such request for re- 
writing on B. I. 


quest to change the beneficiary back to the 


743 should include a re- 
original designation. 

B. To have the request signed by both the 
insured and beneficiary, When this course 
is pursued the request on B. I. 743 must read: 

“Extended Term insurance as the auto- 
option in the event of lapse, the 
policy to be issued on the 1929 standard 
form with the rights of the beneficiary re- 
The disability 
and double indemnity provisions are to re- 


matic 


stricted as therein defined. 


main unchanged.” 

The last sentence is to be varied accord- 
ing to the 
no feature is present. 


features involved or omitted if 


(2) For policies without the right to 
change the beneficiary the signatures of 
both the insured and beneficiary are re- 
quired for the request, which should fol- 
low the language indicated in B. 

(3) For corporate policies the signa- 
ture of the owner will be necessary and 
sufficient. 

(4) For assigned policies, no matter 
what form the assignment .takes, the 
Signature of the assignee must be ob- 
tained in addition to the other signatures 
as above required. 





WINSLOW RUSSELL HONORED 





Field Force of Phoenix Mutual Pays 
Tribute on Twenty-Five Years’ Ser- 
vice With Company 
Winslow Russell, vice-president of the 
Phoenix Mutual Life, has completed 
twenty-five years’ service with the “com- 
pany and the field force conducted a 
production campaign in his honor which 
culminated last week at a luncheon at- 
tended by several officers of the com- 
pany and a group of managers and field 











that will pba”. appeal to 








‘IT’S A GOOD POLICY” | 
MORE NEW POLICIES 


Retirement Income Policies 
mcome to the insured) 


LOW COST PREFERRED RISK POLICY 
NEW OWNERSHIP, 
ASSIGNMENT PROVISIONS 


early define contractual rights of all parties interested 


cl 
COMPLETELY REVISED PLAIN ENGLISH POLICY FORMS 


the conscientious life underwriter. 
RITE FOR INFORMATION 


Philadelphia Life Insurance Co. 
111 North Broad Street. Philadelphia 


BENEFICIARY and 








EQUITABLE SOCIETY PLANS 





Property Aspect of Life Insurance In- 
cluding Investment Trusts Will Fea- 
ture Company’s October Program 


Life insurance as property will be the. 


keynote of the Equitable Society’s pro- 
gram for October, as announced by Sec- 
ond Vice-President Albert G. Borden. 

Both the property aspect and the in- 
demnity aspect of life insurance are ex- 
cellent presentations used either sepa- 
rately or together, it is pointed out. The 
property aspect has in it so much ap- 
peal, and is so vital from the standpoint 
of the man and his family that, entirely 
aside from the favorable effect it might 
have on the prospective client, life in- 
surance is not given justice if presented 
solely as indemnity. From a legal stand- 
point also, a life imsurance policy | is 
much more than mere indemnity says 
the society. 





MET. OFFICERS IN WEST 





President Ecker and Other Company 
Executives Attend Meetings of Field 
Men in St. Louis 


Frederick H. Ecker, president of the 
Metropolitan, and other officers of the 
company were in St. Louis this week 
attending a series of meetings of ap- 
proximately 1,000 field representatives of 
the company in St. Louis and vicinity. 
The sessions in conference at the Coro- 
nado Hotel were held mainly for. the 
purpose of bringing the field into Closer 
contact with the directing heads of the 
company. 

Among the executives in attendance 
were Leroy A. Lincoln, first vice-presi- 
dent and general counsel; Francis O. 
Ayres. E. H. Wilkes and A, F. C. Fiske, 
second vice-presidents; K. C. Ringer and 
K. R. DuFlon, superintendent of agen- 
cies. 











policy contracts that 





that satisfies. 





Satisfying Service 


The MUTUAL BENEFIT LIFE writes 


meet the needs of the 


people; assists its agents in presenting these 
contracts; and gives to policyholders a service 


The Mutual Benefit Life Insurance Co. 


Newark, New Jersey 














G. H. HIPP TO JOIN STATE FUND 


Life Insurance Actuary of State insur- 
ance Department Has Been Active 
in Disability Situation 
’ Grady H. Hipp, actuary of the life di- 
vision of the New York Insurance De- 
partment, has resigned and will go with 


the New York State Insurance Fund, 
the manager of which is Charles G. 
Smith. 

Mr. Hipp was once with the Wisconsin 
Insurance Department. He served in the 
World War. Upon his return he joined 
the New York Insurance Department at 
Albany ten years ago as assistant to Mr. 
Smith, who was then actuary of the de- 
partment. When Smith came to New 
York Hipp succeeded him at Albany. Mr. 
Hipp has recently attracted considerable 
attention in life insurance as he was 
chairman of the commissioners’ group 
in the joint committee of departmental 
actuaries and company acttiaries study- 
ing the question of disability and who 
made a joint report which the Toronto 
convention of the commissioners voted 
to accept. 

Mr. Hipp was also active at the Beha 
hearings on Section 97 and in other hear- 
ings during the past few years. In fact, 
there is probably no better known de- 
partmental actuary among the executives 
and actuaries of the life insurance com- 
panies. 








NEW METROPOLITAN BUILDING 


Newspaper Stories Predict Record Sky- 
scraper But It Is Believed Height 
Has Not Been Settled 


The daily newspapers have receutly 
taken turns in printing a story to the 
effect that the Metropolitan Life will 
build an addition to its home office on 
the block between Twenty-fourth and 
Twenty-fifth streets, Madison and 
Fourth avenues, which will top all other 
skyscrapers in New York. 

The latest story is that the new Dbuild- 
ing will be 100 stories high: The as- 
sociation of Harvey Wiley Corbett, 
prominent architect who is an expert 
on skyscrapers, with the Metropolitan 
architect, D. Everett Waid, has giver 
color to the stories of an unusual build- 
ing project. 

No confirmation or denial of these 
stories has been made at the Metropoli- 
tan offices. The facts of the matter are 
that these architects are working on 
plans for a building on this site but the 
height of the structure has not been de- 
cided upon. It is known, however, that 
it will be an important project in size. 








TEACHING AT Y. M. C. A. 

J. A. Ammerman, title attorney of The 
Prudential, has been secured as instruc- 
tor of the real estate class in the New- 
ark Y. M. C. A. This is Mr. Ammer: 
man’s second year as head instructor 0 
the class. 





men. At the luncheon Manager L. H. : 
rganized 1845 
Andrews of New York presented to Mr. Org ed 184 
Russell a leather bound volume contain- 
ing testimonials of the esteem in which 
he is held by the field. ee —— 
a — ENN RRA RITES 

















Provident “Mutual 
Life Insurance Company of Philadelphia 


Founded 1865 


our service. 





IN SUMMER 


or in winter the representatives and policyholders of the 
Massachusetts Mutual enjoy not only the great resources 
and splendid facilities of this Company, but also that 
mutual counsel and co-operation which make every 
relationship a definite advantage to ali those who rely on 


The Massachusetts Mutual Life Insurance Co. 
Ss e & 1d M a t : 
Organized 1851 
More Than a Billion and Three-Quarters of Insutance in Forte 
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Welcome Home Party 
For Graham C. Wells 

ENTIRE AGENCY STAFF ATTENDS 

Million a Month Is Wells & Connell 


Goal Next Year; Vice-President Ash- 
ton and Phelps Todd Among Speakers 








In the friendly, happy spirit that has 
characterized all its affairs the staff of 
Wells & Connell, general agents of the 
Provident Mutual here, welcomed home 
from abroad Graham C. Wells, senior 
partner, at a dinner meeting ‘Tuesday 
night at the Advertising Club, New York. 
There was a big agency turnout and 
in addition the home office was repre- 
sented by Leonard C. Ashton, vice-presi- 
dent; Phelps Todd, supervisor, and Jos- 
eph Simon, accounting expert. Other 
guests included E. D. Ullman, Provident 
agent in St. Louis, and B. C. Milliken, 
Philadelphia agency. 

The affair also marked the opening of 
the fall campaign for new business 
which is expected to bring the agency’s 
production close to $12,000,000 paid for 
by the end of the year. And next year 
the pace to be set is a million a month. 


Curtis Hicks New Supervisor 


The Wells & Connell agency has 
reached a point in its development 
where three groups of producers are to 
be formed in charge of supervisors. Each 
group will have ten or twelve’ men, 
picked from the present staff and new- 
comers. Curtis Hicks, a first rate pro- 
ducer, was announced as the first super- 
visor by Mr. Wells in his talk; the 
others will be named later. It was sug- 
gested by Mr. Wells that this develop- 
ment should give the present staff a big 
incentive to bring in and guide new men 
to a $100,000 production in their first 
year and thereby become eligible for 
membership in the Provident’s A B C 
Club. Mr. Wells struck the keynote of 
the meeting when he likened his staff 
to the Alpine mountain climbing parties, 
held together securely and working in 
unison. 

Vice-President Ashton said that the 
Provident was on the threshold of a 
period of expansion which would carry 
it up to the two billion mark in the 
near future. He eulogized the late John 
M. Way, vice-president of the company, 
and said that his high ideals and prac- 
ticalness should be an inspiration to all 
Provident producers. 

Mr. Simon was an inspirational speaker 
and observed that the Wells & Connell 
agency had increased its $5,000,000 pro- 
duction in 1922 when Mr. Wells came 
to New York to more than $10,000,000 
last year. The talk by Mr. Todd cen- 
tered around the “faultless application” 
Campaign which the Philadelphia agency 
has inaugurated. He told how inaccu- 
Fate or lack of needed. information in 
applications wasted an agent’s time and 
necessitated a return visit to the pros- 
pect. He also thought that with the 
increase in popularity of airplane travel, 
the companies should take a more lib- 
eral attitude. 

The closing talks were by Clancy Con- 
nell, junior partner, and William Fagans,. 
beth of whom gave their slant on the 
Outlook for the new year. Mr. Connell 
referred to the cup offered for the high- 


_ st premiums produced and said that Mr. 


agans and Waller Morgen of Mount 
lass now tied for first place, would 
of it off during October. The year, 
930, in. Mr. Connell’s estimation, is 
a to be the agency’s biggest and 





Ae: JOINS MUTUAL LIFE 
AS Frank Dow has been appointed dis- 
Bi .manager for the Mutual Life in 
Seansham, N. Y., with offices in the 
ry Building. He plans to place a 
ome of special agents in the field at 
sae and to continue his own special 
rk of pr ning insurance problems 
Gal Mr. Dow has" been “a “spe- 
athe for the Aetna for the past four 


McLEAN AND KLEM ADVANCED 


Mutual Life Actuaries Receive Promo- 
tions; Associate Actuary ‘Hall Retires 
After 38 Years’ Service 
Joseph B. McLean has been made an 
associate actuary of the Mutual Life of 
New York. Mr. McLean has been with 
the company for eighteen years and has 
been an assistant actuary for the last 
nine years. He is well known as a 
writer and instructor on insurance sub- 
jects. He is a Fellow of the Actuarial 
Society of America, of the Faculty of 
Actuaries in Scotland, and of the Insti- 
tute of Actuaries in London, all by ex- 

amination. 

Walter Klem, who has been with the 
company for eleven years, and is a Fel- 
low of the Actuarial Society of Amer- 
ica, has been made an assistant actuary. 
_Samuel S. Hall, who has been asso- 
ciate actuary, retired on September 30, 
1929, at age sixty-five, after thirty-eight 
years of active service in this depart- 
ment of the company. 








RUSSELL TURNS DOWN ELECTION 
Winslow Russell, vice-president of the 
Phoenix Mutual Life, was elected treas- 
urer of a national association favoring 
prohibition, and the election was without 
his consent. He wrote a letter to the 
association, declining the office. - 


The Eastern Underwriter, 








BROKERAGE SUPERVISORS WANTED 


One of the largest life insurance agencies in New York City has very 
attractive openings in New York and Brooklyn for two experienced brok- 
erage supervisors—salary and commission. 

‘tion as to age, education and experience. 


“Brokerage Supervisor” 





In applying give full informa- 
Address : 


110 Fulton St., New York 











ATLANTIC’S JUVENILE CONTRACT 

The new juvenile contract of the At- 
lantic Life is written on the lives of 
boys and girls from birth to age 9, six 
months inclusive. It is issued on the ‘fol- 
lowing plans: 20-pay life, 20-year endow- 
ment, endowment maturing at age 17, 18, 
19, 20 and 21, thus furnishing funds for 
educational purposes. All contracts are 
written on the non-participating plan. 
Amounts range from $1,000 to $10,000. 
Waiver of premiums for pernranent and 
total disability is provided. Provisions 
providing monthly income in the event 
of permanent and total disability and 
double indemnity in the case of acciden- 
tal death will not be written with these 
contracts. 


CRITICISM IN “THE NATION” 

“The Nation,” radical highbrow publi- 
cation, in its issue of October 9, prints 
an attack upon life insurance ¢osts and 
the high toll of lapsation, and. also ‘calls 
attention to an article by George L. 
Knapp in the “Railway Clerk,” which 
also emphasizes the lapsation feature. 
“The Nation” invites companies writing 
Industrial life insurance to reply to the 
attacks. 





HEADS BUFFALO GROUP DEP’T 
George W. Quinn of the agency staff 
of the John Hancock has been appointed 
manager of the group department at 
3uffalo, succeeding Harry Wood, who 
has resigned to take a course in finance 
and insurance in Columbia University. 





MISSOURI 
STATE 
LIFE 


The Progressive Company 

















N Thirteen Years, the Mis- 
souri State Life has grown 
from One Hundred Million Dol- 
lars of insurance in force to 
over One Billion Two Hundred 
Million... . It took twenty-four 
years to reach the first hundred 
million. .. The Company to date 
in 1929 is 830% ahead of its paid- 
for production over the same 
period last year! : 


HILLSMAN TAYLOR, Present 
- §t. Louis, Missouri 





Admitted Assets Over 
$131,000,060.60 


Insurance in Force Over. 
$1,200,000,000.00 
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“A Born Salesman” 


What Is is an expression which 
A Born is intended to be 
Salesman? complimentary but is 
obviously inaccurate, 


” 


says the Colonial Life “News. 

The saleman who relies solely upon 
his natural talents will find disappoint- 
ment. He will find himself speedily out- 
distanced by the trained man: 

Efficient salesmanship has long passed 
the stage of mere natural aptitude. 

A man needs the natural talents and 
the essential qualities but he must de- 
velop them and train himself if he ex- 
pects to make a success in salesmanship. 

Let us see just what the principle qual- 
ities are: 

A Clear Mind—That means the ability 
to receive, assimilate and to apply ideas. 
The mental ability to study and to under- 
stand all sides of the subject. 

Natural Enthusiasm—The capacity— 
and impulse toward reaction to an inspir- 
ing idea—It is enthusiasm that makes a 
man want to act promptly and vigorous- 
ly for the things in which he believes. 

Good Health—That is the background 
for all effective effort and enthusiasm. 

Moral Conceptions — That healthy 
soundness of character prompting a man 
to select right from wrong and to set 
high standards for himself and his own 
conduct. 

Cooperative Capacity—The readiness 
to work with others—in harmony with 
organization rather than always looking 
first for individual benefit. 

Loyalty—To a common good cause. 


Persistency—in working until the job 
is done. 

These are commonplace qualities. They 
are within the reach of everyone—and 
they are the basis of the best develop- 
ment in the salesman—in any field. They 
apply especially to those engaged in life 
insurance. 

* * * 


Mrs. Z. Z. Brown, of 


How She the Lincoln National 
Sells To Life of Fort Wayne, 
Women Indiana, in addition to 


being the only repre- 
sentative of that company to hold the 
C. L. U. degree, and one of the few 
women in the United States to have it, 
is one of the few who have made a 


specialty of selling insurance to women ° 


and made a Success of it. Last year she 
qualified for the Minute Men club, the 
highest honor the company has for its 
field representatives, and this year she 
has already qualified for the Quebec con- 
vention trip and has for the second con- 
secutive time won a place on the rolls 
of the Emancipator club, the highest 
honor club her company offers for year 
round personal production. 
Concerning her methods 
women, Mrs. Brown says: 
_ “Women are emotional and their feel- 
ings are closely related to what they 
want and to what they do. For instance, 
I know how a mother feels about want- 
ing to give her son a university educa- 


in selling 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Effickency 





tion. It isn’t at all hard for me, with 
boys of my own, to try to arrange a 
plan whereby this mother can arrange to 
send her son to college. 

“And right here let me remark that 
I never browbeat any woman into buy- 
ing. Women today know what they 
want, and when they can take out insur- 
ance, they will, Women are saving, 
women are investing their money wisely. 
In my field I make them understand 
the value of insurance. 

“IT meet women on their own social 
strata too. My previous and present 
work has taken me into all sorts of 
factories, offices and schools and I meet 
every woman on the basis she chooses 
and talk her own language. 


“Boiled down, my success with women 
is simply co-operating with them for 
their own good.” 

a eee 


An approach a 
little out of the or- 
dinary is suggested 


What To Say 
In The First 


Few Minutes by ‘“Conmutopics”, 

the paper of the 

Connecticut Mutual Life. It reads as 
follows: 

Mr. Prospect: I came to see you 


about your Connecticut Mutual Insur- 
ance. 

Prospect: But I don’t have any insur- 
ance in the Connecticut Mutual. 

Agent: Then you’re not familiar with 
Connecticut Mutual service and don’t 
know just what they can offer you. 

If, for instance the prospect replies 
that he has $10,000 policy with us, and 
an educational funds policy for $2,000, 
the agent then adapts his sales talk ac- 
cordingly. The beauty of his approach 
is that it can be used on practically any 
type of person, prospects or policyhold- 
ers, during cold canvass or in any other 
way. It forces the prospect to make 
some reply, and whatever the answer is 
the salesman is prepared to swing into 
action a suitable sales talk. 


* * * 

A formula which 
Selling should lead to suc- 
For The cess for any life un- 
Future derwriter is recom- 


mended by John H. 
Leaver, agency supervisor of the Mis- 
souri State Life in a recent issue of the 
“Bulletin.” He says: 

Analyze your sales efforts, keeping in 
mind that sales etiquette is of the ut- 
most importance. 

Organize your working hours, be- 
cause time is your capital. 

Plan your attack in advance in order 
that you may be brief and to the point. 

Appreciate the fact that there is a dis- 
tinction between “getting business” and 
“building business”; that is, there is 


quite a difference between selling a man 
once and selling him so that he will 
come back the second, third and fourth 
time. 

Build a clientele that will be loyal to 
you and to the company by making 
every sale a square deal. 


Policy Holders 


Holders 


Established 1879 








Total New Life Insurance on Policy 
she cleo seca $18,208,394 


BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 


Eighteen Million Plus on the 
Lives of Policy Holders 


January 1, 1929, to July 31, 1929, inclusive 
Percentage of Total New Life Insurance. . . 25 
Total Number Applications on Lives of 


3,427 


Des Moines, Iowa 











The value of ad- 

Possibilities | vertising has been a 

In subject of much con- 
Advertising troversy between 
many agents. In a 

recent issue of the company’s “Bulletin,” 


one of the Reliance Life agents recom- 
mends advertising wholeheartedly. As a 
stranger in the community in which he 
began to operate, and without any previ- 
ous business experience, he has built up 
a fine clientele, which he attributes to 
his use of advertising. He has always 
published an ad in his town’s local news- 
paper, he has used much of his com- 
pany’s direct mail advertising, and is now 
beginning the release of advertising to 
prospects for business insurance, family 
protection, and old age income. 


This agent says that it stands to rea- 
son that the advertising literature must 
be attractive if it is to be of any value. 
Much thought should be given to its 
preparation. 





In spite of the vast figures which we 
must use in talking about the total of 
insurance in force, it is astonishing to 
find that in 1928 but 1,360 individuals left 
insurance estates of $30,000 or more. The 
field for cultivation has scarcely been 
scratched.—Fidelity Field Man. 











TO BROKERS 


GUARANTEED INCOME 
POLICY in any amounts 
without medical examination 
—worth your while to inquire 


For Particulars Phone 


CANADA LIFE ASSURANCE 
COMPANY 


W. H. JONES, Mgr. 


110 William Street 
New York City 
Beekman 5058-6691 











Ata eg 





HAlcaT, DAVIS & HAIGHT, nc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 


INDIANAPOLIS 


Omaha Kansas City 














“In This Way 
A 


size. 


degree of its service. 
its service broadens. 


34 Nassau Street 


DAVID F. HOUSTON 
President 











We Measure” 


LIFE INSURANCE COMPANY may well measure its 
success by the good it performs rather than by great 

Through eighty-six years THE MUTUAL LIFE 
INSURANCE COMPANY OF NEW YORK, the “first American Com- 
pany,” has measured its success by the scope, manner and 
In such a way it is measuring now as 


Issuance of contracts of all standard forms, substantial 
dividends, income settlement provisions, Disability and Double 
Indemnity Benefits, and prompt payments and practices for 
convenience of members are embraced in its present service. 


It welcomes as field representatives those who know that 


success is according to the natural law of compensation—that 
the best comes to those who give out the best of themselves. 


The Mutual Life Insurance Company 
of New York 


New York, N. Y. 


GEORGE K. SARGENT 
2nd Vice-President 


and 
Manager of Agencies 
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Plan Luncheon Program Attorney Of Life Presidents Association |} $ 
Succeeds Job E. Hedges As General By s 

TO BE HOSTS TO CLUB WOMEN Counsel; H. S. Weaver Attorney Ki $ 
Vincent P. Whitsitt, attorney of the | KS 

Leslie McDouall Among Speakers at Association of Life Insurance Presidents % < 
ess care Cae — = since June, 1927, was elected its general EN i 

wea seh Pinte: counsel at the regular bi-monthly meet- 2 < 
Prjarations ae Deing made for the i, f, the Assocation ast west The i i : 
annual luncheon which the Newark Life és &. Vg « 
Underwriters Association will give to the CB one E. Hedges in February, 1925. os .' ‘A i) OT. Z é % 
bers of the Federation of Women’s itsitt, who has graduated from De | = 
cr og Pauw University in 1914 and from Col- ra i 
Clubs of New Jersey on Monday, No- R S 
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Newark. It is expected that eleven 
counties of the state will be represented 
as guests of the association. 

In co-operation with the life under- 
writers Mrs. M. Caswell Hiene, presi- 
dent of the State Federation, and Mrs. 
E. H. Boynton, secretary, are taking an 
active interest in the event and are urg- 
ing the members of the women’s organi- 
zation to turn out in large numbers. 

W. Reginald Baker associated with 
the Newark office of the Mutual Life of 
New York has been appointed by Fred 
Lieberich, Jr., president of the Life Un- 
derwriters Association as chairman of 
the conference committee, H. C. Law- 
rence, chairman of the program commit- 
tee and Charles J. Schmitz, chairman of 
the reception committee. Other mem- 
bets of the latter committee include the 
following: James M. Cyphers, Connecti- 
cut General; David Henderson, Con- 
necticut Mutual; Albert W. Olsen, 
Massachusetts Mutual; William A. Nol- 
tie, Aetna Life; P. Karl Hebel, Penn 
Mutual; William H. Kee, Mutual Life, 
New York; E. Van Vliet, The Pruden- 
tial; Ralph MacDonald, Sun Life of 
Canada; William Richardson, Mutual 
Benefit; Henry W. Maull, Equitable; E. 
D. Finch, Jr., Missouri State; William 
A. White, John Hancock, and Fred M. 
Hulsart, Jefferson Standard. 

Speakers 

Among the most prominent speakers 
at the luncheon will be Leslie McDouall, 
associate trust officer of the Fidelity 
Union Trust of Newark, who will talk 
on “Estates, Wills and Trusts.” Mr. 
McDouall has been working in co-opera- 
tion with the life underwriters of New- 
ark and last year conducted a series of 
talks which .were given for the benefit 
of all life underwriters in the state and 
which were later put into booklet form 
and sent to those who were unable to 
attend the talks. He is recognized as 
an authority on trusts and his services 
are much sought as a speaker by life 
underwriters’ associations in the east. 
Another speaker will be Mrs. Hiene, 
President of the New Jersey State Fed- 
tration of Women’s Clubs and Fred 
Lieberich, Jr., president of the Newark 
Life Underwriters Association. Other 

speakers will be announced at a later 

ate. It is expected that there will be 
four thirty-minute talks. 





DWIGHT HOLBROOK HONORED 





Is Given Dinner at Hartford Golf Club 
ommemorating Forty-five Years 
; with Mutual Life 

j dwight G. Holbrook, one of the best 
Nown insurance * men in Hartford, 
onn., was honored last week at a din- 
ner at the Hartford Golf Club by forty- 
ve associates including most of the 
Life England managers of the Mutual 
sy with whom he has just completed 
a orty-fifth year of service. Mr. Hol- 
in OK Is now the oldest branch manager 
Point of service in the United States 
with his company. 

preside” K. Sargent of New York, vice- 
the — of the company, was a guest at 
me inner. He traced the history of the 
me saa and said that Mr. Holbrook 
bein of the two men only who had 
heme the company under the general 
in Ion stem @ system which expired 
Haven } Joseph Smith of the New 
meren ranch gave Mr. Holbrook a liv- 
al ~ yw chair and two books, 6n_be- 
re _e agents in the state of Con- 









entered the service of the Association 
more than nine years ago. Prior to 
being attorney, he was assistant sec- 
retary for a number of years. Mr. Whit- 
sitt was born in Salem, Indiana, in 1891, 
and was a captain in the United States 
Army Aviation Service during the war. 

At the same meeting, Hobart S. 
Weaver, who in December, 1928, was 
appointed an assistant secretary of the 
association, was elected to succeed Mr. 
Whitsitt as its attorney. Mr. Weaver 
was ‘born in Torrington, Conn., in 1894, 
and was an honor graduate of Yale Uni- 
verstiy Law School in 1920. He was 
in active practice of the law for more 
than eight years in New York City be- 
fore joining the association’s staff last 
year. He was a lieutenant in the United 
States Army during the war. 





J. E. GIBBS TO PACIFIC COAST 





New York Agent Becomes Educational 
Representative of Penn Mutual 
at San Francisco 

John E. Gibbs, for seven years a mem- 
ber of the T. R. Fell agency of the 
Massachusetts Mutual in New York, has 
been chosen by the Penn Mutual to suc- 
ceed James L. Taylor as its educational 
department representative on the Pacific 
Coast, with headquarters in San Fran- 
cisco. The position was recently vacated 
by Mr. Taylor, when he took charge of 
the company’s San Francisco office. Mr. 
Gibb’s coming gives additional strength 
to the already strong faculty of the Edu- 
cational Department, whose members 
have been chosen because of their com- 
bined experience as salesmen and as in- 
structors and organizers. 

Mr. Gibbs took his arts work at Wes- 
leyan University, and followed it with a 
course at New York University Medical 
School. Later he was a student in the 
New York University School of Life In- 
surance, under Dr. Griffin M. Lovelace. 
In 1922 he joined the T. R. Fell Agency, 
and in 1924 became agency instructor, 
training new agents and doing super- 
visory work. He had three years of these 
duties, combined with personal solicita- 
tion, and then returned to full-time work 
as an underwriter. his production last 
year having been $750,000. 
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CLOSE BIG POSTAL GROUP 





$14,000,000 on Employes if 75% Sub- 
scribe; Written by Metropolitan 
Life 

The Postal Telegraph Cable Co. has 
arranged with the Metropolitan Life for 
a $14,000,000 group life plan to be offered 
to 11,000 employes in all parts of the 
country. The plan will be made effec- 
tive November 1 if 75% or more of the 
employes make applications for it. 

The new program in no way affects 
the present system of pension and bene- 
fit plans now in force. The telegraph 
company makes substantial contributions 
toward premium pavments. 

Individual benefits are divided into six 
groups, basing their classification on sal- 
ary and occupation. The life insurance 
ranges from $500 to $10,000. Insured em- 
ployes, subsequently pensioned, will re- 
tain the life insurance in force on their 
retirement date. If total and permanent 
disability from any cause occurs before 
age 60, the employe will receive the full 
amount of his or her life insurance, with 
interest, in monthly instalments. 
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Dyrectors 


The success of any Company is primarily a matter of 
management—that is, of MEN. Following is a list of 
Ay Directors, New York Life Insurance Company, the most 
recently elected being Calvin Coolidge: 
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KC eer: Director Valentine & Co. 
- OIE PERE Ee ee ey Abana ee Manufacturer 

Beis steele tcstis Commission Dry Goods 
MORTIMER N. BUCKNER Chairman of Board, New York 

Trust Co. 

THOMAS A. BUCKNER................... Vice-President 
NICHOLAS MURRAY BUTLER. Pres’t Columbia University 
CALVIN COOLIDGE. Former President of the United States 
GEORGE B. CORTELYOU ...... Pres’t Consolidated Gas Co. 
WALTER W. HEAD.......... Pres’t State Bank of Chicago 
CHARLES D. HIELES.. ........ 50565. Insurance Manager 
ALBA B. JOHNSON............. Retired, Philadelphia, Pa. 
PERCY H. JOHNSTON .. .Pres’t Chemical Bank & Trust Co. 


WILLARD V. KING Chairman Advisory Board, Irving 


Trust Co. 
PRAM Wie Py RGee en os es a See ee: President 
RICHARD I. MANNING... . Farmer, Columbia, So. Carolina 
JO Gc IE. 8 og k's Seco bbe mew mantenien Lawyer 
GERRISH H. MILLIKEN.......... Deering, Milliken & Co. 
FRANK PRESBREY........ Frank Presbrey Co., Advertising 
JOHN J. PULLEYN...... Pres’t Emigrant Ind. Savings Bank 


FLEMING H. REVELL..... Fleming H. Revell Co., Publishers 
{ Chairman of Executive Committee, 


GEORGE M. REYNOLDS | Continental 
Illinois Bank & Trust Co., Chicago 
HIRAM R. STEELE ...... Steele, DeFriese & Steele, Lawyers 
JESSE ISIDORE STRAUS. President R. H. Macy & Co., Inc. 
RIDLEY WATTS ...... { Ridley Watts & Co., Dry Goods 
ee Commission 








DARWIN P. KINGSLEY 


NEW YORK 
LIFE INSURANCE 
COMPANY 


MADISON SQUARE 
NEW YORK, N. Y. 


President 
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E. P. Hermann On Trade 
Journal Advertising 


NEED OF FACT 
Raises Many Questions to Show Lack 
of Organized Body of Fact Informa- 
tion in This Field 


INFORMATION 


Addressing the Insurance Advertising 
Conference at Cleveland this week on the 
subject of “Trade Journal Advertising,” 
Edgar Paul Hermann, director of pub- 
licity for the Lincoln National Life of 
Fort Wayne, Ind., made the following 
comments : 

From the very beginning the Lincoln 
National Life has been a user of, a be- 
liever in, and a booster for insurance 
trade-paper advertising. Our president, 
Arthur F. Hall, has frequently put him- 
self on record in no uncertain terms 
concerning the policy of the company 
with regard to trade-paper advertising in 
insurance journals. 

There is doubt, further, that in 
comparison with numerous other fields, 


no 


insurance trade papers are truly out 
standing. They are edited by s rong and 
well-informed men and, in most cases, 


by men of the highest professional hon 
Most of them are a real credit to 
life insurance and it is a real privilege 
for this conference, in WY opinion, to be 
closely associated with many men from 
insurance journal ficlds in the capacity 
of associate members of our organiza- 
tion. 

The Lincoln National Life has fre 
quently been favorably mentioned with 
regard to its insurance-paper advertis 
ing. I make this statement because I 
want to follow it with a’statement that 
I am far froim satisfied with our advertis- 
ing. 

In a subject large as this I can 
hardly do more than list some of the 
points where attention might perhaps be 
directed. We insurance advertisers have 
the same problems that any other user 
of space has—problems of copy, prob- 
lems of layout, problems of typography, 
problems of art and illustration, prob 
lems of campaign and strategy, problems 
of records and results, and problems of 
economics. 

I have prepared a multigraph sheet 
in which I have listed a number of points 
that have frequently been in my mind. 
and I know in the minds of many of 
you, with regard to the effectiveness of 
our advertising from one of the aspects 
only, that of economics or basic justifi- 
cation of our advertising. I realize that 
these are moot questions and I have so 
headed the list. Some of the questions 


or. 


as 


I have framed in the way of indirect 
suggestions. 
For example, I am much concerned 


that there does not seem to be available 
in.our field, as there is in some others, 
an organized body of fact information 
upon which we can draw and which we 
can fit in with our plans. 

It seems to me that too often trade- 
journal advertising is the Cinderella of 
the publicity department. We are 
busy with sales promotion plans, with 
agency help, with our own publications, 
that often our advertising does not do 
us credit. We let an ad run until for- 
bid. We do not take as much care with 
or give as much time to our copy and 
layouts as we might. Furthermore, we 
are not quite sure, in many instances, 
just how..we can use our space to best 


SO 


advantage. Our campaign strategy is 
sometimes not sufficiently worked out 
so we resort to boasting of our insurance 
in force, printing of our annual state- 
ments, and a reiteration of points in a 
colorless way, after the manner of the 
year one of insurance advertising. If 
trade-journal advertising is worth doing 
by life insurance companies, it seems 
to me that it is worth doing well. If 
we are going to do the job well we 
ought to build a fund of exact infor- 
mation. I do not know who is in a po- 
sition to do it, whether the trade jour- 
nals, some of the company associations 
such as ours, or the Sales Research Bu- 
reau, or whether it might be accom- 
plished in a non-partisan, unbiased, thor- 
ough-going way to graduate students at 
universities like the Wharton School of 
Finance or the Harvard Graduate School 
of Business. 

I have raised the point, in the ques- 
tions, of the possible help that adver- 
ising agencies might render if we were 
entitled to their services. I know the 
valuable aid they give in other fields and 
1 really wonder whether it would not be 
for the good of trade journals as well as 
trade-journal advertising if the custom- 
ary 15% were granted by insurance pa- 
pers. One advantage that I think would 
accrue to the journal, perhaps, would be 
that the agencies would, by close con- 
tact, become familiar with the strength 
and effectiveness of life insurance papers. 
They would thus begin to think about 
them as media for other accounts and 
then recommend them to advertisers in 


other fields who are not now using in- 
surance paper space. 

Certainly there is a field—the life in- 
surance companies! At their home of- 


fices, in their branches and agencies are 
big buyers of office equipment and many 
other things. The large body of life 
insurance agents have many needs and 
the day may come when manufacturers 
of automobiles, clothing and a long list 
of other commodities and specialties will 
tell their stories in life insurance papers. 


Actuarial Society 


(Continued from Page 5) 

and loss exhibit, comparing expenses 
with loading, interest earned with inter- 
est required to maintain the reserve, and 
actual with expected mortality, all ac- 
cording to convention statement stand- 
ards. Income and expenses are shown 
on a revenue basis so that there is no 
bulk adjustment to account for surplus 
changes as shown by the convention 
form. 

Mr. Shepherd said that in practice the 
statement is prepared monthly and ap- 
pears regularly on the tenth of each 
month. Studies show that the time con- 
sumed in the preparation of one state- 
ment is slightly more than the time. of 
one clerk for one month. 

It has furnished a valuable and rela- 
tively accurate guide to changes in sur- 
plus and has been almost equally valu- 
able in giving a convenient and logical 
analysis of operations. 

Such success as has been attained in 
respect to dependability, accuracy and 
economy of time in preparation is at- 
tributed to continuous efforts to system- 
atize the work and improve methods. 
The present form of statement and the 
present methods have been’ evolved 
through a process of frequent change 
from the form originally used. 


Coupon Ads Produce 
Some Good Results 


BIG CITY CIRCULATION IDEAL 





Nelson A. White of Provident Mutual 
Gives Results of Experiments With 
Types of Advertisements 


Some of the facts gleaned from a na- 
tional advertising campaign of a life in- 
surance company were given to the In- 
surance Advertising Conference at Cleve- 
land this week by Nelson A. White of 
the advertising section of the Provident 
Mutual Life. Mr. White’s remarks were 
in part as follows: 

The. Provident Mutual Life started an 
advertising campaign in national maga- 
zines during October, 1923. The princi- 
pal objective was, of course, that of fa- 
miliarizing the general public through- 
out the United States with the name 
and ideals of the Provident Mutual Life. 

Our schedule of late has consisted of 
seven insertions a year in three leading 
publications. 

A modest appropriation does not go 
very far in national magazines. I am 
not able to say that the Provident is 
by any means a nationally known name, 
but I am able to say that it is increas- 
ingly better known and that the fact 
of our advertising in itself removes a 
great deal of sales resistance which 
would otherwise, be noticeable on the 
part of our agents’ prospects. 

As an example of what 1 mean, cer- 
tain of our agents carry reprints of the 
Provident’s advertising with them and 
if their prospects state that thev are not 
familiar with the name of the Provi- 
dent the agents show the advertising 
reprints and say: “Why, Mr. Prospect, 
haven’t you seen our advertisement in 
the ‘Literary Digest’ or the ‘American 
Magazine’?” Ina great many cases the 
prospect recalls having seen the reprint 
and immediately concludes that the 
Provident Mutual must be a fine com- 
pany because it advertises in such fine 
magazines. 

Several years ago the company decided 
to append coupons to the copy in order 
to furnish leads to our agents. I am 
forced to confess that the results were 
rather disappointing. We found that 
about 23% of the leads came from for- 
eign countries or American localities in 
which we do no business. About 21% 
came from localities where we are li- 
censed to do business but where there 
is no Provident agent, usually in sparse- 
ly populated districts in which it would 
not pay to place a man. Of the re- 
maining leads a good many were of an 
inferior type, which fact I believe is due 
to the nature of the coupon. The cou- 
pon invited the prospect to send for a 
free book, and in a good many cases he 
did not know what the book was all 
about. 

During the past year we 
the coupon from all except 
vertisements. In each case the cou- 
pon required date of birth and made 
perfectly clear that the object of the 
company in supplying information was to 
sell a definite life insurance policy. 

Much to our surprise, the leads came 
in in larger numbers than ever. Of 1,575 
leads that turned out to be accessible to 
our agents we placed $418,500 of busi- 
ness, and there are a great many cases 
still pending. This may not look like 
very much but it amounts to consider- 


eliminated 
three ad- 


Rasseman Raps Novelty 
Giving As Unethical 


WOULD BAR GIFTS AS OPENERS 


Advertising Manager Of American Cen. 
tral Tells Advertising Conference of 
Bad Effects Of Practise 


Speaking before the Insurance Adver- 
tising Conference at Cleveland this week, 
Emil C. Rassman, advertising manager 
of the American Central Life of Indian- 
apolis, criticised the use of noveltics as 
gifts to prospects. He said that the ex 
perience of his company was that the 
type of business written by agents who 
used novelties as “openers” was less per- 
sistent than that sold on life insurance 
needs. Continuing he said: 

“For more than five years, the Ameri- 
can Central Life has watched two types 
of renewal ratios: The ratios of men 
who, being concientious life insurance 
salesman, refuse to become “novelty ped- 
lers.” Without exception, the renewal 
ratio on business sold in connection with 
a souvenir for the prospect has been 
from five to ten per cent lower than tha 
on business sold exclusively on a_ need 
for life insurance basis, without the in- 
jection of “something for nothing” ap- 
peal. 

“There are several reasons for this be- 
ing the case: 

“The coupon-clipping, souvenir-hut- 
ing, bait-swallowing class of prospect is 
not on the same plane with the prospec 
who buys solely and honestly because 
he has a definite need for the life insur 
ance coverage, as that need has bee 
demonstrated by the salesman. 

“The agent who must show a valuable 
paper wallet, a bill-fold, or a fountain 
pen to get an interview and arouse il 
terest, and who is in the vicious habit 
of tying the souvenir in with his sales 
presentation is detracting from the worth 





ably over $3.25 per lead in first com 
missions to our agents. This is quite 
a minimum figure, as practically none 
of the national advertising leads hav 
developed into term insurance sales. 

However, we have by no means solvel 
our problem of inaccessible leads. Whe 
you stop to think of it, inaccessible leas 
mean inaccessible territory. Inaccessible 
territory means a lot of waste circult 
tion for which we are paying good mot 
ey. The ideal solution would perhaps 
be the local newspaper, but this 1s ¢ 
very expensive medium. 

Next year we are planning to expetr 
ment with our advertising, reducing ol 
regular schedules in our three standby 
magazines from seven to five insertiom 
and in place of this reduction to inset 
our best pulling advertisement, “Th 
Provident Thrift” advertisment, in a lis! 
of eighteen publications. Results of thi 
test will be carefully checked with th 
results of this test advertisement in olf 
present list of magazines, and it 1s 
tirely possible that we shall make qu 
a few changes in our list of advertisil 
media by this time next year. We knot 
in advance that quite a few of the pu 
lications on our trial schedule have 
centrated circulation in the big cities” 
which we do most of our business. TH 
ideal publication would be one in whit 
all the circulation was in big cities. 1 
best we can do is to choose the neate 
to the ideal. 
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and importance of his real product and 
lessening its value in the mind: of his 
client. Besides, that agent is uncon- 
sciously weakening his ability as a sales- 
man of life insurance and is tacitly ad- 
mitting that he cannot place it on its 
own intrinsic merits. 

“A life insurance policy—one of the 
noblest and most widely useful forms 
of contract ever devised by the mind of 
man in the interest of everything that 
he and his hold dear—is in no way en- 
nobled or rendered more desirable by 
the offer of something for nothing with 
it, Quite the reverse, in fact! 

Practise Becoming An Evil 

“As I said in the beginning, it’s time 
for us to begin thinking about this sit- 
uation which is rapidly approaching the 
proportions of an evil. What is it doing 
to the public viewpoint and public re- 
spect for the profession? What is it 
doing to those fieldmen who are learn- 
ing to lean upon novelties at the expense 
of originality and sound salesmanship ? 
What is it doing to renewal experience ? 
What is it doing to operating and busi- 
ness acquisition costs? What is it doing 
to prejudice us against more educational 
and enlightening forms of insurance ad- 
vertising? How much money is it ab- 
sorbing that might be far more wisely 
and safely spent elsewhere ? 


“Novelty salesman are clever and they 

must live. They stress the advertising 
value and the good-will attributes of 
their wares, but do we subtract all of 
the disadvantages and harmful effects 
of these trinkets from that value? Or 
do we, like the salesman who couldn’t 
write an application unless he first gave 
his prospect a bill-fold, take the line of 
least resistance and excuse ourselves 
by thinking, ‘Well, it’s getting the com- 
pany’s name before the public.’ 

“To cause a man to buy by putting 
him under an obligation is to court his 
inward resentment and, in all probability, 
to later lose his patronage. If we just 
must give away trinkets to take the taste 
of life insurance out of agent’s and 
client’s mouth and the fear of salesman 
out of the client’s mind—wouldn’t we 
be far wiser to bestow our gift with no 
strings attached, say shortly before the 
first renewal is due? Even such tactics 
are both weak and detrimental, but sure- 
ly we’d come a blockaded-sight nearer 
getting our money’s worth out of the 
trinket ! 

“It is truly appalling to think of a 
wonderful thing like a life insurance 
contract being degraded by subterfuges 
designed to make it palatable, desirable, 
and therefore salable! And I can’t im- 
agine where our friends the insurance 
journalists have been—why they are not 
Up in arms trying to educate their sales- 
Men-readers against the insidious and 
mind-pauperizing effects of linking gee- 
Saws to life insurance sales!” 





Advertising Conference 


(Continued from Page 1) 


Stand they were to be considered as 
Prospects for life insurance, and not sim- 
bly inquirers for free pamphlets. 

he report of the Life Group Devel- 
*pment Committee was given by Henry 
utnam, John Hancock. 
F On the subject of Direct Mail Adver- 
thee L. J. Evans, Register Life, scored 
'@ policy of stressing the company in 
rect mail pamphlets, and urged that 
more attention be paid to educating the 
recipient on the value of life insurance 


I general. He assailed too much of 
an ay insurance advertising as 
cold.” Affirming that a carefully-pre- 


bared prospect list was half the game, he 

oe out the need of bringing this 

‘ ™ to the attention of agents, who are 

® assist in a direct mail campaign. 

igs N. Mills of the Bankers Life, slated 

abt Peak on the same subject, was un- 
¢ to be present. 

nating that the unusually large lapse 

ticul ound in Texas presented a par- 
Warly difficult. problem, Price K. 

















. 


Johnson, of Cravens, Dargen & Co., gen- 
eral agents in that state for the North- 
western National, told what his agency 
was doing toward reducing this bad rec- 
ord by direct mail. Through the prac- 
tice of sending out individualized form 
letters, a lapse ratio of but 3% had been’ 
obtained, compared with 35% for the 
state as a whole. In attempting to in- 
dividualize his form letters, Mr, John- 
son stated that it was his practice to 
pick out from the application some par- 
ticular feature in the applicant’s life or 
history which could be appealed to, as 
promptness in a railroader, the value of 
paying one’s bills in a merchant. 


Radio Advertising 


The newer subject of “Radio Advertis- 
ing” received excellent treatment at the 
hands of John McCarroll of the Bankers 
Life, who spoke in the absence of C. W. 
Van Beynum of the Travelers and Henry 
Camp Harris of the National Security. 
Mr. McCarroll stressed upon his hear- 
ers the unwisdom of bringing the name 
of the company too strongly into the 
picture. The well-known impatience of 
the radio audience was given as a vital 
matter to be considered. Institutional 
advertising largely was favored for radio 
work. 


Inquiring “Why become a local Santa 
Claus,” Emil C. Rassmann of the Ameri- 
can Central gave the results of his com- 
pany with respect to novelty advertis- 
ing. It was his conclusion that the class 
of policyholder obtained through the giv- 
ing of novelties was of a lower type and 
lapsed more frequently than that ob- 
tained by other more direct forms of ad- 
vertising. Alvin T. Haley of the Jef- 
ferson Standard not being able to at- 
tend, Bart Leiper of the Pilot Life spoke 
in his absence on the same subject. His 
reaction to novelty advertising was 
rather more favorable than the preceding 
speaker. 


The advertising manager of a Cana- 
dian company was represented among 
the speakers when Clifford Elvins of the 
Imperial Life spoke upon the subject of 
billboard advertising. Mr. Elvins in- 
formed his hearers that the Imperial Life 
had obtained good results from this form 
of publicity, and was at present mak- 
ing wide use of it in several languages. 
He stated that one-half of the cost had 
been formerly borne by the agent, but 
that the company was now carrying the 
entire cost. There was considerable in- 
terest shown by the members in this 
less-used type of campaign. 

C. S. Smith of the National Life billed 
to speak on “Street Car Advertising” 
was not present. 


G. L. Grogan of the Bank Savings Life 
was unable to attend to speak on the 
question of “Pamphlets for Advertising” 
but the subject was well-handled by R. 
G. Richards of the Atlantic Life. Mr. 
Richards stressed the value of printing 
large pamphlets, designed to get across 
a particular point, which could be used 
by the agent “across the desk” in talk- 
ing to a prospect. It was his feeling that 
this type of piece was of more value than 
the smaller booklet form. Opposing 
syndicated pieces, unless designed for 
some particular piece of work, he advo- 
cated the preparation of most such work 
by the advertising department itself. 


“Screen Advertising” a subject which 
many members may have considered al- 
most passe, was given life by Rex B. 
Magee of the Lamar Life. In very in- 
teresting fashion he described how his 
company was having motion pictures of 
the agents’ conventions made in such a 
way that they possessed news interest. 
The result was that many local agents 
could get them run in the local picture 
-house and present something of interest 
to the patrons. To give his listeners 
something to think about, he stated that 
an association of motion picture adver- 
tisers had recently been formed, and that 
something more might be expected from 
this form of publicity in the future. 

Closing the session, Assistant Manager 
Niles of the Life Insurance Sales Re- 
search Bureau, spoke on “National Co- 


Pull Of Magazine Ads 
Is Told By C. T. Steven 


SUMMARY OF CLEVELAND TALK 








Cutting Down Sales Resistance; F. M. 
Feiker Explains Business Newspaper 
Building of Trade Opinion 


C. T. Steven, advertising manager, 
Phoenix Mutual, discussed magazine ad- 
vertising in a talk before the life group 
of the Advertising Conference this week. 
3ack of the magazine advertising cam- 
paign are these five major purposes, said 
Mr. Steven: 

Registering 





and service of 

the company in the shortest possible time. 
Breaking 

salesman calls. 


names, stability 


down sales resistance before the 

Awakening interest in prospects between in- 
tervals in interviews. 

Building 
holders. 

Direct sales. 

Through magazine advertising the 
company will distribute 45,000,000 mes- 
sages to the public this year. The com- 
pany uses magazines which are read 
without hurried attention. Mr. Steven 
gave interesting figures relative to in- 
quiries some of which are sent six 


up confidence of present policy- 








- PRIZE WINNERS AT AD MEET 





Trophies Won by Prudential and Fidel- 
ity-Phenix; Dreher, Rickerd and 
Others Figure in Awards 
At the Insurance Advertising Confer- 
ence annual meeting in Cleveland this 
week, The Prudential it was an- 
nounced won the Holcombe trophy and 
the Fidelity-Phenix the “Rough Notes” 
trophy for outstanding trade paper ad- 
vertising. The Conference itself made 
the following certificate awards based 
on the display of material from the com- 


panies at the meeting. Some of the 
companies did not have exhibits. 
House Organs: “Accelerator” of Boston In- 


surance Co., R. C. Dreher, editor, first; “Stand- 
ard Cog,” Standard Accident, C. E. Rickerd, 
editor, second; ‘“Aetna-Izer,” Aetna Life and 
Affiliated Companies, S. E. Withe, editor; “The 
Broadcaster,” Ohio Farmers, H. V. 
editor. 

Other awards follow: 

Folders—Boston Insurance Co., Standard Ac- 


Chapman, 


cident, Provident Mutual, F. C. Morss; Mis- 
souri State Life, J. P. Licklider. 
Booklets—Dominion Life, A. K. Kembar; 


Ohio Farmers, H. V. Chapman; Agricultural 
Life; G. G. Inglehart; Missouri State Life. 

Trade Paper Advertising—Standard Accide- 
Boston; Union Indemnity, W. B. Wisdom, 
manager. National Advertising—Illinois 
R. W. Stevens; Fire Association, E. S. Gar 
Agricultural, G. G. Inglehart. 

Model Newspaper Advertisements—Boston; 
Aetna Life; Standard Accident. 

Sales Letters—Pilot Life, Bart Leiper; Bank- 
ers of Iowa, B. N. Mills; Southern States, 
S. M. Gamble. Sales Bulletins—Hartford A. 
& I, <A. W.. Spaulding. Model Sales 
Letters— Standard Accident; Boston. Blotters— 
Standard Accident; Maryland Casualty, H. A. 


Warner. Posters—Aetna Life; Maryland Cas- 
ualty. Broadsides—Fire Association. Calendars 
—Ohio Farmers. Novelties—Pilot Life. Mis- 


cellaneous—Bankers of Iowa; Fire Association: 


Ohio Farmers. Campaigns—Lincoln National, 
Verlin Harrold; Metropolitan Casualty, Van 
Zandt Wheeler; Continental Life, John C. 
Small. Association Advertising — National 


Board of Fire Underwriters; W. W. Ellis. 








onerative Advertising” in the absence of 
Chet Sparver of the Connecticut Mutual. 
For the benefit of members who had 
not seen the revort prepared by the bu- 
reau, he sketched a few of the high 
points, stating the desirability of a na- 
tional co-operative campaign, the prob- 
able costs to members, and emphasized 
that certain results might be exnected 
from such a campaign. as a reduction in 
lapse ratio through educating the pub- 
lic on the value of insurance, and a rais- 
ing in the standard of the personnel and 
the reputation, of the business with the 
public. 


months or a year after publication of the 

ad. He said that 8% of the replies 

come from men. The average sale re- 

sulting from magazine advertising is 

larger than the sale from any other 

source, except present policyholders. 
Spirit of Trade Will 

Frederick M. Feiker, managing direc- 
tor of the Associated Business Papers, 
Inc., told of the development of trade 
opinion through business publication ad- 
vertising at the Tuesday session. He 
summarized factors affecting advertising 
programs as follows: 

1. Advertising today is recognized as a force 
for profitable selling in practically every great 
field of industry. 

2. Advertising to be successful must be re- 
lated to the machinery for the distribution of 
the ideas or the commodities as well as to the 
final consumer. 

3. Our social and economic life today runs 
at a high rate of speed as compared with ten 
years ago. To quote a friend: “The word of 
the month is ‘The new tempo in business.’ ” 

4. Advertising to be successful today there- 
fore must be looked at through new eyes. Tra- 
dition cannot count. Some old conceptions of 
values must go. 





PRUDENTIAL WINS AD CUP 

It was announced this week at the In- 
surance Advertising Conference that The 
Prudential had won the Holcombe 
trophy for the best co-ordinated adver- 
tising campaign of the year. The cup 
is now in permanent possession of The 
Prudential, having won the trophy three 
times. Arthur Fisk is advertising man- 
ager of The Prudential. 





NEW ADVERTISING RESEARCH 

At the life group of the Insurance Ad- 
vertising Conference this week it was 
decided after considerable debate to co- 
operate with the Bureau of Life Insur- 
ance Sales Research in a survey of ad- 
vertising divisions of life insurance com- 
panies. Cost of advertising, overhead of 
ad divisions and other research data will 
be obtained. 





irst legal re- 
serve life insur- 
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Illinois Life. A 
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INSURANCE AND THE FEDERAL 


TRADE COMMISSION 
Anything but favorable attention has 
the 
W. G. Wilson, president of the National 
Association of Casualty and = Surety 
Agents, delivered at White Sulphur, that 
the 
tance be summoned to straighten out the 
kinks in 


surety business. 


been attracted by suggestion of 


Federal Trade Commission's assis- 


competitive the casualty and 


Mr. Wilson’s statement 


was made after he had said “We have 


never yet been able to create a_ big 


enough policeman to maintain order in 
our ranks” and, therefore, “it is not a 
far cry to expect a sympathetic attitude 
He 


would have the Federal Trade Commis- 


on the part of some Federal body.” 


sion determine as a duty the adequacy 
of rates “which may be submitted for 
approval by any company or group of 
companies.” 

The National. Association of Casualty 
and Surety Agents did not pay any at- 
tention to this suggestion in the meet- 
ing, not discussing it in any way at the 
open convention, but it did re-elect Mr. 
Wilson its president for the fourth time. 
Among the executives and lawyers who 
attended the convention, the suggestion 
came as a shock. It was a surprise and 
met with no approval. 

Even if the wish of the in- 
surance fraternity that the Government 
butt in the Constitu- 
tion of the United States would have to 
be amended because of the Paul v. Vir- 
ginia and several other court 
rulings, including a New York Life case. 

Some of the executives at White Sul- 
phur are familiar with the operations of 
the Trade Commission, which 
have not always been in the best inter- 


it were 


relative to rates 


decision 


Federal 


ests of legitimate business. 

When the Federal Trade Commission 
—which was fathered by 
Wilson—came into being, publicity was 


W oodrow 


given prematurely to a lot of complaints 
of business practices which put the per- 
sonnel of the commission in an unfavor- 
able light before the business of the 
country. Anyone with a grouch could 
file a complaint and soon it reached the 
newspapers. The complaint may have 
been groundless, but the publicity came 
just the same cases did 
plenty of harm to legitimate business. 


and in some 


Furthermore, the charge has been 
made that the Federal Trade Commis- 
sion, especially as constituted in the 


earlier period of its activity, did much 
meddling in places where business inter- 
ests believed it should have kept its 


out. It embarked on several 


“smelling 


nose 


expeditions”; plain rubber 
Former Red- 
field who was Secretary of Commerce, 
gave out many blasts against the Fed- 
eral Trade Commission. He recognized 
the harm that it might do if its efforts 
not carefully directed and he 
picked out all of its flaws. 

The present personnel of the Commis- 


sion is looked upon as good and the 


necking. Commissioner 


were 


body has ceased to engage in obnoxious 
activities, but the best minds in insur- 
ance oppose the Commission’s taking up 
controversial insurance questions even if 
the Constitution were amended to permit 
the insurance 
rates and regulating insurance practices. 


Government supervising 





EUROPEAN CONVENTION 
REPORTING IN THREE 
LANGUAGES 

Honors in the art of convention re- 
porting are not confined to the United 
States. In connection with the meet- 
ing late in September of the Interna- 
tional Union of Marine Insurance at 
Vienna the “Versicherung,” an Austrian 
weekly insurance newspaper, published a 
series of seven daily editions each of 
which contained accounts of the previ- 
ous day’s events in three languages, 
namely, English, French and German. 

American methods of doing business 
quick to take advantage of the 
widespread publicity of these daily edi- 
tions of the “Versicherung,” gained by 
distribution through all Europe and on 
the back 
cover page of each issue there appeared 
a full page advertisement of H. 
L’Estrange Malone, European agent and 


were 


other continents, too, for on 


attorney for seven American insurance 
companies and London agent for one 
The American com- 
whose names were displayed 
prominently included the Globe & Rut- 
gers, Agricultural of Watertown, Secur- 
ity of New Haven, Insurance Co. of the 
State of Pennsylvania, Camden Fire, 
Hamilton Fire of New York and Lloyds 
Casualty. 


Austrian company. 
panies 





Charles T. Hawes, general agent for 
the Mutual Benefit Life at Bangor, 
Maing, received an LL.D. degree from 
his Alma Mater, Bowdoin College, at the 
last commencement. 

s ss. # 


William A. Hutcheson, vice-president 
and chief actuary of the Mutual Life, 
has been gathering material about: the 
career of Dr. Richard Price, who lived 
a couple of centuries back and who com- 
piled the Northampton table. 
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Carl M. Hansen, president of the In- 
ternational Reinsurance Corporation, Los 
Angeles, has purchased a ranch of 2,600 
acres at Craig, Mont., half way between 
Helena and Great Falls, Mont., which 
has everything from a canyon and water 
falls to an air landing field and even a 
railway station inside the estate. The 
property, which is known as the Gary 
Cooper Ranches, consists of the old 
homestead of Judge Cooper, who retired 
as federal judge in Montana two years 
ago after twenty years on the bench. 
They are named after Gary Cooper, the 
movie star. It is ten hours from Los 
Angeles by airplane and that is the way 
Mr. Hansen recently went there. A pic- 
ture of Mr. and Mrs. Hansen and three 
of their four children, taken on the 
ranch, is shown on this page. The prop- 
erty is being fitted up for the accom- 
modation of guests and will be run 
something like a dude ranch. Mr. Han- 
sen’s family expect to spend about two 
months there each Summer. 

a ai 

Rollin M. Clark, until recently assis- 
tant manager of the insurance depart- 
ment of the Chamber of Commerce of 
the United States, and newly appointed 
head of the insurance department of the 
“United States Daily,” will give four lec- 
tures before the insurance class at the 
George Washington University begin- 
ning October 11. Mr. Clark will cover 
the subject of fire insurance in a general 
way, to topics for his lectures being: 1. 
Functions of Fire Insurance, Types of 


Carriers and Insurable interest. 2. Fire 
Insurance Contract. 3. Clauses and 
Forms. 4. Fire Insurance Rates. 


* * * 


Walter C. Hill, vice-president of the 
Retail Credit Co., Atlanta, was one of 
the prominent Atlantans at the barbecue 
given by the citizens of Monticello, Ga.. 
and Jasper county, that state, inspired 
by the success former Jasper county men 
have made of life. 

* * * 

Secretary W. J. Ward of the New 
York Fire Insurance Rating Organiza- 
tion has returned to his office after 
an absence of five weeks. At the be- 
ginning of his vacation he indulged in 
some baseball playing and in driving 
out a homer sprained his ankle. 


Frank E. Burke, vice-president of the 
Home, last Saturday received the com- 
pany’s silver medal for twenty-five years 
of continuous service. Accompanying 
the medal was a letter from President 
Wilfred Kurth, mentioning briefly the 
company’s growth from October 5, 1%. 
and concluding as follows: “The conr- 
pany itself during these twenty-five 
years has enjoyed your undivided, loyal 
and efficient services which have addel 
in no small measure to its growth an 
progress, and I wish to express, official 
ly and personally, the feeling of satis- 
faction resulting from these years of a* 
sociation. I trust they will continue 
many years.” 


* * * 


Miss Sara Frances Jones of the Equr 
table Society of New York, with the 
Bender Agency, Chicago, is near the 
$500,000 mark for this year’s business 
She has spent her entire business life 
with the company, starting as a stenog 
rapher at the home office at the age of 
16. In the recent life insurance trust 
course examinations in Chicago Mis 
Jones excelled most of the sixty-three 
men taking the examination. 

eee 


Miss Miriam Hamilton, dauzhter of 
Isaac Miller Hamilton, president 0 the 
Federal Life of Chicago, has been a & 
rector of the Federal Life since she w® 
fifteen years old. She has returned ©? 
Vassar College, Poughkeepsic. N. * 
to complete her senior year. 

x * * 


P " Alli- 

E. G. Laing, insurance man of * 
ance, Neb., has received forma! ae 
ment from Washington as cecrsus > 


pervisor for fifteenth decennial fede! 
census to be taken in April, 1930, Ft 
eleven counties in Nebraska. He 


. re pf- 
recommend the appointment of enum 
ators and supervise their work. 

ae, ae. 


Robert J. Sullivan, vice-president he 
the Travelers, was a speaker at the din 
ner held by the Associated Ger ral pe 
tractors at ‘the Hotel Bond, Hartfor 
Conn., last Tuesday evening. | we ce 
dred leading contractors from all part 
the country were in session in a thre 
day convention this week. 
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Home Sitting Pretty as Rumors Fly 

It must be very flattering to the ad- 
ministration of the Home Insurance Co. 
of New York to know that there have 


been rumors that it was to take over 
half a dozen casualty or surety compan- 
ies, and that those named are prominent, 
The general belief is that some of these 
companies have approached the Home; 
that others are more or less receptive, 


and that at least one of the companies 


has been the victim of rumor mongers. 
What most interests students of the bus- 
iness is that established and independent 
casualty and surety companies are will- 
ing to ally themselves with a powerful 
fire group. 

When the United States F. & G. went 
into fire insurance it started a company. 
So did the Southern Surety. The situa- 
tion is somewhat different on the Coast 
where the Pacific Mutual-Pacific Indem- 
nity crowd took existing companies. 

x ke Ok 


More Casualty Capital Coming in 
I hear that three of the well-known 
casualty or surety companies will put in 
some more money. In one case the com- 
pany wants a greater spread of stock 
ownership; in another case the company 
Is growing rapidly and can use the addi- 
tional funds; in the third the company 
wants to build up its surplus. 
* * x 


How President Macaulay of Sun Life 
Makes Investments 

In his now widely commented on 
Speech on leadership, made last week at 
the White Sulphur convention of the 
casualty executives, after warning the 
companics that they must regulate their 
own business or it would be regulated for 


them by the State, Superintendent Con- 
way said that great insurance institutions: 


to continue great and winning public 
confidence must be guided by vision, en- 
ergy and integrity. Hé said that an in- 
Surance chief executive who .is buying 
largely in industrials told him that he 
Was guided in his purchases when he 
knew that industrial administration. exer- 
Cised those qualities. 
Tasked Mr. Conway who was the chief 
‘xecutive. It turns out that.it is T. B. 
Macaulay, president of the Sun Life of 
Montreal, a company which has made a 
tremendous amount of money buying 
‘ommon stocks. Mr. Conway and Presi- 
—_ Macaulay had-a-two and a. half 
our private ¢onversation in Toronto. 1 
- not ask the Superintendent whether 
. big before or after the address he 
pore ot Wiles he went on record against 
na Cown investment bars ‘for life in- 
jo aes companies, but whether before 
en ter, Mr. Macaulay: made a tremen- 
a ee oreasion on the Superintendent; 
ma © convetsation was of great intér- 
wat, people in the business who are 
€rested in the investment side. 
epee’ S Ome that the Sun Life is the 
shea single, stockholder in four of the 
What t. mdustrials of .America, one, of 
ich-is .the Consolidated Gas. of New 
ork, another the Amer. T. & T., and the 
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other two are public utilities also. Mr. 
Macaulay is the chief investment officer 
and personally calls on heads of great 
utilities in order to study them and in 
order to satisfy himself that they have 
that vision, energy and integrity. As a 
rule he takes with him two other invest- 
ment executives of his company. As Ma- 
caulay explained it to Conway, no busi- 
ness can continue to grow without vision. 
Vision without energy cannot result in 
super-accomplishment; neither can en- 
ergy without vision. Both of them with- 
out character or integrity are also futile. 

The Sun Life president informed the 
Superintendent that the reason he had 
invested so heavily in Consolidated Gas 
was because of his faith in the future 
growth of New York—the more people, 
the more homes, and the more gas con- 
sumption. His investment in electric 
utilities is based in part on this, also he 
feels that electricity will have considera- 
bly more development as its uses will be 
multiplied. 

Macaulay was told in four or five pres- 
idential offices during trips visiting the 
utilities that the stock’ was so high the 
presidents did not recommend their buy- 
ing. Macaulay’s answer was always this: 
“IT do not buy because stocks are high 
or low but upon my size-up of the men 
at the head and my belief that the in- 
dustry will grow.” After leaving the of- 
fice the Sun Life bought these stocks. 
Upon each occasion when he was ad- 
vised not to buy, the stock went up, 
sometimes as much as $40 or $50 a share. 

ae Se 


Bragg A Fine Program Builder 

The National Association of Life Un- 
derwriters is lucky in having discovered 
the genius of James Flton Bragg of New 
York University as a program_ builder. 
For years the programs of the conven- 
tions of the National Association of Life 
Underwriters were manufactured by the 
late Edward -A.- Woods of Pittsburgh, 


who spent months in mapping ont 
themes and speakers. When the Life 
Presidents met at the Hotel Astor in 


December,. Woods was on hand to listen 
to the proceedings, and he had-his pro- 
gram sketched out at that time for the 
convention which was to take place in 
the following Fall. Bragg has now 
sounded the gong twice with his twa 
masterful programs resulting in 
great conventions, and it will be interest- 
ing to’sce tf he can keep up the pace. 
The idea of having a theme fof an in- 
surance organization’s convention origi- 
nated with the Association of Life Insur- 
ance Presidents and George T.. Wight, 
manager -of that Association, has done 
superb work in constructing themes and 
in the -follow-un ‘of finding men’ to carry 
out the theme. Wight has always. had 
good luck in the fact that the Life Pres- 
idents’ Association speakers have. pre- 
pared their addresses in advance so that 
it has been possible to send those of pub- 
lic interest to the daily papers in various 
parts:.of the country with release dates. 
In this particular the National Associa- 
tion of Life’ Underwriters fell down this 
year. The -newspapers: who had been 


two - 


depending upon the National Association 
for advance copies of addresses will do 
some strenuous chasing of the speakers 
next year so that they will not be caught 
in the trap they were in at the Wash- 
ington convention when they had to pick 
up some of the speeches after they were 
delivered. 


Fire General Agents’ Association to 
Take in Casualty General Agents 


One of the meetings at White Sulphur 
which was important but did not attract 
much attention was that of some promi- 
nent members of the Association of Fire 
Insurance General Avents, consisting of 
fire insurance general agents, the presi- 
dent of which is Herbert Cobb Stebbins 
of Denver, whose general agency is 
probably the oldest in the country of 
agencies writing general insurance. This 
association, which expects to have at 
least a couple of hundred members, is 
bound to grow because the number of 
general agents -being appointed in fire 
insurance is increasing; in fact, it is one 
of the developments of the times in fire 
insurance. The fire general agents ex- 
pect to take in casualty general agents. 
At the present time one of the most in- 
teresting questions being discussed is the 
definition as to what is a general agent. 
An attempt is being made to confine 
members of this general agents’ associa- 
tion to those general agents who act ina 
supervising capacity, appoint local agents 
and who do not themselves write direct 
business. 

There are some general agents in the 
country who are very difficult to classify, 
such as the T. E. Braniff Co. in Okla- 
homa, which under one name is a general 
agent and which under another name 
does some local writing. Thomas E. 
Braniff is generally regarded as one of 
the brainiest of all the general agents in 
the United States. He has imperturha- 
bility developed to the nth power. AIl- 
most as logical as Charles E. Hughes, he 
has an appreciation of humor but is al- 
ways Serious on his feet. His method of 
meeting opposition is similar to that of 
Julian S. Myrick of the Mutual Life in 
New York, one of the great insurance 
politicians. Myrick will never rise in a 
meeting and mect his opponent’s argu- 
ment with heat, a blunt denial, with sar- 
casi, or with any other irritant. Quite 
often his opponent thinks he is agree- 
ing with him, but always at the end of 
an argument Myrick will put his idea 
over. Fifty men in the room may agree 
on something and Myrick may oppose it. 
When Myrick’s opposition is known the 
other fifty men are sure to hesitate be- 
cause they think if Myrick is against the 
proposition they had better examine it a 
little more thoroughly and make sure 
that they are right before they finally 
commit themselves. Sometimes they de- 
ctde they are wrong. 

ot 
Didn’t Talk from Platform 

When Superintendent Conway made 
his disciplinary speech to the casualty 
executives at White Sulphur last week, 
he did not stand upon the platform, but 
upon the floor. He spoke slowly and 
frequently gestured with his hands at his 


audience. 
*. Ok x 


Popularity of Sir Ernest Benn’s 
Talkie Movie 

The talking movie of Sir Ernest Benn, 
London economist and publisher, on “The 
Superiority of Private Ownership” given 
in White Sulphur last week before insur- 
ance. men doesn’t last more than ten min- 
utes, if that, and has already been given 
beforé public utilities conventions and in 
other places. It is a splendid feature for 
insurance conventions and will probably 
be given again. Sir Ernest looks like a 
substantial professional man, and _ talks 
with an Oxford accent. 

5 et 


Article Hurts “Forbes Magazine” 

The resentment of Walter H. Bennett, 
secretary of the National Association of 
Insurance Agents, and of: F. Robertson 
Jones, head of the casualty Chief execu- 
tives’ association, over the publication in 


‘ceived. -an 
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“Forbes Magazine” of a very subtle ar- 
ticle which really presents the arguments 
of the non-agency mutuals, while not do- 
ing so openly, is in part justified because 
the article was signed simply by a name, 
the identity of the writer as a press 
agent of the Liberty Mutual of Boston 
not being disclosed. However, Messrs. 
Bennett and Jones will have the satisfac- 
tion of knowing that one or two more 
articles of this type will cut down the 
prestige of “Forbes Magazine” close to 
the zero point because if there is any- 
thing which damages a newspaper maga- 
zine it is the publication of propaganda 
or articles of any kind under false pre- 
tenses.. “Forbes” evidently forgot that 
among the readers of the magazine are 
insurance people who constitute a_ re- 
spectable percentage of all the men in- 
terested in big business and finance. No 
insurance man could read this article 
without wondering why it was printed in 
the form in which it appeared. There- 
fore the publication of the article dam- 
aged “Forbes” with its insurance readers 
unless they happened to be those who 
were connected with non-agency mutuals 
and reciprocals. 
* * 


No Action on Wilson Suggestion 

The National Association of Casualty 
& Surety Agents at its annual convention 
ii White Sulphur Springs last week took 
no action regarding the suggestion of 
William G. Wilson that the Federal 
Trade Commission could solve some of 
the internal problems in the insurance 
business. I could not find any promi- 
nent members of the association or any 
other members to agree with Wilson’s 
conclusions. They all agreed that Wil- 
son’s diagnosis of the competitive situa- 
tion in insurance was correct. No reso- 
lution or memorandum was passed re- 
garding the governmental situation, but 
Wilson was re-elected president for the 
fourth time. Wilson is one of the brain- 
iest men in the business and they want 
his type of leadership. 


i ee 
United States Daily To Cover 
Insurance 
David Lawrence, president of the 


“United States Daily,” published in 
Washington, has expanded the field of 
the “Daily” to cover reports on all state 
governmental activities, including insur- 
ance. The “United States Daily” was 
founded three and a half years ago by 
David Lawrence in association with a 
group of men prominent in public and 
business life. Its purpose was to pre- 
sent daily a complete factual record of 
the activities of the Federal Government 
without editorial comment or any ex- 
pression of opinion. Functioning alone 
in this field the “Daily” has proved a 
remarkable success, its subscription list 
now totaling 33,000. 

News of the State Governments will 
be carried under several headings, such 
as insurance, banking, taxation, trans- 
portation and public utilities, construc- 
tion and enginecring, health, etc. The 
same policy of reporting only facts with- 
out opinion. will be followed. 

Rollin M. Clark, assistant manager of 
the Insurance Department of the Cham- 
ber of Commerce of the United States, 


‘has resigned that position in order to 


assume charge of the Insurance Divi- 
sion of the “Daily.” Mr. Clark became 
associated with the Chamber’s Inssirance 
Department in 1923 after several years’ 
experience in the fire ‘insurance busi- 
ness. For the past two and a half years 
he has been assistant manager of the 
department. He was graduated from the 
University of Pennsylvania in Me- 
chanical Engineering and has also re- 
LL.B. Degree from George 
Washington University. The “Daily” 
will publish the news of the regulatory 
and. legislative side of insurance. 

On. insurance matters*the “Daily” will 
cover the Insurance Department of each 
state, including its ruling and decisions, 
important communications, public ad- 


dresses or stafements of the Insurance 


- (Continued on Page 19) 
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New Jersey Agents 
Are Slow To Separate 


RETAINING ALL COMPANIES 





Special Agents of Association Insurers 
Going Slow in Asking Local Agents 
to Clear Offices 





Sep?ration has been in effect in New 
Jersey now for nearly two weeks but 
comparatively little separation has been 
achieved in the mixed agencies since 
October 1. Affairs are practically at a 
standstill throughout the state, and espe- 
cially in the northern counties centered 
around Jersey City and Newark. The 
local agents have unquestionably as- 
sumed a passive and somewhat hostile 
position and the special agents of the 
association companies are not showing 
any great eagerness to deliver ultima- 
tums. 

Up to and before October 1 the as- 
sociation companies got by far the bet- 
ter breaks on the separation movement 
for a large majority of the agencies that 
announced their decisions returned the 
supplies of the non-association compa- 
nies. But most agencies in the north- 
ern counties which have been benefiting 
by the high commissions of the non- 
union insurers and which at the same 
time represent Eastern Underwriters’ 
Association companies are going to hold 
onto both groups just as long as they 
can. It is the opinion of many leading 
agents in Hudson and Essex counties 
that there will be no effective separation 
before the first of next year and mean- 
while something might develop to upset 
the whole program. 

Special Agents Slow To Act 

The special agents of the association 
companies are assigned the unenviable 
task of lining up their local agents and 
they are going about it rather slowly 
just now. One of the largest agencies 
in Newark representing both association 
and outside companies had been ap- 
proached by only one special agent up 
to Wednesday of this week, October 9, 
and this special did not attempt to bring 
separation to a head. The specials are 
somewhat under the impression that if 
they display too much aggressiveness 
they will be requested politely to leave 
with their companies’ supplies, thus 
throwing the agency non-association. 

The feeling persists in Essex and Hud- 
son counties that the association com- 
panies will be lucky if they get better 
than an even break there, as that is high 
commission territory and the non-union 
companies are paying well for the busi- 
ness. The local agents don’t seem to 
be impressed by arguments that if they 
go non-association their agency facilities 
won’t be sufficient to absorb big lines. 
There are several large companies in the 
non-union group and a host of small 
ones. Whereas the E. U. A. companies 
are operating thoroughly throughout the 
whole of New Jersey and therefore fixed 
their rates under the uniform commis- 
sion law below the level they paid for- 
merly in Newark, many of the newer 
companies are concentrating the activi- 
ties in the preferred risks area of north- 
ern New Jersey. In that section they 
feel they are not paying too much for 
their business by granting the local 
agents anywheres from 5 to 15% above 
the E. U. A. scale. 

During the summer months the E. U. 
A. company special agents apparently 
had little difficulty in getting satisfactory 
promises from their agents. A represen- 
tative of The Eastern Underwriter has 
seen copies of scores of two-month-old 
letters and nine-tenths of these indicated 
almost complete victory. for separation. 
But when October 1 arrived a large 
number of these same agents were not 


Fire Ad Men Discuss 
Aids To Local Agents 


ADVOCATE WINDOW DISPLAYS 





Ways Discussed of Having Agents Con- 
tribute in Part to Costs of Business 
Building Material 





The fire insurance group of the In- 
surance Advertising Conference met 
Monday afternoon at Cleveland with H. 
E. Taylor, American of Newark, in the 
chair. The attendance at this round ta- 
ble was not large but it was interesting 
as among those taking part in the dis- 
cussion were J. W. Longnecker, Hart- 
ford; Warren Ellis, National Board of 
Fire Underwriters; C. S. S. Miller, North 
British & Mercantile; Price K. John- 
son, Cravens, Dargan & Co., Dallas; W. 
W. Darrow, former advertising man of 
the Home, and Herbert H. Kirschner, 
who gets out twelve insurance house 
organs on the Coast. 

The first question up for discussion 
was what the ad men are doing with 
the agent’s window. Mr. Longnecker 
said there was a distinct movement in 
the local business to get to Main street 
and he would not be surprised if about 
27% of the enterprising agents now had 
ground floor locations. Not much was 
brought out about the windows. W. W. 
Darrow told of the Home’s window card- 
board changeable panels. It made about 
5,000 of these and the agency which used 
the panel insurance drama most was 
Hudgins. & Demarest of West Engle- 
wood, N. J., who has been finding a 
place in the window for these little in- 
surance stories off and on for three 
years. 


Few Agents Spend Money on Window 
Displays 

It developed in the discussion that. only 
a few agents are willing to pay compa- 
nies money for window displays. S. E. 
Moisant, Kankakee agent, thought most 
agents did not have windows in which 
they could make a display which passers- 
by could see, but Mr. Longnecker quoted 
some figures showing that street loca- 
tion is getting more popular. 

The question as to whether there are 






An open letter of recommendation 
to three million Alliance prospects. 





THE ALLIANCE INSURANCE COMPANY 
OF PHILADELPHIA 


Head Office: 1600 Arch Street, Philadelphia 





any sure ways to interest agents in the 
special lines brought out a decided af- 
firmative from Mr. Taylor. He told how 
his company, the American of Newark, 
put over a use and occupancy campaign, 
or as the American calls it, net earnings 
insurance. When the company’s field 
men were in conference it was’ decided 
to ask a hard-boiled business man to at- 
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on the band wagon. While not switch- 
ing over to the independent companies, 
they are attempting to preserve the stat- 
us quo up to the last minute. 
Agents Want High Commissions 

The arguments some agents who have 
gone non-association put up is that they 
are going to write for the high commis- 
sion companies as long as those compa- 
nies are in the business. If after a few 
years high acquisition costs prove fatal 
to some of the newer companies in the 
field, the agents contend they will ex- 
perience no difficultv in reorganizing 
their agencies on a E. U. A. basis be- 


cause there are always companies eager 
to secure additional agency representa- 
tion. 

That separation is not popular in most 
sections of New Jersey is the conclusion 
one reaches after talking to a number 
of local agents. They say they would 
have been more satisfied if the associa- 
tion companies, in their desire to protect 
themselves from outside competition, had 
asked the agents to sign agreements not 
to accept higher commissions than those 
paid by association companies, but had 
allowed them to keep their non-union 
companies. 
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JOINS NATIONAL BOARD 





A. Bruce Bielaski, Former Chief of Ir 
vestigation at Washington, to Probe 
Arson Cases ; 
A. Bruce Bielaski, formerly chief ¢ 
the Bureau of Investication of the De 
partment of Justice at Washington, wl 
take charge of the arson investigatia 
activities conducted by the Committee 
Incendiarism and Arson of the Natio 
Board of Fire Underwriters. Mr. Biel] 
ki has had an extensive and valuable 
experience in investigation work, his fie 
covering the entire country during th 
period of the World War, his servits 
at that time being of great value to tht 
government. Since the war period he 
has devoted himself to special wo 
along both investigation and legal lint 
He takes up his new duties on Novel 
ber 1 with headquarters in the Natio 
Board office at 85 John street. 


LEON WATSON NOT TO MOVE 

The New Jersey Schedule Rating 0 
fice, of which Leon Watson is manasti 
is going to retain its headquarters whtt 
they are now at 31 Clinton street, 7 
ark. There was considerable talk of ™ 
rating office moving into the new hom 
office building of one of the — 
companies but this step was a 
when the Newark agents decided 
such a move would put the rating ° , 
too far from the insurance centef ' 
the city. 


KELLAM GOES TO CALIF. wd 
Frederick B. Kellam, retired Umt 
States attorney for the Royal, !s a 
way to California, accompanied by a 
Kellam. They will reside there Pe 
nently. 











URBAINE MANAGER HERE 
General Manager Gomot of the : 
baine is here from Paris, visiting 7 
S. James & Co., U. S. managers ° 
company. 
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R. P. Barbour, United States manager 
of the Northern Assurance, and a man 
who has been interested actively for many 
years in the work of furthering the edu- 
cational facilities for young men entering 
the fire insurance business, gave a most 
enlightening talk on the need for better 
insurance education to the incoming class 
in the junior fire course of the Insur- 
ance Institute of America, which assem- 
bled for its first meeting Monday noon 
in the Board room in ihe National Board 
of Fire Underwriters building. Mr. Bar- 
bour's remarks on the value of the vari- 
ous courses offered to fire insurance stu- 
dents made such a profound impression 
not only on the nearly 100 ‘students pres- 
ent but upon the group of leading: fire 
and marine insurance executives who 
were there that they are published here in 
full for the benefit of all in the business. 


It is a great pleasure to come before 
you on behalf of the Insurance Society 
of New York with a word of welcome 
and a promise of co-operation as you en- 
ter upon the various courses of study 
that have been arranged. 

. These courses are practical ones. They 
are designed to give to those pursuing 

them something of real value in their 

work as insurance men. They are sufh- 
ciently comprehensive so that if followed 
with careful attention, thought and per- 
ception they will present a broad picture 
‘of the insurance business, and give one 
a wider view of its operations. 
Prepare For Competition of Brains 
It may be assumed that every person 
has the ambition to be a success in what 
he undertakes and realizes that the more 
he knows about his work the better are 
his chances of success. That is so true. 
There is competition of brains just as 




































































































































































YARD there is competition of material things, 
* such as automobiles, radios or breakfast 
aief of It foods, and the man with the best 
to Probe equipped brain has the best chance of 
_. J “inning out, if his other qualities prop- 
y chief oR erly support it. 
of the Pr Each age demands more from the. in- 
ngton, W'S dividual than the preceding age; there- 
vestigatll® fore you who are now on the threshold 
nmittee rf of your careers will need greater prep- 
ie Natiom aration for the responsible positions of 
Mr. Biel the future than those now holding them 
d Meee received. 
- his ie I hope the honorable gentlemen whose 
rg Portraits hang on these hallowed walls 
ns ' he (New York Board room), and who are 
alue | ‘ yi Uustly revered for their accomplishments, 
a ok will not step down out of their frames 
Teall fines } to dispute that statement. Their knowl- 
legal a edge served their times; yours must be 
on Nove jm ™ore comprehensive to serve your times. 
e Natio he practical question has doubtless 
iC occurred to you, What good will it do 
MOVE me to take these courses? That depends 
P vo Of Somewhat on yourselves; but, regardless 
Rating 7 of what you may learn that is useful, 
S — taking these courses will cause you to 
ters Witt study, and there are many things which 
treet, va Study does. 
prt ; —. of all, study exercises the brain 
~ hee els. Our brains are like our muscles. 
- roped ne cannot develop the latent power and 
wr tha! ‘trength of either without the exercise 
cm off rgd for each. Study does for the 
ating" i ln what track work does for the 
center sprinter, and the curious part of it is 


re the more we give our brains to do 
2 € greater is their capacity. If we do 
ot exercise them, we run the danger of 


ALIF. 
red Unit aving flabby minds, just as muscles 




















1, 18 Of Stow flabby from disuse. 
€ d by Mrs Wh: . 
ere perl A - the Courses Give Student 
Pr an immediate and tangible result, 
— these courses will give you more 
HERE ahd y than your daily work the general 
of the Ur poe 5 agg of our business, so that you 
siting FM thiese ave a theoretical knowledge of 
cers of MME yon — their ramifications long before 








an get the practical knowledge 





Barbour On The Value Of Study 


United States Manager of Northern Assurance Tells Insurance Insti- 
tute Students That the Courses Offered Are of Benefit Both 
For Insurance Facts Given and For Valuable 
Training in the Ability to Study 


will be of value in itself and will also 
be helpful in giving you a clearer under- 
standing of your own particular work and 
of its relation to the other activities of 
your office. The more comprehensive 
your knowledge becomes the better will 
be your equipment for larger responsi- 
bilities. The mechanic who bores a hole 
in a cylinder block may be valuable for 
that work, but he will never become fore- 





R. P. BARBOUR 


through actual contact therewith. This 
man until he knows what the hole is for 
and something about the rest of the 
motor. 


Study, properly pursued, is of value 
because it encourages thoughtfulness, ac- 
curacy, thoroughness and concentration. 
These are traits almost always found in 
men holding responsible positions and are 
of such self-evident importance as to 
need no particular comment. 


You will at once recognize the value 
of the collateral reading which is recom- 
mended in connection with these courses, 
but you will not be satisfied to stop 
there if you have a real thirst for knowl- 
edge. Sometimes the things we see and 
hear are of more benefit to us in what 
they suggest than in themselves: Apart 
from the subjects directly dealt with 
therein, study of these courses will inti- 
mate to you many side-paths of reading 
and information which you may later 
explore as you have opportunity and so 
add to the sum of your useful knowledge. 

Training in Accuracy 

It will, I.am sure, be your purpose to 
pursue these lines of study and reading 
to the best of your ability with an under- 
standing mind and with an absorbing in- 
terest. Pope said: “A little learning is 
a dangerous thing.” Sometimes the truth 
half-learned makes more trouble than ig- 
norance. None of us can be infallible, 
or presume to know it all, but we can 
at least take pains to get our facts with 
accuracy and to understand them as well 
as we can as far as we go, and then to 


reflect upon what we have studied so 
that the essential facts may stand out 
more clearly and become fixed in our 
minds ready for practical use. It was 
Daniel Webster who said upon being 
complimented on an apt illustration in 
one of his great speeches that he had 
stored this in his mind for thirty years 
awaiting the right opportunity for its use. 

It must not be thought that the taking 
of these courses will in themselves make 
you underwriters or qualified for execu- 
tive positions. An old writer has said: 
“Learning is like mercury—powerful in 
skilful hands; in unskilful, mischievous.” 
What you learn by such study cannot re- 
place that daily contact with practical 
problems, out of which grows what is 
termed “experience,” but it will be a val- 
uable aid toward gaining such exnerience 
in a more intelligent, understanding and 
comprehensive way. 

It is to be hoped that no one will en- 
ter these courses without completing 
them. The world is full of people who 
start, but do not finish. It is the man 
with the will to see a thing through who 
gets the most out of life, and again it is 
a case of the value of exercise. Will 
power grows stronger the more it is used. 
So, if you begin these courses. make up 
your minds to finish them with a sus- 
tained interest and enthusiasm equal to 
that of the first day. Emerson said: 
“Nothing great was ever achieved with- 
out enthusiasm,” and all of us know from 
examples seen every day in business and 
in social life what a tremendous effect 
is produced by the man whose enthusi- 
asm is apparent and unashamed; not 
only have it, show it! 


Nothing is so discouraging as lack of 
interest. The man is at least moving for- 
ward who blunders through eagerness; 
and slipping if through inattention. To 
be interested and not to show it is to 
lose valuable advertising. Each man must 
let his qualities be known, not through 
egotism but through enthusiasm. 

As you go along in these studies it will 
be of advantage to discuss with others 
the things you are learning, for discus- 
sion often brings out new viewpoints and 
interesting sidelights. Furthermore, dis- 
cussion tends to clarify that which is un- 
der consideration, to crystallize our 
thoughts and to fix more securely in our 
minds what we have studied. There is 
an old saying, “The seeds of knowledge 
may be planted in solitude, but must be 
cultivated in public.” 

Every man is the chief executive of 
his own brain. He may receive sugges- 
tion and stimulus from others, but in the 
last analysis he himself must be the di- 
recting force setting his own mind to 
work. No one can study for him. “There 
is no royal road to learning.” It cannot 
be acquired vicariously. His own efforts 
are what make a man competent. The 
most that others can do is to give one 
the opportunity to do for himself. 


Every man’s duty is to himself, but 
sometimes we fail to perceive that we 
are doing the most for ourselves when 
‘ve are doing the best work we can for 
others. Every man has a moral obliga- 
ion to give to his work the best thought 
and judgment of which he is capable and 
in thus showing loyalty to his work and 
to the company employing him he is 
showing loyalty to himself. He cannoi 
give this in full measure unless besides 
doing the actual work he is constantly 
seeking for those things which-will de- 
velop his capacity, understanding and 
judgment. 

Get the Executive Viewpoint 


If you have an ambition, not merely 
a desire but a real ambition, to some 
day be the head of a business organiza- 
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WESTERN PENNSYLVANIA FIELD MAN 


A well established associa‘ion“fire company group is looking for the 
services of an experienced ficld man to travel western Pennsylv2nia terri- 
tory. This is a fine opportunity for a high grade man. 
experience, references and salary expected, 
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The Eastern Underwriter Co., 110 Fulton St., New York 


Address, giving 








tion, it is a very useful thing to get the 
executive viewpoint as early as possible. 
One way to do this is to ask yourself 
whether you are thinking and studying 
and doing your work in a way that would 
commend itself to you if you were the 
president or manager of your company. 
Be honest in. such judgments; when you 
fool yourself it is like cheating at a game 
of solitaire. 

We may not all have equal capability, 
but we all have opportunity to develop 
all the power there is in us and “knowl- 
edge is power.” Solomon said in one of 
his age-old proverbs, “A wise man* is 
strong; yea, a man of knowledge increas- 
eth strength.” 

The demand is growing every year for 
the man who knows, not only in our bus- 
iness but in all others. A great banker 
and leader of men said recently: “No 
young man can succeed today who works 
only from nine to five. There is too 
much to learn.” Life must, of course, 
contain much besides study and labor. 

“All work and no play 
Makes Jack a dull boy.” 

We must take time for relaxation and 
nhvsical exercise and for the social amen- 
ities that have a real part in the general 
scheme of things. The point I wish to 
make is that we cannot confine ourselves 
merely to discharging the duties incident 
to the positions we hold and expect to 
advance rapidly to more important ones. 
There is too much competition from 
those willing to do far more toward fit- 
ting themselves for larger responsibili- 
ties. 

It is a great asset to have a pleasing 
nersonality, a co-operative spirit, earnest- 
ness and the habit of industrv. These 
are most helnful and vital qualities; yet 
of themselves they carry one only part 
of the way. If added thereto one.can 
have a thoughtful mind, well stored with 
knowledge and information of value in 
his business, and has the ability to use 
it with practical judgment, then he need 
not fear, for opportunity comes knock- 
ing at the door of the man who knows; 
the man who can do the right thing, at 
the right time, in the right way! 





Big Bill 
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Commissioner or his staff, complete in- 
formation on all hearings and investiga- 
tions, reports of conferences, statements 
regarding all reports issued by the De- 
partment and information regarding the 
issuance or cancellation of company li- 
censes. 

When State Legislatures are holding 
regular or special sessions information 
will be given regarding the introduction 
and progress of all bills and resolutions 
relating to the insurance business in any 
way. This will include reports on legis- 
lative hearings. Other insurance sub- 
jects to be covered are reports on activi- 
ties of state insurance funds, the admin- 
istration of workmen’s compensation 
laws and decisions of state and Federal 
Courts affecting insurance. Of interest 
to the insurance business wil! also be 
information on fire prevention, health 
conservation, motor vehicles, vital sta- 
tistics and accident prevention. 





FIDELITY & GUARANTY AGENTS 


W. V. A. Keeler, New Jersey, state 
agent for the Fidelity & Guaranty Fire 
Corporation, has announced the follow- 
ing additional New Jersey agency ap- 
pointments: Walter A. Conroy, Keans- 
burg; Theodore S. Brown, Perth Am- 
boy; and William A. Latimer, Hacken- 
sack. With these additional appoint- 
ments the company now has close on to 
eighty agents in various parts of the 
state. 





RAILWAY F. P. A. MEETING 


The annual meeting of the Railway 
Fire Protection Association will be held 
October 15, 16 and 17 at the Royal York 
Hotel at Toronto, Canada. 
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Insurance Only Part 
Of Hatry Enterprises 


GOES DOWN IN GIGANTIC CRASH 








Value Of Promoter’s Share Dropped 
$25,000,000 In Three Days; Tre- 


mendous Interlocking 





The collapse of the Clarence C. Hatry 
corporations in London called by London 
“The 


Modern 


newspapers Greatest Financial 


Failure of interested 
insurance men for four reasons. Hatry 
of the Planet Insurance 
Co., founded in 1908 and wound up in 


1917; he sold to one insurance group a 


Times,” 


was chairman 


building some years ago; he was for a 
time a director in one of the oldest fire 
insurance companies in the world; and 
he was the owner of the Stockbrokers’ 
Lloyd policies. 

Four of the largest of his companies 
have gone into compulsory liquidation. 
They are the Corporation & General 
Securities, Ltd.; Oak Investment Cor- 
poration, Ltd.; Austin Friars Trust, Ltd. ; 
and Dundee Trust, Ltd. 

Upon several occasion Hatry has been 
a multi-millionaire and gone broke. He 
is only 40 now. He was a bankrupt at 
\ge 18, and a millionaire at Age 21. His 
millions were made by the flotation of 
various companies. Most of these went 
into liquidation, but even at that he fre- 
quently found himself at the top. 

Career In a Nutshell 

Here are some of the principal mile- 

stones of Hatry’s career. 


1889. Clarence Hatry was born. Edu- 
cation at St. Paul’s and abroad. 

1912. Became Insurance broker's clerk. 

1914. Controlled City Equitable Com- 
pany. 

1919. Became racehorse owner. 

1920. Organized the individual Dundee 
jute firms into Jute Industries, Ltd., 
Capital £8,500,000 ($42,500,000). 

1921. Director of 15 companies. 


1924. Commercial Corporation of Lon- 
don crash. Estimated his personal losses 


at £750,000 ($3,750,000). 


1925. Flotation of Drapery Trust. 
1928. Formed steel industries with 
£8,000,000 ($40,000,000) capital. 


Something radically wrong was scented 
when the shares in the Hatry group 
recently fell in value in three days by 
no less than £5,000,000 ($25,000,000) but 
the climax was reached when Hatry, in 
company with three fellow directors, 
visited the office of the public prosecutor, 
and said that the four directors “wished 
to surrender themselves, and to make a 
statement concerning irregularities in the 
firms under their control.” At the same 
time Hatry insisted that “there was no 
intention to defraud.” 

Ramifications 

The ramifications of the Hatry group 
were gigantic. They were like the ten- 
tacles of ar octopus. They embodied 
issuing houses, trust companies, and even 
a bank and several insurance companies. 
When these latter-crashed and went over 
to the majority some years ago, Hatry 
was again in low water, but he bobbed 
up again serenely. The Hatry group 
is so intimately interlocked with the 
trust and finance companies that there 
is no telling where the trouble will end. 
The group appears to have been bor- 
rowing from any or all of the associated 
companies or elsewhere chiefly from 
companies anxious to even hang on by 
the fringe of the great financial wizard. 
In all some $150,000,000 is estimated to 
be involved. It is the greatest fiasco 
of modern times, far greater than any 
of the many other financial failures for 
half a century past, all others paling in- 
to insignificance before the great Hatry 
debacle. 

So far as can be ascertained. no fur- 
ther claims on stockbrokers’ policies have 
been notified at Llovd’s, and it now ap- 
pears generally agreed that the two pre- 
viously notified, one for £200,000 and 
one for £50,000 are in the nature of 
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precautionary measures rather than de- 
finite advices of known losses. 

Morever, there has been a considerable 
amount of discussion in the insurance 
market as to the category of losses 
covered by stockbrokers’ policies under 
which such claims might attach.  Al- 
though the matter has been widely de- 
bated, no one appears to know the exact 
nature of the loss, nor how it falls on 
the policies, which cover a number of 
contingencies under a wording that is 
very comprehensive in its nature. 

METROPOLITAN FIRE GAINS 

The Metropolitan Fire, one of the Cor- 
roon & Reynolds, Inc., group of compa- 
nies, in its statement as of June 30 shows 
total assets of $1,006,278, an increase of 
$78,649 for the six months. Its premi- 
um writings increased $53,235 to $88,911, 
causing an increase in the unearned pre- 
mium reserve of $33,223 to $124,181. 

After making other provisions for all 
outstanding liabilities the Metropolitan 
Fire shows a net surplus of $664,287, 
which with the $200,000 capital gives a 
surplus to policyholders of $864,287, an 
increase of $70,810 for the six months. 


F. B. KELLAM IS PRAISED 

The executive committee of the Na- 
tional Board of Fire Underwriters met 
last Thursday and President James Wy- 
per expressed the loss that the organi- 
zation and he personally sustain through 
the retirement from active busiriess.. of 
Frederick B. Kellam, former United 
States general attorney of ‘the Royal. 
A memorial on the late E. G. Richards, 
retired United States manager of the 
North .British & Mercantile, was pre- 
sented by a committee consisting of Wil- 
fred Kurth, chairman,- Paul L. Haid, 
Sumner Ballard, Charles E. Case and R. 
P. Barbour, and unanimously adopted. 
The following companies were elected 
to membership in the National Board: 
American Merchant Marine of New 
York, Aero Insurance Co., Kansas City 
Fire & Marine and the Mayflower Fire 
& Marine: : . 





N. W. STEWART RESIGNS 
N. W. Stewart has resigned as promo- - 
tion man for the F. H. Ross Agency. * 
Before that he was chief counterman ° 
for the Fred. S. James & Co. agency. 
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The Baltimore Fire of 1904 


HE careless dropping of cigar stub or match 
through a deadlight in the sidewalk is be- 
lieved to have caused the great Baltimore 


fire of 1904. This fire destroyed 2,500 buildings 
in the heart of the city with a property loss of 
$50,000,000. Firemen and fire apparatus in cities 
as far as New York and Atlanta were sent to the 


Carolina agents are helping to eliminate such 
catastrophes by taking a leading part in Fire Pre- 
vention Week (October 6-12) and by engaging in 
fire prevention activities throughout the year. 


The CAROLINA 


Wilfred Kurth, Pres. 


COMPANY 





NEW YORK OFFICE 
59 MAIDEN LANE 








Corroon & Reynolds 
Name Canadian Mer, 


J. A. MARCHAND OF MONTREAL 








‘Left Halifax Fire on October 1 to Take 


Over New Post; Three C. & R. 
Companies Entering Canada 





J. A. Marchand, Montreal manager of 
the Halifax Fire, resigned as of October 
1 to become Canadian manager for Cor- 
roon & Reynolds, Inc., with headquar- 
ters at Montreal. Mr. Marchand started 
his business career with the Provincial 
Bank of Canada and in 1909 entered the 
insurance business as secretary of the 
Strathcona Fire. In 1922 he went with 
the Northern Assurance of London as 
manager of that company’s business in 
the Province of Quebec. He resigned 
that position to become manager at 
Montreal for the Halifax Fire in 1924. 

Mr. Marchand is a native of Canada, 
having been born in the Province of 
Quebec. He has had a long and wide 
experience in the business and is  thor- 
oughly versed in underwriting practices 
and very well acquainted with the gen- 
eral conditions existing in the Dominion, 
He is well known to the agents through- 
out the country and is, therefore, well 
equipped in every manner to assume the 
important duties which he is now tak- 
ing up. 

Corroon & Reynolds, Inc., now have 
two companies, entered in Canada, the 
American Equitable of New York, which 
is in the general agency of J. E. Clem- 
ent, Inc. at Montreal, and the Mer- 
chants & Manufacturers of Newark, N. 
J., which is in the general agency of 
Seneca Jones & Son at Hamilton. J. E. 
Clement, Inc., will continue to be the 
chief agent of the American Equitable 
in Canada and Seneca Jones & Son will 
continue to be the chief agent of the 
Merchants & Manufacturers Fire. Both 
of these offices are doing a satisfactory 
business for the companies which they 
represent, and the only change in their 
operations will be that they will report 
the business to Montreal instead of to 
New York as heretofore. 

Three additional companies are now in 
the process of being entered in Canada 
by Corroon & Reynolds, Inc. They are 
the New York Fire, the Republic Fire 
of Pittsburgh and the Independence Fire 
of Philadelphia. 

Mr. Marchant has been in New York 
for the last week in order to become 
more closely acquainted with home of- 
fice officials and the general method of 
operation of the Corroon & Reynolds, 
Inc., organization. On his return to Mon- 
treal he will make office arrangements 
and select the necessary personnel 10 
get the Canadian branch under way 
soon as possible. 





DUMONT ON WAY TO COAST 

John R. Dumont, manager of the In- 
terstate Underwriters’ Board, left New 
York last Saturday for an extended trp 
through the country which will take him 
through the Southwest and to the Pa 
cific Coast. He will inspect the work- 
ings of the I. U. B. branch offices in ad- 
dition to holding conferences with insur 
ance commissioners, company men all 
agents on the subject of general covet 
contracts which the I. U. B. supervises. 
This week Mr. Dumont held a confer 
ance at Austin with the Board of Insut 
ance Commissioners of Texas. From 
there he is going to San Francisco to4 
meeting of the Board of Fire Under 
writers of the Pacific. He also expects 
to visit Seattle and Chicago before his 
return. 





E. S. & B. D. OFFICIALS HERE 

B. E. S. Mountain, son of Sir Edwat! 
Mountain, head of the Eagle, Star & 
British Dominions at its home office ™ 
London, and Hugh Macnabb, fire ma 
ager of the company, were in New York 
last week on their way to visit the Car 
adian branch of the company. Mr. B. > 
S. Mountain is a director of the Brit 
ish Dominions. 
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Fire Ad Men Meet 


(Continued from Page 18) 


tend and to present the story of net 
earnings insurance, giving him opportu- 
nity to ask questions. He did not know 
anything about it and after being as- 
sured that no attempt would be made 
to sell him anything he got so interested 
in the subject that he bought. The Am- 
erican later prepared a canned net earn- 
ings insurance story and it has been 
successfully used by agents. 

After discussion of the subject of 
bringing the material of the advertising 
agency to the attention of the right in- 
dividual in the agency the question of 
house organs came up and immediately 
hit a popular chord as most everybody 
present had something to say on the 
subject. Kirschner, whose headquarters 
are in Sari Francisco, said that he found 
special agents were helpful in providing 
personal items for the house organs. He 
has a questionnaire which they are asked 
to fill out, and on which they tell what 
local agent has moved, where he has 
moved, whether he has had a new baby 
in his home, whether he has been elected 
to any office or joined any important 
civic movement and so on. 

Shirley E. Moisant of Kankakee, the 
personality king, who has been having 
something like a monopoly in his in- 
surance paper so far as notices of mar- 
riages and babies is concerned, leaned 
over as if to ask Kirschner if he paid 
space for these personalities or whether 
the special after sending in a batch ever 
repeated. Then some loftier mood struck 
him and he was silent. Among other 
statements made by Kirschner was that 
the house organ items should be brief. 
This got a rise out of John Longnecker, 
editor of “The Hartford Agent,” who 
said length had nothing to do with house 
organ value. He thought a man couid 
be just as dull in ten words as in ten 
columns, and the important thing was 
not to be dull. Longnecker further stated 
it wasn’t necessary for every article to 
be a world beater. Give them fifteen 
minutes of real instruction and you don’t 
have to worry about the rest of the 
house organ, he said. : 

Ad Men Modest On Own Work 


There was a deep silence when the 
question came up on the agenda, “What 
is the most effective bit of advertising 
my department produced this year?” No 
one at the round table wanted to go on 
record saying that any particular child of 
his genius deserved the laurel wreath. 
There was also silence when the next 
item came around, “What is the least 
effective bit of my advertising produced 
this year and why?” No one wanted 
to be put in the boob class, but W. W. 
Darrow, no longer with an insurance 
company, broke the ice and admitted 
that he had made a mistake when he 
picked the Galveston flood as one of the 
country’s great calamities when he was 
running a series of ads about them. 

Although the Galveston flood was more 
than twenty years ago the Chamber of 
Commerce, Kiwanis and Rotary Clubs 
of that city do not want to be reminded 
of it. Darrow heard about this and 
heard plenty. However, Price K. John- 
son of Galveston, who had left out Gal- 
veston in an ad about hurricanes, was 
reprimanded for ignoring the town. 

It was the general opinion that the 


answer to the next query, “Is it advis- . 


able to ask agents to contribute to the 
expense of certain pieces of business 
building material?” is “Yes.” 

In discussing novelty salesmen Mr. 
Longnecker thought that a good way to 
meet the situation is to say “Send me 
fifty of your novelties. I’ll send them 
to fifty agents and ask if they want 
them, and if 5% say ‘yes’ you have our 
order.” He thought few of them would 


In talking about postal cards on which 
companies print messages for agents, 
Mr. Longnecker advised that the cards 
be purchased at the local post office for 
the good will it creates for the agent 








agents. 





NEWARK FIRE INSURANCE COMPANY 
Newark, N. J. 


Incorporated 1811 
A Company with a continuous 
and unblemished record of over 
a Century in protecting the 
interests of policyholders and 


PIA IIIS 


Agents Wanted Where Not 


Represented 





in the home town. It was the general 
impression that when agents pay a pro- 
rate for advertising or postage stamps 
for postal cards or any other share of 
expense for novelties, labels, etc., they 
always pay their bills promptly. 

Warren Ellis described the advertising 
campaign of the National Board in daily 
papers. Kentucky is latest state to be 
used. 

Cutting Down Charity Ads 

Cc. S. S. Miller asked the following 
questions: “With increased acquisition 
costs and steadily lowered rates have 
we not got to consider asking local 





agents to assist in meeting the cost of 
supplying them with business building 
aids?” The answer was “yes.” 

One of the ad men handled the ques- 
tion of suppressing “Charity Advertis- 
ing” by saying that he went to the presi- 
dent of his company and said: “Do you 
know we spent $4,000 the past twelve 
months in buying ads because of influ- 
ence exerted on us to aid so-called char- 
ity?” It turned out that influence had 
been exerted on various executives of 
the company to help some philanthropic 
object. The president then gave an or- 
der that no charity advertising be au- 





























FIDELITY 























of the future. 








IDELITY is a product of loyalty and confi- 
dence. It is of great importance in the trans- 
action of fire insurance business. 


The fidelity shown by this company to its local 
agents means prompt and efficient service to pol- 
icyholders. . . . This spirit is the best guaranty 


The Homestead 


FIRE tNSURANCE 


NEW YORK OFFICE, 59 MAIDEN LANE 


COMPANY 





WILFRED KURTH, 
President 
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thorized without his O.K. At the end 
of the next year this bill was $2,500. 
Finally it was decided not to approve 
any advertising of this nature as the 
company contributed to the Community 
Chest campaign and all the worthy char- 
ities of the town were in the Community 
Chest. 

The meeting wound up with a motion 
that insurance newspapers standardize 
the size of their columns in order to save 
duplication of expense of the advertising 
departments of the insurance companies 
in the making of plates; and also a mo- 
tion that an insurance newspaper should 
not discriminate among advertisers in 
its advertising rate card. The last sub- 
ject was also discussed at a luncheon. 





DECLARE EXTRA DIVIDENDS 

Two additional companies of the Cor- 
roon & Reynolds group this week de- 
clared extra cash dividends to stockhold- 
ers.. Directors of the New York Fire 
declared an extra cash dividend of $30,000, 
equivalent to thirty cents per share, in 
addition to the regular quarterly dividend 
of $30,000, equivalent to thirty cents per 
share on the 100,000 shares of common 
stock outstanding. Dividends are paya- 
ble November 1 to stockholders of record 
at the close of business October 20. The 
directors of Knickerbocker declared an 
extra cash dividend of $50,000, equivalent 
to fifty cents per share, in addition to the 
regular quarterly dividend of $37,500, 
equivalent to thirty-seven and one-half 
cents per share on the 100,000 shares of 
common stock outstanding. Dividends 
are payable November ! to stockholders 


yd record at the close of business October 





BROOKLYN FIRE PREMIUMS 

Brooklyn fire insurance premiums for 
the first half of this year totaled ap- 
proximately $7,230,000, a decrease of 
about 2% from the figures for the same 
period of 1928. The Home of New York 
led with an income of $215,466, a drop 
of over $80,000 from last year. The Con- 
tinental was second with $189,219, a de- 
crease of $20,000; Fidelity-Phenix third 
with $185,817, a drop of $15,000; Great 
American fourth with $185,646, a gain of 
$14,000; Hartford Fire fifth with $1062,- 
345, a drop of $11,000; Aetna of Hart- 
ford sixth with $130,474, a decrease of 
$15,000, and the Royal seventh with 
$127,220, a decrease of $6,000 from the 
figures of the same period of last year. 
Among the company groups the America 
Fore leads with premium income of 
$658,037 for the first half of 1929. The 
Home group is second with $621,283, the 
Firemen’s of Newark third with $420, 
249 and the Crum & Forster group 
fourth with $347,591. 





G. M. LOVEJOY’S NEW POST 

G. M. Lovejoy, special agent of the 
Great American at the Boston office, re- 
signed October 1 to become associated 
with a Boston investment house. 





Ad Conference Meets 


(Continued from Page 1) 


ony, and C. S. S. Miller, North British 
group. They had attended the Inter 
national Advertising Conference in Ber- 
lin. Mr. Dreher read a paper on the 
subject which is printed elsewhere ™ 
this newspaper. Mr. Miller spoke 
briefly about Berlin. 

The balance of the morning was de- 
voted to a succession of talking-pictures 
demonstrating how they are now being 
used in advertising, the first being PIC, 
tures of the new Chicago “Daily News 
plant. The demonstration was conducte 
by the Electrical Research Products, 
Inc., New York City, the lecturer being 
W. C. Shiellds, sales representative, 45 
sisted by Engineer D. Garrison and Op- 
erator Don Canady. 
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LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 
JANUARY 1, 1929, STATEMENTS 








NEAL er President JOHN KAY, Vice-President and freasurer 
. H. HASSIN GER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


ORGANIZED 1855 


FIREMEN’S INSURANCE COMPANY 


OF NEWARK, N. J. 
: SURPLUS 
ASSETS LIABILITIES CAPITAL NET SURPLUS POLICYHOLDERS 


$56,065,676.33  $19,562,549.89  $13,500,000.00 $23,003,126.44  $36,503,126.44 





HENRY M. GRATZ, President L BASSETT, — "t 
JOHN KAY, V.-Pres’t A. H. HASSINGER, V. —_ SaaS x8 T. BASSETT, V.-Pres’t ARCHIBALD KEMP, 2d V.-Pres’t 
ORGAN 1853 


THE GIRARD F. & M. INSURANCE CO. 


OF PHILADELPHIA, PA. 


$ 6,036,606.60  $ 2,834,467.72  $ 1,000,000.00 $ 2,202,138.34  $ 3,202,138.34 





NEAL agg th President JOHN KAY, Vice-Pres’t and Treasurer 
A. H. HASSI NGER, Vice-Pres’t WELLS [ees Yew Vice-Pres’t ARCHIBALD KEMP, 2d Vice-Pres’t 
MECHANICS INSURANCE CO. 


OF PHILADELPHIA, PA. 


$ 4,881,357.40 $ 2,770,413.44 $ 600,000.00 $ 1,510,943.96 $ 2,110,943.96 





NEAL reg agit President JOHN KAY, Vice-Pres’t and Treasurer 
A. H. HASSIN GER, Vice-Pres’t WELLS * ears, bien Pres’t ARCHIBALD KEMP, 2d Vice-Pres’t 


NATIONAL-BEN FRAN KLIN FIRE INS. CO. 
OF PITTSBURGH, PA. 


$ 5,021,040.53 $ 2,502,743.59  -$ 1,000,000.00 $ 1,518,296.84  $ 2,518,296.84 





A. H. TRIMBLE, President NEAL BASSETT. aan 
JOHN KAY, V.-Pres’t A. H. HASSINGER, aaa be aamere, V.-Pres’t ARCHIBALD KEMP, 2d V.-Pre: 


SUPERIOR FIRE INSURAN CE CO. 


OF PITTSBURGH, PA 


$ 4,837,239.59 $ 2,492,228.84  $ 1,000,000.00  $ 1,345,010.75 —$ 2,345,010.75 





W. E. ‘a ee hae ger EAL BASSETT, _ Pres’ t 
N KAY, V.-Pres’t H. HASSINGER, V. ey wane t _eoaeers, V.-Pres’t ARCHIBALD KEMP, 2d V.-Pres’t 


CONCORDIA FIRE INSURAN CE CO. 
MILWAUKEE, W 
$ 5,359,804.52  $ 2,486,092.08 $ 1,000,000. 00° $ 1,873,712.44  $ 2,873,712.44 





CHARLES L. JACKMAN, President L BASSETT, Vice-Pres’t 
JOHN KAY, V. -Pres't A. H. HASSINGER, V. ae A he A, BASSETT, V.-Pres’t ARCHIBALD KEMP, 2d V.-Pres’t 


CAPITAL FIRE INSURANCE CO. 


OF CONCORD, N. H. 


$ 666,598.88  $ 196.08 $ 300,000.00  $ 366,402.80 $ 666,402.80 





NEAL BASSETT, Chairman of Board 
J. — ROWE, President S. WM. BURTON, Vice-Pres’t 
ONEGAN, Ist V.-Pres’t & Gen’l Counsel J. C. HEYER, Vice-Pres’t WM. P. STANTON, Vice-Pres’t 


ORGANIZED 1874 


METROPOLITAN CASUALTY INSURANCE CO. 


NEW YORK, N 
$15,452,308.70 $10,173,698.43 § "t 900,000. 00. $ 3,778,610.27 $ 5,278,610.27 
. EASTERN DEPARTMENT 
10 Park Place 
Newark, New Jersey: 
WESTERN DEPARTMENT CANADIAN DEPARTMENT PACIFIC DEPARTMENT 
844 Rush Street, 461-467 Bay Street, 60 Sansome Street 
Chicago, Illinois Toronto, Canada San Francisco, California 
wy oo aaa MASSIE & RENWICK, Limited,  w. w.'& E. G. POTTER, Manages 
H. R. M. SMITH Managers | Ass’t Manager 
JAMES SMITH FRED. W. SULLIVAN JOHN R. COONEY 
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S. R. Kennedy Opposes 
Brisbane’s Suggestion 


ARSON CONVICTIONS ARE RARE 








Buffalo Ins. Co. President Says Sugges- 
tion of Death Punishment Is 
Not Practical 





Arthur Brisbane, chief editorial writer 
of the Hearst group of newspapers, re- 
cently made the suggestion through his 
syndicated columns that the crime of 
arson should be made a capital offense, 
punishable upon conviction by death. 
Sidney R. Kennedy, president of the 
Buffalo Insurance Co. of Buffalo, N. Y., 
read this suggestion and wrote Mr. Bris- 
bane, saying that while arson is a des- 
picable crime, any attempt to inflict the 





SIDNEY R. KENNEDY 


death penalty would only result in fewer 
convictions than ever, and they are dif- 
ficult enough to secure under present 
legal conditions. Following is the let- 
ter written by Mr. Kennedy in which 
he divorces himself from the sentimental 
reactions of arson and gets down to the 
question of practical forms of punish- 
ment. 

“Dear Mr. Brisbane :— 

“Arson is an extremely difficult crime 
for which to obtain a conviction. Evi- 
dence is almost wholly circumstantial, as 
no man burns his store or factory in the 
presence of a hostile witness, and an 
adroit lawyer usually convinces at least 
a few sympathetic or stupid jurymen that 
the case is really that of a rich alien fire 
insurance company prosecuting a poor 
citizen in an endeavor to avoid paying 
him for his loss. 

“Your suggestion of making arson al- 
most a capital offense, instead of dimin- 
ishing the number of dishonest fires, 
would almost certainly increase it, as 
convictions would then become absolutely 
impossible to secure. No jury will send 
a man to prison for life merely for an 


attempt to defraud a corporation. The 


State of Delaware had—and perhaps still 
has—a law making arson a capital of- 
fense in such cases as where a human 
being lived in the building. to which the 
criminal set fire: I never heard of a 
conviction under this law, and it had no 
deterrent effects on crooked fires. 

“It is unfortunate that juries will not 
convict for arson on reasonably strong 
evidence, for insurance companies in- 
tensely dislike to deal with or to pay 
their good money to people they believe 
to be criminals, and as in the aggregate 
high enough rates must be charged to 
meet losses and expenses, honest prop- 
erty owners must finally pay the losses 
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tOOMS up head and shoulders out of the ruck 
—an insurance expert, not a policy peddler. I lanning 
his campaigns like a successful general, he builds the groundwork 


of his sales hefore he leaves his olfice. >> + > + 


Much of the time that others spend dreaming, or going aimlessly 
from door té door, or heing a “curbstone agent, he devotes to 
intelligent systematization. Fle hee ps at his fingertips the vital 
statistics, and studies w ays and means of presenting his knowl- 


edge where it will do the most g00d—to his client and to himself. 
When he does make a eall, he means business. +> > 


This is the type of the agent in w hom this company reposes the 


utmost confidence. Fle helps to build our business and his own. 


wo] ONDON 
AND GLoBE 


Insurance Co wp 


Executive Offices: 1 Pershing Square, Park Ave. at 42nd St., New York, N. Y. 
Pacific Coast Dept., San Francisco, Calif. 





THE NATIONAL INSTITUTION WITH A WORLD WIDE BACKGROUND 





New Fire Insurance 
































Co. Formed In Jersey 
IS CAPITALIZED AT _ — $200,000 
Known as Stratfield F. & M. of Jersey 


City; R. J. Noble, Jr., Steamship 
Man, an Incorporator 





Another new fire insurance company 
has been organized in New Jersey under 
the name of the Stratfield Fire & Ma- 
rine Insurance Co. of New Jersey, with 
headquarters in Jersey City. The capi- 
tal of the new organization has been 
given as $200,000 to be raised by selling 
to the public 40,000 shares at $5 per 
share. 

The new organization, it is understood, 
is taking the place of two defunct com- 
panies, namely, the New Haven Fire and 
the Bridgeport Fire, both of Jersey City, 
which forfeited their charters through 
the inability of the incorporators to 
raise the capital of both companies. 

The promoters of the new company 
plan to appoint agents in all parts of 
New Jersey but will confine their opera- 
tions to the state until it is deemed ad- 
visable to enter other states. The com- 
pany will do a general fire business, tor- 
nado, windstorm, automobile, marine and 
aircraft and according to present plans 
will be a non-conference company. 

Incorporators 

The incorporators include Robert 1 
Noble, Jr. New. York; Charles W. 
Smith, Stamford; H. J. Smith, Brook- 
lyn; B. L. Stafford, Brooklyn; Hamil- 
ton H. Salmon, New York City; H. W. 
Roelofszen, New York City; L. C. Tay- 
lor, Bridgeport; Joseph Smith, Phila- 
delphia, and Bernard G. Graham, Brook- 
lyn. 

Two of the incorporators of the new 
company were incorporators of the New 
Haven Fire and the Bridgeport Fire of 
Jersey City. They are L. C. Taylor and 
Joseph Smith. One of the active pro- 
motors of the new organization is Rob- 
ert J. Noble, Jr., who is vice-president 
and general manager of the Western 
Ocean Steamship Co., with offices at &% 
Broad street, New York. The _ incor- 
poration of this company makes the sev- 
enth new insurance company organized 
in New Jersey since the first of the year 
with total capital of $2,150,000 and sur- 
plus of $3,000,000. 


H. W. ROLLINS WITH BOSTON 

H. W. Rollins has been appointed state 
agent in Ohio for the Boston and Old 
Colony companies succeeding Earl Gibbs, 
who has gone to the Western depart- 
ment office at Lansing, Mich., as_ su- 
perintendent of the automobile depart- 
ment. H. L. Newton continues as spe- 
cial agent in Ohio. Mr. Rollins was for- 
merly state agent of the National Union 
Fire of Pittsburgh. 








RADIO PREVENTION TALKS 

W. E. Mallalieu, general manager © 
the National Board of Fire Underwrit- 
ers, broadcasted a talk on fire preven 
tion last Saturday evening over the 
WEAF chain, Later on the same eve- 
ning John Kenlon, chief of the New 
York Fire Department. also spoke o 
this subject over the WIZ circuit. Mrs 
Maude Ballington Booth of the Salva- 
tion Army did her bit for Fire Prevet- 
tion Week when she spoke Tuesday noo 
on the radio over the Columbia Broat- 
casting Co. chain of seventeen stations 


_—_—_— 
— ——~ 








for which the dishonest ones are able 
to secure insurance payment. 
“Very truly yours, : 
“Sidney R. Kennedy. 

Mr. Brisbane replied to Mr. Kennedy 
as follows: 

“Dear Mr. Kennedy: ’ 

“T thank you for your letter on insur 
ance. I presume that the result of ma* 
ing arson a Capital offense might have 
the effect that you suggest. 

“Yours sincerely, i 
“A. Brisbane. 
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Farce tony 


IMAGINATION 


‘Today’s marvel is tomorrow's 
commonplace. It requires 
imagination to do business 
in ‘these vigorous times, 


whether you are erecting 
buildings or writing insurance. 


Constantly. looking ahiead — 
anticipating tomorrow’s needs 
today —is ‘what. keeps the 
companies: ot the AZtna Fire 


G roup in the fore. 











se A TNA INSURANCE COMPANY 
itis WORLD FIRE anp MARINE INSURANCE Co. 
THE CENTURY INDEMNITY COMPANY 


HARTFORD: CONNECTICUT 


Quite naturally agents of these progressive companies 
place a high value on their A-tna Fire Group connections. 
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GLENS FALLS PROMOTIONS 





A. H. Ayers, Jr., Promoted from Counter 
in New York to Home Office Up-state; 
John F. Dalton Succeeds Him 
Alfred H. Ayers, Jr., who has been at 
the counter for T. Y. Brown & Co., and 
latterly for the Glens Falls at its New 
York branch office, 84 William street, 
for nearly twenty years, has been trans- 
ferred to the home office at Glens Falls. 

John F. Dalton, formerly assistant 
counterman, succeeds Mr. Ayers. His 
service with the company covers a pe- 
riod of seven years. He is fully quali- 
fied by training, experience and knowl- 
edge to handle his enlarged responsibili- 
ties satisfactorily. 

Frank A. Holt, Jr., who will assist Mr. 
Dalton, comes to the Glens Falls from 
the Charles A. Wickham Agency where 
his experience fully fits him for his new 
duties. 

Frank Tillotson will continue as spe- 
cial agent in charge of- suburban and 
service departments; William A. Mad- 
den in charge of inland marine and auto- 
mobile fire and theft departments; Frank 
J. Bennett in charge of engineering de- 
partment, and William E. Twiss in 
charge of production department. These 
four men have been with Glens Falls in 
their respective capacities for some time 
and are well and favorably known in in- 
surance circles. 





COMPANIES LOSE LICENSES 





New Haven and Bridgeport Fire Com- 
panies of New Jersey Failed to 
Raise Necessary Capital 
Two prospective fire insurance compa- 
nies, namely, the Bridgeport Fire and the 
New Haven Fire, both of New Jersey, 
with headquarters in Jersey City, have 
forfeited their charters as the incorpora- 
tors were unable to raise the capital of 
both organizations. Both companies 
were capitalized at $250,000 each which 
was to have been raised by selling 50,000 
shares of each company at $5 per share. 
30th organizations were to write gen- 
eral fire, marine, aircraft, automobile, 
tornado and windstorm. At the time 
that the companies were incorporated it 
was reported that Connecticut interests 
were behind the organizations but this 
was denied at the temporary office in 

Jersey City last year. 

The papers filed at the time of incor- 
porations gave the names of the follow- 
ing incorporators of both companies: 
Fred W. Hiltonsmith, Daniel T. McDer- 
mott, Mason W. Belcher, Lakin C. Tay- 
lor, Joseph Smith, Louis M. Berg, Harry 
A. Popper, Benjamin J. Harris, Bernice 
Brigham and James J. Hilteneck. The 
announcement of the companies stated 
that they would establish agencies in all 
parts of New Jersey and would make 
application for admittance to other states 
as soon as deemed advisable. It was 
also announced that the underwriting de- 
partment would be under the supervision 
of a prominent New York underwriter 
and both companies would become mem- 
bers of the Eastern Underwriters As- 
sociation. 





EXAMINERS TO MEET OCT. 15 


The Examining Underwriters’ Associa- 
tion will hold its first dinner meeting of 
the season next Tuesday, October 15, at 
Miller’s Restaurant on Nassau street at 
5:45 p. m. Harry E. Newell, an engineer 
of the National Board of Fire Under- 
writers, will be the principal speaker, 
talking on the subject of “Aviation In- 
surance Risks. with Particular Refer- 
ence to Manufacturing and Hangars.” 





MASS. AGENTS TO MEET 


The annual meeting of the Massa- 
chusetts Association of Insurance Agents 
will be held on Wednesday, October 23, 
at the Hotel Statler in Boston. There 
will be a business meeting at 1:30 p. m. 
and a dinner at 6 o'clock. 
































































SUBSTANTIAL 


past performance 
progressive management 
and demonstrated service 
are factors which commend 


the NORWICH UNION to 


successful agents 


NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 


75 Maiden Lane, New York 
HART DARLINGTON, Manager 


EAGLE FIRE COMPANY 


of New York 


Incorporated 1806 
a HART DARLINGTON, President 


75 Maiden Lane, New York 
The Oldest New York Insurance Company 


NORWICH UNION 


INDEMNITY COMPANY 
75 Maiden Lane, New York 
H. P. JACKSON, President 


In NORWICH UNION there is strength 


COMPANIES: 











Snapped At Toronto 

























Mr. and Mrs. A. N. Butler 


Albert N. Butler, chief examiner of 
fire companies for the New York In- 
surance Department, and who has re- 
cently also been made chief examiner 
of hqlding companies in the insurance 
business, was snapped for The Eastern 
Underwriter along with Mrs. Butler, 
while they were attending the recent 
reception to insurance commissioners, 
departmental executives and guests at 
the mansion of Lieutenant Governor 
Ross of Ontario. The picture is repro- 
duced on this page. Mr. Butler has been 
in the department fourteen years, start- 
ing as a stenographer. He first took 
the late Samuel Deutschberger’s dicta- 
tion; then Harwood E. Ryan’s. Mr. But- 
ler became an assistant examiner, exam- 
iner, assistant chief examiner of fire and 
marine companies and then chief exam- 
iner of those companies. 





W. L. EGEL’S NEW POST 

W. L. Egel, special agent in Kentucky 
and Tennessee for Crum & Forster, has 
resigned as of October 1 to join the 
Eastern underwriting department of Cor- 
roon & Reynolds, Inc., as supervisor. 
Mr. Egel started his insurance career 
with the Atlas and later on joined the 
Crum & Forster office, with which he 
has been connected for the past cight 
years, the last three years being spent 
in the field as special agent. He has 
experienced a fine training both in the 
office and in the field, and brings with 
him to his new connection the necessary 
qualities to carry on capably the duties 
of his new position. 

e 





PETERSBURG FIRE MANAGER 


R. W. Prichard, Jr., has been elected 
manager of the Petersburg (Fire) of 
Virginia, succeeding Edward W. Butcher, 
who died a month or so ago. Mr. Prich- 
ard has been with the company for 
twenty-nine years, beginning as clerk in 
the home office. Later he became «ss!S- 
tant secretary and then secretary. |‘rom 
this post he was promoted to the post 
tion of manager. Lewis Madison, as- 
sistant secretary for the past severa 
years, has been made assistant mana- 
ger. He started with the company 
1911 as a clerk and has been in its set- 
vice continuously ever since. 
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FE recrep in 1700, Old 
Swede’s Church was considered a mas- 
m- terpiece of the masons’ art. Today it is 

@ quaint reminder of early Philadelphia. 








—and still going strong 


ORE than two centuries ago, Old 
Swede’s Church was one of the leading places of worship 
in Philadelphia. 
Like so many of Philadelphia’s old and cherished hjs- 
toric buildings, Old Swede’s Church is protected by a fire 
insurance policy in the Franklin. 


After 100 years of service, the Franklin has become a 
time tested institution, respected and trusted throughout 


: the nation. WILFRED KURTH, Pres. 
The FRANKLIN FIRE INSURANCE COQ. 
of Philadelphia 





THE FRANKLIN FIRE INSURANCE CO 
OF PHILADELPHIA 


















For Fire Insurance 


FOUR CLASSES TO BE GIVEN 
Well-Known Seonenned Men Will Lec- 
ture on Their Special Fields; Classes 
Begin Next Monday 





The Insurance Institute of America 
is giving three courses in fire insurance 
this season divided into four classes 


There will be the usual one. intermedi 
ate and one senior class, but the junior 
course will have two classes to care for 
the enlarged attendance and to accom- 
modate students who may find either the 
noon hour or the hour between five and 
six in the afternoon inconvenient. While 
the three courses begin officially next 
Monday and Tuesday, the two junior 
classes were addressed on Monday noon 
of this week by Robert P. Barbour. 
United States manager of the Northern 
Assurance, who is also chairman of the 
committee on fire insurance lectures. Re 
view courses will be given in February 


immediately following the concluding 
lectures so that students may prepare 
themselves for the Institute examina- 
tions. 

Following are outlines of the fire 
courses! 

Tunior A, meeting Mondavs from 12:30 to 


1:15 p. m. in the National 


John street: 


Board room at 85 


October 14, 21, 1929: 
Principles and History of Fire Tnsurance, 
Edward R. Hardy. secretery-treasurer, Insur 


ance Institute of America, Inc. 

October 28: November 4, 

Fire Insurance Contract. 
W. Morrell, Davis. Dorland & Co. 

November 18, 25: December 2: 

Building Construction, Thomas M. 
perintendent of ratings, New 
surance Exchange. 

December 9, 16: 

Fire Prevention and Fire Protection.  FEle- 
mentary Principles, A. B. Small, vice-president, 
Underwriters’ T.aboratories, Inc. 

Tanuary 6. 13, 1930: 

Common Fire Hazards, H. E. Newell, engi 
neer, National Board of Fire Underwriters. 

Tanuary 20, 27: 


hE 
The Policy, Ralph 


Dick, sn 
York Fire In 


The Woodworking Industries. Russell W. 
Gieseler, Eastern Underwriters’ Inspection Bu 
reau. 

February 3, 10: 

English. Elementary. (Speaker to be an 


nounced). 


Junior B Class 

The Junior B class will be given Mondays 
from 5:15 to 6:00 p. m. in the National Board 
room, 

October 14, 21, 1929: 

Principles and History of Fire Insurance, A. 
G. Whitelaw, general adjuster, Commercial 
Union Assurance. 

October 28; November 4, 11: 

Fire Insurance Contract, Hugh J. Dougherty, 
Royal. 

November 18, 25; December 2: 

Building Construction, Walter O. Lincoln, as- 
sistant secretary, Mills & Honness. 

December 9, 16 

Fire Prevention and Fire 
mentary Principles, Sinclair 
American. 

January 6, 13, 1930: 

Common Fire Hazards, LeRoy Runyon, Mills 
& Honness. 

Tanuary 20, 27: 

The Woodworking Industries, Tohn C, Milli- 
ken, assistant chief engineer, Continental Insur- 
ance Co. 

February 3, 10: 

English. Elementary. 
nounced). 


Ele- 
Great 


Protection. 
T. Skirrow, 


(Speaker to be an- 


Intermediate Course 

The Intermediate course will be given Tues- 
days from 12:30 to 1:15 p. m. in the National 
Board room. 

October 15, 22, 29, 1929: 

Fire Insurance Rating. History and Elemen- 
tary Principles, Gordon A. McKay, Home In- 
surance Co. 

November 12, 19, 26: 

Fire Insurance Contract Policy Clauses and 
Forms, Frank N, Crosby, attorney, Home In- 
surance Co, 
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HAT a relief it must be to the car 
owner whose auto has been stolen to 
know that his Theft Insurance cov- 

ers the loss! The theft danger and other haz- 
ards that beset an automobile are provided for 
in a combination automobile policy in the 


Georgia Home. 


It is for you, the local agent, to see that 
each automobile: owner carries a complete 
policy which insures against all the principal 


hazards. 







THE GEORGIA HOME INS. CO. 


WILFRED KURTH, Pres. 


59 Maiden Lane 








Franklin W. Fort 





- Fire Reinsurance ‘Treaties 


Baltica Insurance Co., Ltd. 
Eagle Fire Insurance Company (New Jersey) 


18 Washington Place, Newark, N. J. 


(Denmark) 


Thomas B. Donaldson 

















-William street. 


December 3, 10: 

Drafting Fire Insurance Plans. Rich W. Hol- 
laman, vice-president, Sanborn Map Co. 

December 17; January 7, 1930: 

Fire Protection. Public and Private, T. Al- 
fred Fleming, supervisor, Conservation Dept., 
National Board of Fire Underwriters. 

January 14, 21: 

Electrical Fire Hazards, J. C. Forsyth, su- 
pervising engineer, Bureau of Electricity, N. B. 
a 


Tanuary 28; February 4: 

The Metal Industries, E. V. Starkweather, su- 
perintendent, The Liverpool & London & Globe. 
February 11, 18: 

English, Advanced. 
nounced). 


(Speaker to -be an- 


Senior Course 
The Senior course will be given Tuesdays 
from 5:15 to 6:00 p. m. in the library of 
the Insurance Society of New York at 100 


October 15, 22, 1929: 

Legal Requirements. State Supervision, Frank 
Seydel, assistant general counsel, National 
Board of Fire Underwriters. 


October 29; November 12, 19, 26: 

Fire Insurance Rating. Principles and Prac- 
tices, H. V. Tisdale, assistant general agent, 
North British & Mercantile. 

December 10: 

Agency; Agency Law; Organization and 
Management, Edward A. Clark, general agent, 
Northern Assurance, 

December 17; January 7, 1930: 

Fire Protection. Automatic Sprinkler Equip- 
ments and Supervisory Service, Edward P. 
Boone, assistant manager, New York Fire In- 
surance Exchange, 

January 14, 21: 

Chemical Fire Hazards, William D. Grier, 
general agent, North British & Mercantile. 

January 28; February 4, 11: 

Fire Loss Adjustments, N. B. Bassett, secre- 
tary, General Adjustment Bureau. 

February 18: 

Cotton, O. A. Marrin, general agent, 
British & Mercantile. 

February 25: 

Wool, Worsted and 
Eames, senior special 
ance Association. 


North 


Silk Mills, 


agent, 


Frank W. 
Factory Insur- 


STUDENTS AWARDED PRIZES 


Nine Cash Prizes Given to Students 
With Highest Marks in Institute 
Fire Courses 
James J. Hoey of Hoey & Ellison on 
Monday awarded the cash prizes to those 
students of the fire insurance courses 
of the Insurance Society of New York 
who received the highest marks in the 
junior, intermediate and senior courses 
given during the 1928-1929 season. The 
prizes were given by Edward S. Inglis, 
Corroon & Reynolds; William Y. Wem- 
ple and Charles A. Nottingham, Liver- 
pool & London & Globe, the students 
winning first places in their respective 
courses receiving $25 each, those getting 
second places $15 each, and those award- 
ed third place $10 each. Following are 

the names of the winners: 

_ Junior course: first prize, Samuel P. 
Connor, Jr., Niagara Fire; second prize, 
Albert H. Kreulen, Home Ins. Co.; third 
prize, Andrew G. Carrillo, Great Ameri- 
can. 

Intermediate course: first prize, Ar- 
thur J. Etzel, Suburban Fire Insurance 
Exchange; second prize, John M. 
Schroeder, North British & Mercantile; 
third prize, John G. Truempy, Globe & 
Rutgers. 

Senior course: first prize, James Fer- 
rara, Home Ins. Co.; second prize, Alex- 
ander H. Burgmann, Globe & Rutgers. 
and Roswell F. Busby, also of the Globe 
& Rutgers, tied; third prize, William 
r. Spiegelberg, Liverpool & London & 
Globe. 

_Lyman Candee, vice-president of the 
Globe & Rutgers, last year told the em- 
ployes of his company who were taking 
these fire courses that he would double 
any cash prizes that they might win for 
merit. When the prizes were given out 
Monday three Globe & Rutgers men fin- 
ished in the running, one winning third 
place in the intermediate course and two 
being tied for second place in the senior 
course. 








STAR WITH GEORGE LEISTE 


George Leiste, Inc.. of 342 Madison 
avenue, has been appointed agent of the 
Star of America for fire risks in the 
New York metropolitan area. This agen- 
cy also represents the Transcontinental 
of New York and the Law, Union & 
Rock. The casualty business of the 
agency is handled through the Ameri- 
can Employers’ as borough agents, while 
the automobile fire and theft is placed 
in the Law, Union & Rock and the Im- 
perial Assurance. Arthur E. Voegelin 
is office manager and Walter Slater is 
production manager. 





GLOBE INSURANCE CO. FIGURES 

The Globe of Pittsburgh, which is un- 
der the management of Corroon & Revn- 
olds, Inc., reports gains to stockholders 
for the first half of 1929 of $434,291, 
equivalent to $7.23 per share on the 60,- 
000 shares of $10 par value stock at 
present ‘otitstanding. The statement of 
the comnany, as of Tune 30 last, after 
giving effect to additional funds into its 
treasury since that date, shows assets 
of $2,951,973, an increase of $114,495: vol- 
untary reserve for contingencies, $400.- 
000. an increase of $300,000; surplus to 
policvholders, $1,644,238, an increase © 
$209,359 over the respective December 
31, 1928, figures. 

































: ; OF 
THE e AMERICA 
JOHN C.MCNAMARA “a 
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Tested Method No. 11 














Donald Dunham believed that George was 
“The best chauffeur in Washington.” As a 
matter of fact, George did enjoy that envi- 


able reputation. 


“It is more economical,” said Mr. Dunham 
to the Glens Falls Agent, “to pay George 
more money — which I’ve got to do if I 
keep him — than to continue paying pre- 
miums on collision insurance. I’ve never 
had even a dented fender, and so long as I 
keep George, I never will. So, Old Man, I 
have definitely decided to drop my collision 


insurance.” 


In reasoning thus, this car-owner—as do 





(Int. Photo) 


many thousands of others—forgot that there 
are other chauffeurs driving other cars. 


That fact was brought home to him, how- 
ever, a few days after he had cancelled his 
collision coverage. 


His car, George-driven though it was, met a 
flivver coupe “radiator to radiator”. The 
junkman offered $250 for what was left of 
the $3,000 sedan. 


Mr. Dunham could not blame the Glens 
Falls Agent, and he couldn’t fire George 
because the accident was not his fault. But 
he had learned an expensive lesson and he 
now carries full collision coverage on his 
new car. 


MORAL: Trying to economize on insurance is the wrong idea of thrift. 








SURANCE COMPANY 








CASUALTY COMPANY 
Glens Falls, New York, 


Glens Falls, New York, 


MERCE_ 


ati [@ea= Gu 


INDEMNITY.COMPANY 
Glens Falls, NewYork, 





CHICAGO BRANCH OFFICE 
175 West Jackson Boulevard 


NEW YORK BRANCH OFFICE 
84 William Street 


SAN FRANCISCO BRANCH OFFICE 
354 Pitre Street: ~ 
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Dreher Describes 
Modern Art Abroad 


EUROPE FULL OF NEW IDEAS 





Boston and Old Colony Ad. Manager 
Much Impressed by Advertising 
Methods on the Continent 

Ray C. Dreher, advertising manager of 
the Boston and Old Colony companies 
of Boston, was over in Europe this sum- 
mer to attend the convention of the In- 
ternational Adver‘ising Association in 
3erlin and to get some of the European 
ideas on advertising. He came _ back 
much impressed with the methods em- 
ployed ovér there and at the convention 
this week in Cleveland of the Insurance 
Advertising Conference gave his impres- 
sions on advertising art in Continental 
Europe. He said that Europe has gone 
modern in advertising, in a sure, delib- 
erate manner, indicating thorough study 
of the situation. 

Advertising art has made astonishingly 
rapid strides in Europe, Mr. Dreher told 
the conference, because the advertisers 
are not fettered by advertising tradition 
as it exists over here. He then com- 
pared advertising methods of the French 
and Germans, as shown in magazine, 
department store and other forms of 
high class publicity. He said in part: 

“Advertising in Europe is essentially 
the product of the artist and not that of 
the copy writer. And the men in charge 
of advert tising, realizing their limitations 
as art critics, and at the same time the 
need of a treatment in keeping with 
present day life, have selected recognized 
commercial artists who can carry this 
out, telling them what they want to ac- 
complish and leaving the rest to their 
good judgment. How different from our 
method! We call in an artist and in 
addition to telling him what we want to 
accomplish, based on copy needs, we tell 
him how to do it. Naturally this kills 
all freshness and ingenuity in the artist. 

What Modernism Is 

“Modernism in both art and_ typog- 
raphy is nothing more than forgetting 
what has been done before and start- 
ing with a clean slate and doing the job 
interestingly and—sensibly. Take illus- 
trations for example, until Continental 
Europe showed us the way, they had to 
be realistic—photographic. They left 
nothing to the imagination. Every ad- 
vertising man knows that it is not the 
copy but the thoughts the copy awakes 
that matters—the same applies to the il- 
lustrations. You marvel at a realistic il- 
lustration and wonder how under the sun 
the artist ever did the job. You sav 
‘How lifelike’ instead of saying ‘I need 
that.’ If there is a judicious balance be- 
tween ultra-modernism and conservatism 
in advertising art. the result is sure to 
he a design, simple and decorative, that 
is strictly modern, conforming .to what 
the advertiser wants to express—a 
thoueht or idea with a punch. 

“The one-sheet poster is the most 
imnortant form of advertising in France 
and Germany. Its aggressive designs 
done in forceful primary colors are ex- 
tremely vivid and arrest the attention of 
the passerby. This is the first prin- 
cinle of expective advertising, for if an 
advertisement does not get attention— 
is not noticed and read—its value is nil 

Example of Modern Poster 


“An example of the modern poster is 
the one used to advertise the Interna- 
tional Advertising Convention. It showed 
the head of a man shielding his eves 
with one hand, the other cunped behind 
his ear. How could one better exnress 
the idea that vou would see and hear 
much at the Advertising Convention. 

“German vocters make a _ style of 
geometry. Perhaps it would be better 
to say one can see traces of the com- 
pass and ruler. The great maiority reach 
a very high level and surpass in strength, 
uniqueness of thought and advertising 
value those of France. French posters 
while not as daring require more study 
to get the message. Some German 
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posters, as must be expected, are mo- 
notonous and have no real advertising 
value. 

“French and German newspaper adver- 
tising is poor and uninteresting but this 
is not the case with the quality maga- 
zines. In the German magazines there 
are some really startling small-space ad- 
vertisements that we might well study, 
all type advertisements with effective 
borders and some photographically illus- 
trated ones that surpass our best. In 
the French magazines the tailor and 
dressmaker advertisements are the only 
ones to stand out and the only reason 
that they do is on account of their ultra- 
modern art. 

“While our newspaper and magazine 
advertisements as a whole surpass those 
of Continental Europe, our booklets and 
folders run a poor second. French and 
German booklets and folders are mag- 
nificent. Illustrations, typography and 
paper blend to make a thing of beauty. 
You. wonder why our printers can’t turn 
our stuff as good until you inquire. In 
the great majority of cases the artist 
responsible for the illustration selects the 
type, lays out the pages and makes sure 
that the colors used are the ones that 
are necessary to complete the effect. 
Furthermore, most printers quote no 
price or delivery date—the advertiser 
has to be thankful if he gets his job 
on time and that the price doesn’t make 
his checkbook weep. Our printers could 
turn out equally good work if they re- 
ceived it under the same conditions. 


Store Front Advertising 


“Store fronts and window displays 
have also gone modern. Although store 
windows were our earliest means of at- 
tracting attention to what we had to sell 
this advertising medium seems to have 
been neglected by all except the large 
department stores. In the continental 
cities even the small stores on side 
streets and offices are done in the mod- 
ern manner and achieve interesting re- 
sults. They know the true value of at- 
tractive and appropriate store fronts and 
they play an important part in advertis- 
ing plans. These store fronts are not 
elaborate affairs, neither are they ex- 
pensive. In most cases they are simple 
so as not to detract from the merchan- 
dise displayed. The materials used are 
stone, concrete, composition, cork, chro- 


mium nickel, copper, aluminum, en- 
graved glass and neon lights. The use 
of neon lights is not limited to the store 
front for in Berlin, Cologne, Amster- 
dam, Brussels and Paris, this expressive 
means of lighting is used to outline en- 
tire buildings in modernistic design. 
“Modernistic advertising is doing a 

wonderful job abroad. Some of our ad- 
vertisers are using it now. They are 
Americanizing modern European art. To 
many who have not made a study of this 
thing, modern art, it may seem freakish 
and without reason. Perhaps they have 
seen only would-be modernistic art with 
its meaningless angles, and shading and 
have found it undefinable. Real modern 
art takes longer to do than realistic, be- 
causé it is achieved by a series of pro- 
gressive drawings. It is really basic art 
and is based on three simple rules. 

1. Pick your dominant or key 
thought—the big idea you want to 
get over. 

. Pick your dominant human inter- 
est motive for expressing the big 
idea you want the reader to get. 

3. Illustrate this one thought in the 

simplest possible manner, using 
color to attract attention and the 
idea to hold attention. 
Advertising a Fast Vessel 

“Let me show you how this works out. 

For example, suppose we were commis- 

sioned by a steamship company to de- 

sign an illustration showing one of their 
newest boats, the fastest liner afloat. The 
chances are that the first sketch would 
be one of the bow of this new liner 
towering above the water. It would con- 
vey the impression of the size, power 
and speed but would lack the real punch. 
The next sketch would most likely be 
that of a liner racing head on with spray 
sweeping away from the bow. This too 
would be discarded. The next attempt 
would be a stern view—a blue, rolling sea 
and a white wake. This would be closer to 
the basic idea. The white wake shows 
the speed, a selling point of the liner, 
but still our illustration lacks the real 

punch. The final drawing would be a 

blue, rolling sea and a boiling white 

wake which would fade into the horizon. 

There would be no need to show the 

liner. Anyone could see that an ex- 

tremely fast ship had sped by towards 
its port. 
“Here you have an example of how 
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through expression in terms of modern 
European art you can make your fold- 
ers, booklets, and in fact all your ad- 
vertising simpler, more direct, more ef- 
fective, more easily understood and more 
resultful. There is no fairy-like waving 
of the wand to produce this type of il- 
lustration. It simply requires an under- 
standing of the motivating idea behind 
the advertisement and common sense in 
artistic expression based on imaginative 
simplicity rather than realistic comnlex- 
ity. Let us go back to children’s pic- 
tures, sans-detail, sans-unnecessary at- 
mosphere, sans-everything-else but the 
big idea. There is not a doubt in my 
mind but that in a few years we will 
be in our way just as modern as is 
Europe. The trend is toward simplicity 
and directness. It remains but for the 
American sales-slanted mind to accept 
the psychology of the modernistic treat- 
ment and adapt it to American needs.” 





SEE NEW FIRE EQUIPMENT 





Fifty-two Pieces for New York City 
Fire Department Are Paraded in 
Fire Prevention Program 
As part of the Fire Prevention Weck 
celebration in New York City $300,000 
worth of shiny new fire apparatus was 
received by the city on Monday and pa- 
raded before the public in City Hall 
Park. There were fifty-two pieces of 
apparatus, of which forty-eight were 
hose trucks. Leading them was a spe- 
cially constructed Fire Department am- 
bulance. There were also two power- 
ful searchlights, mounted on motor 
trucks. These lights were the gift to 
the Fire Department of Edward F. 
Kenny, close friend of ex-Governor 
Smith. Mr. Kenny gave them and the 
ambulance in memory of his father, 
Thomas A. Kenny, who was a battalion 

chief in the Fire Department. 

Mayor James J. Walker, Fire Com- 
missioner John J. Dorman and Fire Chief 
John Kenlon, each made short talks. The 
new apparatus then started on a display 
tour of the five boroughs, continuing 
through this week. 





SPONTANEOUS HEATING 


In accordance with action taken at its 
last annual convention, the National Fire 
Protection Association is calling a con 
ference on spontaneous heating and ig- 
nition of agricultural and industrial prod- 
ucts at the Hotel Raleigh, W-shington, 
D. C., November 14 and 15. President 
Frank C. Jordan of the N. F. P. A. will 
preside at this meeting which has as its 
purpose a general discussion of the losses 
due to spontaneous heating and ignition 
with the object of co-ordinating the va- 
rious activities in this field and devclop- 
ing a program of fundamental research. 
The United States Government through 
its Departments of Agriculture and Com- 
merce is vitally interested in this mat- 
ter and will participate in the confer- 
ence. Secretary of Agriculture Arthur 
M. Hyde plans to attend. 


ROCHESTER AGENCY CHANGE 


Chester C. Champion has been ap- 
pointed manager of the travel insurance 
division of the J. C. Kalbfleisch agency 
at Rochester, N. Y., succeeding Harry © 
Knowles, who becomes state agent 0 
the Transportation Insurance Agency. 
Mr. Champion also has been elected 4 
vice-president of the Kalbfleisch com- 
pany. 


NETHERLANDS MANAGER HERE 

. F. D. Scheltema, general managef 
of the Netherlands of the Hague, Hol- 
land, is visiting the United States and 
was in New York this week. 


ELECT HUBBARD DIRECTOR 
Clarence T. Hubbard, assistant secre 
tary of the Automobile and the Standaré 
Fire, was elected a director of the Hart 
ford Chamber of Commerce succeeding 
Vice-President W. L. Mooney of the 
Aetna Affiliated Companies whose direc: 
torship expired. The directors serve !0f 
three year terms. Mr. Hubbard has bee? 

active in the Chamber for some time. 
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Fidelity-Phesiix Again 
Winner Of Ad Trophy 


FRANK S. ENNIS GETS MEDAL 





True Stories Campaign Awarded “Rough 
Notes” Trophy for Second Year 
in Succession 





The Fidelity-Phenix for the second 
year in succession has won the “Rough 
Notes” Insurance Journal Advertising 
Trophy for the year’s best insurance 
trade paper advertising campaign, award- 
ed this week at the annual convention in 
Cleveland of the Insurance Advertising 
Conference, Frank S. Ennis, creator of 


herewith of the “True Stories” advertise- 
ments has not yet been presented in any 
of the trade papers but will be used in 
the near future. Mr. Ennis-hit upon the 
idea of this series last year when he 
was casting his eye about for a dis- 
tinctive type of human interest ads which 
would carry home a vivid pictorial ap- 
peal to the local agent and needing but 
few words to complete the story. Doubt- 
less he had in mind the old Chinese 
adage to the effect that one picture will 
carry as great an appeal as a million 
words. 

In the preparation of these ads Mr. 
Ennis explains, the first requisite is the 
story. The next—to find’ the dramatic 
incident in the story and then if pos- 
sible to reproduce and photograph it. 





F. S. Ennis and Lajaren 4 Hiller, the well known artist, shooting an illustration 
for a “True Stories” ad at the Underwood & Underwood Studios 


the lidelity-Phenix “True Stories” cam- 


paign, again received the trophy, a 
bronze plaque, together with a gold 


medal reproduction in miniature, at a 
dinner given by the Insurance Adver- 
tsing Conference Tuesday night. 

The winning campaign consisted of a 
Series of photographic advertisements il- 
lustrating in a dramatic manner the va- 
rious forms of insurance written by the 
Fidelity-Phenix. Mr. Ennis, who works 
up the advertising idea and personally 
Supervises the taking of the pictures, 
Stresses dramatized photographs, using 
Professional actors, as the subjects have 
Proven to be far more effective in trade 
paper advertising than the publication of 
Straight reading matter. He suggests 
that whatever copy is used should be 
short, with the illustration carrying the 
message, believing that this method of 
Saining attention to be one of the best 
means for making advertising pay. 

The particular 


illustration presented 


 — 





This latter requires a great deal of skill 
on the part of the models, photographer 
and retoucher. The models are usually 
moving picture actors and are selected 
from the huge files of the photographer, 
with the idea of best characterizing the 
people in the actual story. The pictures 
are usually made in the studio. This 


photograph shows Mr. Ennis supervising 


the dramatization of “True Stories” 
theme in the manner similar to that of 
a movie director. 


The copy consists of the story which 
the picture illustrates, tied up with a 
message to the agent regarding the in- 
surance coverage the story illustrates. 
Ad themes which have been used dur- 
ing the-past year savor of all kinds of 
situations. A typical ad this year showed 
an art connoisseur in a_ smoke-filled 
room with his butler trying vainly to 
carry his treasured paintings from the 
fire. Fortunately, he carriéd fine arts 
insurance. 











_. MASS GOLF WINNERS 
The annual fall golf tournament of the 
Insurance Society of Massachusetts was 
held last week at the Belmont Sorines 
Country Club, with fifty-five partici- 
After the play dinner was served. 
he winners in Class “A.” with handi- 
ies of from one to fifteen were as fol- 
Ows: Best gross, W. W. Munsell, 74: 
Best net, F. A. Flanders, 87-15-72; Sec- 
ond best net, R. L. Goodale, 81-7-74. The 
winners in Class “B” which was a Kick- 
‘ts Tournament were: John A. Johnson, 
Tok /0; W. E. Cherry, net, 76. Mr. 
ohnson won in the toss for the tie. K. 





H. Erskine was second with 75. Presi- 
dent Knox, donated a president’s cup, 
which was won by Mr. Munsell. Will- 
iam T. Jordan, general agent of the St. 
Paul, was chairman of the tournament 
committee. 





ELECTED VICE-PRESIDENT 
Colonel Edward E. Goodwyn, well 
known local agent of Emporia, Va., has 
been elected vice-president of Morrell 
Mills, Inc., a Philadelphia concern, man- 
ufacturers of high grade _ tapestries, 
which is moving its plant to Emporia. 
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KLINKO PUBLICITY DIRECTOR 





Popular Ass’t Sinetiars of National 
Ass’n of Insurance Agents Going 
With Corroon & Reynolds 


A. A. Klinko, assistant secretary of the 
National Association of Insurance 
Agents, is resigning his connection with 
the association as of December 1 to be- 
come connected with Corroon & Reyn- 
olds, Inc., as publicity director. Mr. 
Klinko after graduating from the College 
of the City of New York and serving 
some time in the Army back in the war 
days, became associated with the J. F. 
Wagner Publishing Co. of New York 
City and in June, 1923, left the publish- 
ing business to join the National Asso- 
ciation as assistant editor of the “Ameri- 
can Agency Bulletin.” 

In February, 1925, he was promoted to 
the position of assistant secretary of the 
association and advertising manager of 
the “Bulletin.” He has a wide acquaint- 
ance among the agents of the country 
because the duties of his position have 
brought him into contact with local 
agents in every state in the Union. He 
has been a close student of the work car- 
ried on by the National Association and 
has in many instances been helpful in 
assisting state and local associations in 
the activities of their organizations. He 
has been a capable assistant to Secre- 
tary Walter H. Bennett and his resig- 
nation from the association is regretted, 
although he brings with him to his new 
position the best wishes for success from 
his old employers. 





BENNETT RAPS MUTUAL STORY 
Secretary-Counsel Walter H. Bennett 
of the National Association of Insurance 
Agents last week addressed a letter to 
Regional Vice-President H. J. Thielen 
at Sacramento, Calif.. expressing amaze- 
ment that the well-known magazine 
“Forbes” should publish a propaganda 
article on mutual insurance, written by 
the business promotion manager of the 
Liberty Mutual of Boston. Mr. Ben- 
nett takes issue with many of the claims 
made on behalf of mutual fire and cas- 
ualty insurance, and claims that instead 
of the article presenting a fair picture 
of insurance protection, it consists of 
sales material for mutual coverage. 
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am U. S. Steel Corp. 
Fights Fire Hazards 


EMPLOYS EVERY SAFEGUARD 





Chief Engineer of Insurance Department 
Says False Economy Is One of 
Greatest Dangers 





How one of the largest assureds in 
the country, the United States Steel 
Corporation, views the problems of fire 
prevention was presented by chief en- 
gineer of the corporation’s insurance de- 
partment, J. E. Martin, before the meet- 
ing in Washington last week of the Na- 
tional Fire Waste Council. He said that 
in the greater number of industries as 
conducted today, with keen competition 
always in existence, the plant authorities 
have economy as well as continuity of 
operation constantly in mind and all too 
often flagrant fire hazards are permit- 
ted to exist without due consideration 
being given to possible consequences 
that would result in case of fire. This 
condition, according to Mr. Martin, is 
frequently attributed to a matter of con- 
venience in operation. 

“The protection of industry should be 
an ever present thought to those directly 
or indirectly responsible for the wel- 
fare of the community and plant, as they 
are surely derelict in their duty when 
failing to heed the warning that means 
suffering in one form or another. 

“It seems entirely incumbent upon all 
persons, especially those in an official 
capacity, to throw all possible safeguards 
around the units placed in their, charge 
and to assume, with other duties, the 
responsibility for elimination of the most 
remote possibility of fire loss. Intensive 
study, loss of time from other duties 
and curtailment of pleasure, is not nec- 
essary to become acquainted with the 
causes of fires. Good sound common 
judgment, or so styled “horse sense” ex- 
ecuted in an intelligent manner is all 
that is necessary, and by such indulgence 
the owners or individuals can, with a 
reasonable degree of safety, have the 
satisfaction of knowing that the prop- 
erty is safeguarded. On the other hand 
these individuals who wantonly disre- 
gard the fire hazards brought to their 
attention by trained, experienced inspec- 
tors and engineers, and warnings 
through authentic articles, who refuse 
to correct unsafe conditions and even 
resent constructive criticism, are not 
friends to industry but rather should be 
classed as egotists because a very high 
percentage of plants where fires have 
occurred do not resume operations, con- 
sequently the result curtails the progress 
of the community and naturally deals 
a blow to industries related to such op- 
eration. 

Prevention Should Be Slogan in Every 
Industry 

“Co-operation for the elimination of 
waste by fire is a text that should be 
a slogan in every type and class of in- 
dustry. Measures to rid the property 
of the innumerable causes of fires, real- 
izing that most fires are small during 
their incipiency, and provision of ade- 
quate and proper extinguishing agents, 
makes wonderful strides toward conser- 
vation. 

“Printed data governing all classes of 
hazards are easily available to those suf- 
ficently interested and desirous of avoid- 
ing possible losses by fire, as in_ only 
a very few isolated cases can it be 
claimed that fire resulted because no in- 
formation was available. 

“Serious thought, with determined pur- 
pose of study should prevail when the 
buildings are designed, erected and oc- 
cupied ‘and all machinery installations 
should be carefully considered and due 
regard given, especially to hazards that 
are an inherent part of the process. 

“So-called common causes of fires, em- 
bracing heat, light and power, can and 
should be installed in such safe methods 
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that no possible fire losses will result. 
The fact, as often stated, that no fires 
occurred in the continuously operated 
unit over periods of ten, twenty or more 
years should be an added incentive to 
diligently and cautiously avoid one start- 
ing, for the laws of average would indi- 
cate that every day passed beyond those 
years simply means that a fire loss is 
one day nearer. Especially is this true 
in structures of inferior materials that 
naturally, through the course of erosion 
and deterioration, ignite and burn read- 
ily. Machinery and other equipment do- 
ing full service will eventually reach the 
hazardous point. More particularly and 
very noticeably is this true in the build- 
ing service equipment for light, power 
and heat, which though obsolete in re- 
gards to type and installation are re- 
tained because of unfailing performance 
for years. This thought could be en- 
larged upon to an indefinite length by 
making an analysis of the various causes 
of fire, among the more potent being 
the result of unsafe, ancient installations 
of electrical wiring, overloading, exten- 
sions and unsafe apparatus; obsolete 
heating methods and power units that 
would be frowned upon in modern in- 
dustries. 

“Without thought of condemnation for 
the oldest of the old plants, which would 
be more or less presumptuous, but in all 
fairness to industrial progress, and to 
insure against interruption of business, 
an appeal is made to cast aside the false 
impressions that a fire cannot start with- 
in the property. So-called faults of man- 
agement or lack of proper prevention 
methods is responsible to a marked de- 
gree for losses that would not occur if 
the proper spirit of co-operation existed, 
or such indifferent ideas expelled when 
emanating from an intelligent man of 
authority. Citing only one case that was 
told me by an insurance engineer of 
twenty-five years’ experience, a man who 
is thoroughly qualified to be considered 
an expert in noting fire hazards. In- 
specting a plant this year, he pointed 
out to the manager a serious and danger- 
ous combination that was prone to start 
a fire. An electrical connection was very 
faulty, exposed under a leaking oil line. 
Either one was bad enough, but togeth- 
er the hazard was most flagrant. Imme- 
diate correction was promised but a fire 
attributed to this source occurred almost 
ninety days later resulting in a loss of 
$175,000 to $200,000, closing down of the 
most important unit, throwing 110 em- 
ployes out of work and unfortunately 
happened during the busiest season.” 





N. Y. BOARD FIRE WARNING 

The bureau of surveys of the New 
York Board of Fire Underwriters last 
week issued its annual autumn warning 
about fires that may result from defec- 
tive heating and lighting apparatus put 
into operation after being idle during 
the summer. The board asks that those 
in charge of public buildings, such as as- 
sembly halls, clubs, colleges, churches, 
hospitals, asylums and charitable institu- 
tions inspect carefully all heating appa- 
ratus and have repairs done now. The 
board also points out that the tempor- 
ary use of motion picture machines in 
public buildings constitutes a serious 
hazard if inflammable films are employed 
and suggests the securing of a permit 
from the New York board in advance 
of the use of such machines. Experts 
of the board will be sent free of charge 
upon request to any premises. 





NAME MARSH & McLENNAN 

Marsh & McLennan have been ap- 
pointed Pacific Coast territory managers 
for the Victory, a member of the Fire 
Association fleet. This will mean an ex- 
tension of the agency plant and busi- 
ness of the Victory in the far west. 
Frank M. Avery has been appointed Pa- 
cific Coast manager of the newly cre- 
ated Interstate Fire Underwriters, which 
will replace the Victory, formerly in his 
office, and which will succeed to the 
business of the Victory through his 
office. 


RULING ON STOCK SALES 





Illinois Attorney General Rules Increased 
Stock Must Be Paid For Before It 
Is Listed As Asset 


The Illinois Insurance Department has 
been instructed by the attorney general 
of that state that in connection with the 
sale of increased capital stock by fire 
and casualty companies there is no time 
limit specified by statute, but the insur- 
ance department is not allowed to recog- 
nize the increased capital of the com- 
pany as an asset until such increase is 
completely sold or paid in in cash. 
The question was brought up because 
the Illinois law does provide that in 
forming a new stock insurance company, 
organization must be completed within 
two years from the date of the filing of 
the declaration of organization with the 
Department of Trade and Commerce. 

“In accordance with the prior opinion 
of this office,” says the attorney general, 
“however, all of the authorized capital 
stock must be fully paid in before the 
corporation can do business. A corollary 
to this proposition would be that all of 
the increase in the capital stock as au- 
thorized by the department must be 
completely sold and the amount thereof 
invested in accordance with the Invest- 
ment Act before the corporation can 
advertise or do business as:a corpora- 
tion with such increased capital stock. 

“Tt would seem, therefore, that al- 
though there is no time limit specifically 
prescribed by statute, that the division 
of insurance cannot recognize the in- 
creased capital of the corporation as an 
asset until such increase is completely 
sold or paid in in cash.” 





ASSOCIATES HONOR KELLAM 

Frederick B. Kellam, general attorney 
of the Royal and its affiliated companies, 
who retired from active duty on Tues- 
day, October 1, was guest of honor at 
a luncheon given for him at the Drug 
& Chemical Club by a group of 
his associates in the Royal. These 
included about twenty-five heads of de- 
partments at the New York office, in- 
cluding those who have been with the 
organization for twenty-five years or 
more. Robert Whiteley, formerly chief 
accountant, who retired in 1924 after 
being with the Royal since 1878, pre- 
sided. William MacKintosh, Charles R. 
Pitcher and Assistant Manager Neiley 
all spoke briefly, expressing their ap- 
preciation of Mr. Kellam’s services to 
the companies and their regret that he 
was retiring. A fitting resolution wish- 
ing Mr. Kellam many years of happy 
life and telling of his record of accom- 
plishment with the Royal was adopted 
and will be presented to Mr. Kellam as 
a token of the high regard in which 
he is held. 





TEXAS RATE CHANGES SOUGHT 

Approximately seventy-five insurance 
representatives made requests for chang- 
€s in twenty-six specific rules and reg- 
ulations of the Texas General Basis C 
schedules for fire insurance at a hearing 
held recently in Austin by the Texas 
Board of Insurance Commissioners. The 
decisions on the requests for revised fire 
rates will not be prepared before Oc- 
tober 15. Increase in rates applicable 
to cotton gins and baled cotton at gins 
where baled cotton is stored, was re- 
quested by the Home of New York, 
which asserted that the five year ex- 
perience table justified an increase. Oth- 
ers of the suggestions were for both in- 
creases and reductions in rates. 


N. Y. BLUE GOOSE MEETING 

The New York City pond of the Blue 
Goose will hold a dinner and entertain- 
ment at the Planter’s Restaurant, 124 
Greenwich street, on the evening of 
Monday, October 21. 








AJAX FIRE IN CALIF 
It has been announced that the Ajax 
Fire of Newark has been licensed to do 
business in California and Kenneth Med- 
craft has been appointed general agent 
for the state. 


ENJOIN POUGHKEEPSIE RATES 





Local Authorities Complain of New 
Schedule Put Into Effect By Com- 
panies in March of This Year 

The corporation counsel of Pouvh- 
keepsie. N. Y., Richard H. Arnold, suc- 


cessfully sought an injunction against 
the fire insurance companies to restrain 
them from continuing in effect the new 
rates which became effective there on 
March 15. -This injunction is returnable 
October 15. 

When Poughkeepsie was rerated this 
year by the Syracuse division of the New 
York Fire Insurance Rating Organi- 
zation in pursuance of the rating law 
requiring uniform schedules throughout 
the state it so happened that a majority 
of the rates were increased. The anti- 
quated fire alarm system of Poughkeep- 
sie was one of the reasons why the gen- 
eral fire hazard was considered more 
dangerous than when the previous rates 
were promulgated. 

An agitation against the increase in 
fire rates has been in progress in Pough- 
keepsie since this spring with the mayor 
as a leader of the opposition. Meanwhile 
the companies have been defending the 
rates as reasonable and justified. 





MASS. FIRE LOSSES GROW 





Fall River Fire Brought 1928 Results 
Well Over 1927; Hearings Set for 
Fire Laws Commission 

Fire losses in Massachusetts increased 
$2,654,000 in 1928 over the figure for 
1927, it was announced last week by 
State Fire Marshal George C. Neal. The 
losses were: For 1928, $17,859,327; for 
1927, $15,201,324. Marshal Neal blames 
the greater loss in 1928 to the Fall River 
fire, which caused a loss of about 
$4,000,000. 

The report of the marshal will be con- 
sidered by the Special Commission on 
Fire Laws created by the last Legisla- 
ture to investigate the fire code, with the 
object of reducing fire losses. Chairman 
William W. Ollendorff of the commis- 
sion held a _ hearing at the State 
House, to obtain suggestions on fire pre- 
vention. Hearings were also held the 
morning of October 8 in Worcester, the 
evening of October 8 in Springfield, and 
the morning of October 9 in Pittsfield. 

Although the total loss was greater 
last year than in 1927, there were fewer 
fires, according to the fire marshal’s re- 
port. The figures were 8,541 and 8,081, 
respectively. A total of 1,660 of the fires 
were blamed for careless smoking. 





LANSING HONORS C. B. SMITH 


The “home folks” in Lansing, Mich, 
and throughout Michigan rate Clyde B. 
Smith, Lansing agent, as a “good risk 
the same as does the National Associa- 
tion of Insurance Agents it was dis- 
closed in unmistakable fashion when 
the new leader of the nation’s agency 
forces was showered with congratu- 
lations and encomiums at a testimonial 
dinner at the Hotel Olds in Lansing. 
The affair was planned by the Lansing 
Association of Fire & Casualty Un- 
derwriters, whose president, Carl Trager, 
presided, but leaders in association 
activities throughout the state, together 


with company men, department off- 
cials, and other friends in the busi- 
ness participated most whole-heart- 
edly. As a_ representative of Mr. 


Smith’s fellow officers in the National 
Association, Percy Goodwin of San 
Diego, Cal., chairman of the executive 
committee, was present. The entire 
company numbered seventy, by far the 
largest gathering of the sort in |an- 
sing’s history and an outstanding com- 
mentary on Mr. Smith’s standing in the 
region where he is best known. 





SOUTHERN FIRE IN VERMONT 


The Southern Fire of New York has 
been licensed in Vermont for fire and 
allied lines. 
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FIRE PREVENTION ARTICLE 
Gibert Stetcher, N. J. Special Agent 
Calls Cigarettes and Matches the 
Flames of Industry 

Gilbert Stetcher, New Jersey special 
agent and chairman of the Fire Prevent- 
ion Committee of the Hudson County 
Safety Council, is the author of an in- 
teresting article entitled “Flames of In- 
dustry and How to Prevent Them” in 
the current issue of .“Jersey City”, the 
monthly publication of the Jersey City 
Chamber of Commerce. The article deals 
with fire prevention work and in part is 
as follows: 

“Perhaps the greatest amount of evil 
which may befall a country by reason 
of fire is the destruction of industrial 
properties, as this not only involves the 
buildings, machinery, and merchandise, 
and in many instances loss of life; but 
also causes unemployment, which is al- 
ways a great loss to any community. 

‘In the state of New Jersey the out- 
standing cause of fire in 1927 was match- 
es and cigarettes. In Hudson County, in- 
dustrial fires were caused by these and 
in addition by defective electric wiring, 
spontaneous combustion, flues and de- 
fective chimneys according to a report 
of the city’s fire department.” 

The author then dwells in length on 
practical precautions on the match and 
cigarette and sounds a warning on the 
gathering of rubbish and litter and ad- 
vises metal cans to be used, particularly 
in industrial plants. In conclusion he 
calls particular attention to defective 
wiring and its great dangers and the out- 
standing causes of fire through electricity 
may be traced to direct contact with 
flaming of glowing materials, application 
of a low degree of heat for a prolonged 
time, spontaneous ignition, explosion, 
electric sparks, friction and static electri- 
city. 





NORTHWESTERN’S CAPITAL 

Stockholders of the Northwestern Fire 
& Marine of Minneapolis have author- 
ized an increase in the capital stock from 
$500,000 to $1,000,000 and a reduction in 
the par value of the shares from $100 
to $10. Of the new stock, 10,000 shares 
have been sold to agents of company at 
$20 a share, or twice par, thus creating 
$100,000 capital and $100,000 surplus. 
The other 40,000 new shares are being 
sold to present stockholders at $15 a 
share. This new financing will create 
new surplus in all of $300,000 and give 
the company admitted assets of $3,000,- 
000. Since 1915 the company has had a 
contract with the Hartford Fire whereby 
the latter company automatically rein- 
Sures the liability of the Northwestern 
and ‘the Western company secures part 


of the Hartford’s fire and tornado busi- 
ness, 





N. C. TORNADO RATES CUT 
The Southern Tornado Insurance Con- 
ference has filed new rates which be- 
came effective October 1, which repre- 
Sent a reduction in the inland part of 
North Carolina ranging from 20 to 25% 
and in eighteen countries nearest the 
Seacoast amounting to 33%. Insurance 
Commissioner Dan C. Boney of North 
Carolina has been working for several 
Months to secure a cut in windstorm 
tates in his state, for the loss ratio 
as been only 15% on the average. 
Owever, as the state, like others in the 
outh, is liable to hurricanes, underwrit- 


ets objected for a while to any rate re- 
uctions, 





JOSEPH F. JUNIOR DEAD 


apc F, Junior, purchasing agent 
r manager of the supply department 
7 the Niagara, died last week in New 
York after a long illness. Funeral serv- 
<€s were held last week in Jamaica. 
the yeas ago Mr. Junior first joined 
le Niagara, leaving in 1914 to join the 
eens of Newark. In 1920 he re- 
— to the Niagara, remaining with 
at company to the present. 
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SYLVANIA’S BIG GAINS 

The Sylvania, which is under the man- 
agement of Corroon & Reynolds, Inc., 
reports a gain to stockholders for the 
first half of 1929 of $805,576, equivalent 
to $5.37 per share on the 150,000 shares 
of $10 par value stock outstanding, after 
provision for federal income taxes, as 
compared to $2.46 per share for the en- 
tire year 1928 on 150,000 shares outstand- 
ing at December 31, 1928, or $3.86 per 
share on the 95,833 shares which was 
the average number of shares outstand- 
ing during that year. 

Their statement of the company as of 
June 30 shows assets of $6,395,307, an 
increase of $1,067,524; premium reserve 
of $985,867.52, an increase of $311,668.96; 
voluntary reserve for contingencies, de- 
velopment and fluctuation in value of se- 
curities, $2,249,887, an increase of $680,- 
909 over the respective December 31, 
1928, figures. 





FULTON FIRE AGENTS 

The Fulton Fire, running mate of the 
Hanover, has appointed the following lo- 
cal agents in New York state, Maine, 
Massachusetts and New Jersey: 

Maine—W. J. Wheeler & Co., Inc., 
South Paris. 

Massachusetts——Humphrey & Covill, 
New Bedford; Henry M. Clark, Spring- 
field. 

New Jersey.—Clifford M. Matthews, 
Rockaway; Edward J. Harkens, Stelton. 

New York—A. A. Meyerhoff, New 
York City; Michael J. Collins, Glens 
Falls; Dolan & Conboy Agency, Inc., 
Utica; Frank C. Lyon, Cortland; Kolb 
& Maxey, Inc., Elmira; Mark M. Taber, 
Horseheads; Lester Fisher, Rochester; 
Frank A. Canfield & Co., Inc., Syracuse; 
Joseph Dahl, Brooklyn; K. A. Carroll, 
Mount Vernon; Alex Werner, Pelham 
Manor; E. D. Juber, Woodside. 
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$15,000,000.00 
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SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$42,729,3 18.71 


LOSSES PAID POLICY HOLDERS 


$204,088,888.03 


HOME OFFICE 
ONE LIBERTY STREET, NEW YORK CITY 
WESTERN DEPARTMENT 
310 South Michigan Avenue, Chicago, III. 
Cc. R. STREET, Vice-President 
PACIFIG DEPARTMENT 
233 Sansome Street, San Francisco, Cal. 
CLIFFORD CONLY, Manager. 


MARINE DEPARTMENT 


NEW YORK—Ww. H. McGee & Go., General Agents, 11 So. William Street 
SAN FRANCISCO—George L. West, Manager, 233 Sansome Street 
CHICAGO—Wam. H. McGee & Co., Gen’! Agts., Insurance Exchange Bldg. 


AGENCIES THROUGHOUT THE UNITED STATES AND CANADA 





AMER. EQUITABLE CAPITAL 





Stock Dividend of $500,000 Declared; 
Preferred Stock Redeemed; Capital 
Remains $2,000,000 
Directors of the American Equitable 
last Friday authorized a stock dividend 
of 100,000 shares of common stock of $5 


par value, increasing the total, stock from 
300,000 to 400,000 shares and also voted 
to retire the preferred stock on Octo- 
ber 15. Those entitled to the stock divi- 
dend will be shareholders of record at 
the opening of business on October 16. 
The directors also declared the regular 
quarterly dividend of 3714 cents a share 
on the common and also an extra divi- 
dend of 50 cents a share. These divi- 
dends are payable November 1 to share- 
holders of record at the close of busi- 
ness October 15. 

During the last three years the Ameri- 
can Equitable, which is operated under 
the management of Corroon & Reyn- 
olds, Inc., has made excellent progress, 
a stock dividend of $300,000, or 150%, 
having been paid to common stockhold- 
ers in December, 1927, increasing the 
common stock from $200,000 to $500,000. 
The capital of the company is now $2,- 
000,000, rights to purchase new stock 
having been offered in June, 1928. 





BUYS BUFFALO AGENCY 





Thomas F. Street Acquires Busi of 
Long, Schwartz & Co.; Has Large 
Office in Buffalo Also 


Thomas F. Street, an important local 
agent in Buffalo, N. Y., has purchased 
outright Long, Schwartz & Co., Inc, 
general insurance agency, and has leased 
for over five years offices in the new 
Rand building. These offices are newly 
furnished with modern equipment. 

Fred J. Street, son of T. F. Street, 
has assumed active management of these 
offices. Another son, Arthur T. Street, 
is in charge of the agency’s insurance 
business in its own building at 47 State 
street, Rochester, N. Y. Thomas F. 
Street will have supervision in full of 
both offices and all the financing, de- 
viding his time between Buffalo and 
Rochester. The Street offices represent 
high class companies and have fine fa- 
cilities for giving service in western New 
York state. . 








ROYAL BUYS REAL ESTATE 


The Royal is now reported in pos- 
session of ail the property on the block 
on which its home office in New York 
stands, the block being bounded on Wil- 
liam, Fulton, Ann and Gold streets. The 
company last week purchased the old 
twelve story building of the Irving Trust 
Co., on the west side of Gold street, 
through the 150 William Street Corpora- 
tion. This old bank structure occupies 
a frontage of 121 feet on Gold street, 
43.3 feet on Fulton street, and 60.10 feet 
on Ann street. Last July the Royal in- 
terests acquired the six story building 
at 87 Fulton street and 88 Ann street, 
adjoining its own nineteen story build- 
ing. The four story building at 85 Ful- 
ton street, owned for several years by 
George A. Williams, has also been sold. 
and according to report has been ac- 
quired by the Royal. 





HAVANA GENERAL AGENT HERE 


Andres de la Guardia of Havana, Cuba, 
general agent there for a number of fire 
insurance companies, is in New York 
visiting the home offices and getting ac- 
quainted with the methods of carrying 
on the insurance business here. Mr. de 
la Guardia is general agent of the Great 
American, Phoenix of Hartford and the 
Caledonian and is manager of the Na- 
tional Insurance Agency of Havana, 
which represents the Franklin Fire. 





FULTON FIRE IN CONN. 
The Fulton Fire, running mate of the 
Hanover, has been licensed to write fire 
and allied lines in Connecticut. 
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Rinman Sees Hopes 
For Franchise Clause 


REPORT TO UNION MEETING 
Speaks of Failure of Several Agreements 
in Last Year and Downward Trend 
of Marine Rates 


Axel Rinman, prominent Scandinavian 


marine underwriter and company 


cutive, spoke on several vital subjects in 


cxie- 


his presidential report at the recent con- 
vention in Vienna, Austria, of the Inter- 
Union. He 


said that the high hopes of the Baden- 


nataional Marine Insurance 


Baden conference of 1928 had not been 
wholly carried through and that several 
backward in the international re- 
lations of marine insurance had actually 
taken place. Particularly disappointing 
were the failures in connection with the 


Ste ps 


franchise, or deductible, agreement, the 
River Plate grain scale, the Australian 
wool scale and the Anglo-French hull 


agreement. Although none of these were 
Union measures Mr. Rinman stated that 
the Union and its member companies 
had stood to gain vastly had these ven- 
through successfully. He 
he still had hopes for the 
agreement but considered it 
questionable whether the proposed mini- 
mum of $500 as a basis of value would 
not have to be modified. é 

With reference to hull and cargo pre- 
mium rates Mr. Rinman said point-blank 
that “there can be no doubt in the mind 
of any underwriter present at this meet- 
ing that rates must be increased both 
for hull and cargo, and yet, especially 
in respect to cargo, the rates are steadily 
voing down.” 


tures gone 
stated that 
franchis¢ 


The Franchise Agreement 


inevitable that Mr. Rinman 
should deal with the comparatively re- 
cent failure of the projected franchise 
agreement in his speech. He said that 
it would be remembered that the project 
originated in London on the initiative 
of H. M. Merriman, the idea being to 
free underwriters, within reasonable lim- 
its from many irritating petty claims 
which are becoming more and more bur- 
densome in all markets. For this reason 
it was found necessary not only to do 
away with the “Average Irrespective of 
Percentage Clause,” but, over and_ be- 
yond that, to fix a franchise high enough 
to prove really effective, and negotiations 
on this basis were altogether successful 
in the entire British market, inasmuch 
as the franchise agreement was adopted 
in all quarters, including Lloyd’s, but 
subject to a world-wide and watertight 
adhesion. 

Mr. Rinman continued: 

“Before going further, let me point out 
that according to the British proposal 
other national markets were neither 
called upon, nor even expected to, adopt 
the exact wording of the franchise agree- 
ment as framed in London, whereas it 
was made clear that no essential diver- 
gency as regards the proposed minimum 
value of $500 could be consented to.” ° 

In this sentence Mr. Rinman appears 
to have expressed the exact intention of 
the proposal, and to have indicated the 
rock on which it was wrecked, and it 
is hardly necessary to point out that this 
question of a minimum value was abso- 
lutely essential to the success of the 
proposed agreement, and that had any 
provision for substantial divergencies in 
this respect been countenanced, the proj- 
ect might just as well have been dropped 
at the outset. 

However this may be, Mr. Rinman 
went on to say that in order to obtain 
world-wide and watertight adhesion to 
the project it was deemed expedient to 


It was 


ascertain whether the Union would sup- 
port the scheme by undertaking the nec- 
essary, negotiations with Continental 
markets, and eventually the Union un- 
dertook investigations with a view to 
discovering whether it would be possible 
to adopt a franchise agreement based 
on the British proposal. These investi- 
gations, which were completed just prior 
to the Baden-Baden Conference of last 
year, indicated that the principle of the 
scheme met with sympathy in wide cir- 
cles, although a few centers or individu- 
al companies either refused to join, or 
else opposed the high minimum of $500 
as a basis of the franchise value, while 
in some cases no immediate decision was 
given. 

It was voted to hold the 1930 annual 
convention in France. 





EFFECTS OF NEW AUTO LAW 


America Fore Group Finds That N. Y. 
Safety-Responsibility Act Has Not 
Aided Fire-Theft Covers 


The new automobile safety-responsibil- 
ity law which became effective in New 
York state on September 1 has not yet 
had any material influence in adding to 
the volume of the fire companies’ insur- 
ance coverage, according to an investi- 
gation made by the America Fore Group 
This is so, it is believed, because wealthy 
owners of pleasure cars and the oper- 
ators of commercial automobiles, classes 
which make a prattice of protecting 
themselves against financial damage from 
contingencies of all kinds, were already 
insured prior to the first of last month. 
Most of the other owners are still tak- 
ing a chance on insurable risks. 

It is estimated today that only about 
30% of the automobile and motor trucks 
in use are insured against fire and theft, 
a form of coverage which costs much 
less than liability protection. With re- 
spect to collision insurance it is re- 
ported that only 24%4% of the owners 
of passenger cars carry insurance. The 
percentage of commercial vehicles on 
which collision insurance has been writ- 
ten is much larger than the ratio for 
the pleasure cars, although no exact fig- 
ures are available. 

The reason for the comparatively high 
ratio of fire and theft coverage is found 
in the fact that cach year nearly 60% 
of the. new automobiles distributed are 
sold on the partial payment plan and 
the finance companies insist upon being 
protected against these two risks. After 
the cars are paid for the period of in- 
stalments averaging about ten months 
many fire and theft policies are not re- 
newed, 


Selling Instalment Insurance 


To Cover Financed Merchandise 
By A. G. HANCOCK, 


Manager, Instalment Insurance Division, Marine Dep’t, Home Insurance Co, 


This form of policy is desirable for 
cases where merchandise is sold under 
the instalment or deferred payment plan, 
and protects the seller’s equity until the 
merchandise sold is fully paid for and 
the seller’s interest ceases. In some in- 
stances the interest of the purchaser may 
be included where household merchan- 
dise is insured. In all instances the 
policy continues to cover merchandise 
wherever it may be taken by the pur- 
chaser so long as the title for the mer- 
chandise remains vested in the seller. 

The plan of operation follows some- 
what the general lines of registered mail 
insurance. An open policy is issued to 
the dealer in the merchandise and he is 
furnished with entry blanks to be used 
in making reports to the company of 
sales effected. When a sale is made the 
dealer fills out one of these entry blanks 
to show the name and address of the 
purchaser, the class of merchandise sold, 
the amount of insurance desired and the 
length of time the insurance is to be 
in force. The complete entry blank is 
then mailed by the assured, i. e., the 
dealer, direct to the company. 


Extent of Coverage 


The policy attaches when the entry 
blank is mailed and covers from the 
time the merchandise leaves the prem- 
ises of the assured until it is fully paid 
for, or the merchandise is returned, or 
the entry expires, whichever of these 
three contingencies may first occur. If 
the merchandise is returned or is fully 





paid- for before the entry expires, the 
entry may be canceled at short rate upon 
notification to the company of the entry 
(or a release therefor). 

Other forms are now prepared for use 
—known as “annual form,” “monthly re. 
porting form,” also “unpaid — balance 
forms.” 

Bills for premiums due are rendered 
monthly by the company direct to the 
assured, i. e., the dealer. Each quarter 
a statement of entries reported and pre- 
miums collected is mailed to the agent 


with a check for the commission due 
thereon. 
Instalment insurance can be written 


on substantially every kind of merchap- 
dise sold on deferred payments. Mer- 
chandise sent out on approval or for 
rental can also be covered under this 
form of policy, the only difference being 
that the entry blanks are made out for 
the actual value of the merchandise or 
the dealer’s price for the goods. 

The rates are based upon an average 
of the published fire rates for contents 
for any particular type of building in 
the territory in which the merchandise 
is sold. In order to arrive at the proper 
average rate an analysis blank, provided 
for the purpose, is made up by the agent 
giving details as to type of buildings 
and published fire rates in the particv- 
lar section concerned. From this analy- 
sis the specific rate for the specific pol- 
icy is worked out at the home office 
(This article is republished from “News 
From Home.”) 


—————————————————— 





ATTEND UNION MEETING 





American Interests Well-Represented 
at Vienna Marine Convention; S. D. 
McComb Among Those There 

American marine insurance interests 
were represented at the recent conven- 
tion at Vienna of the International Ma- 
rine Insurance Union by the following 
Americans or European agents. of 
American companies: 

Samuel D. McComb, head of the Ma- 
rine Office of America, representing the 
Glens Falls; E. Frenkel of Frenkel & 
Co., New York; G. P. Frenkel of the 
same firm; H. L’Estrange Malone of 
London, and his underwriter, H. H. Rob- 
erts, who act for seven American com- 
panies, including the Globe & Rutgers, 
Insurance Company of the State of 
Pennsylvania, Agricultural, Hamilton, 
Camden Fire, Security of New Haven 
and Lloyds Casualty; H. Gaede, Ham- 
burg marine general agent of the Home 
of New York and fire agent of the same 
company; H. F. Mutzenbecher and H. 
W. Mutzenbecher, who represent the 
Home for fire business and the National 





APPLETON & COX, Inc. 
8 South William Street, New York 





AUTOMOBILE INSURANCE 


United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $6,871,180.46 
Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $10,841,544.57 
Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,388,613.59 
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Fire of Hartford for marine lines in 
Germany through their general agency; 
O. Thieme of Hamburg, European man- 
ager of the Rossia of Hartford, and Patl 
Wolf, marine general agent of the Greal 
American at Hamburg. 

B. C. Sienkevitch was there represent 
ing the American International Under 
writers of New York. 

The Glens Falls, National of Hartforl 
and the Rossia are members of the Ma 
rine Union. 


MERGES MARINE OFFICES _ 
The Home of New York has consoli- 
dated the marine branch offices at Chi 
cago and St. Louis with headquarters 
at Chicago. Marine Manager William 
B. Blewitt will be in charge, his offices 
being in the Insurance Exchange build- 
ing. He will have jurisdiction over Ar 
kansas, Illinois, Indiana, Iowa, Kansas 
Kentucky, Michigan, Missouri, Minne- 
sota, Nebraska, North Dakota, Ohi. 
Oklahoma, South Dakota, central Tet 
nessee and Wisconsin. The St. Low 
office will be continued as a service o 
fice under Marine Special Agent James 
B. Thomas, with headquarters in te 
Pierce building. 





RULING ON AUTO COVERS | 
The Illinois attorney general has 
formed the insurance department of that 
state that fire insurance companies wit 
ing automobile coverage are not per 
mitted to insure the liability or casualty 
hazards, even though the casualty 1s** 
are to be reinsured immediately 1 ° 
company permitted to write such lines 
Such reinsurance arrangements do 1 
legalize the handling of a line which ™ 
original writing company is not perme 
ted to cover under the laws of the state 


SELECTED RISKS STARTS 
The Selected Risks Fire Insurance C 
of New Jersey, which was formerly # 
mutual company, has been licensed to ® 
business. The capital of the compat 





is given as $100,000 and a surplus : 
$50,000. The home office of the compa” 
is located at Washington, N. J 
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Wide Range Of Topics 
Before Casualty Ad Men 


LIVELY CLEVELAND SESSIONS 





Feel Companies Shouldn’t Stress Insur- 
ance As One Best Answer To New 
Responsibility Laws’ Requirements 


It was the opinion of the casualty ad- 
vertising managers this week in their 
group meeting at the Cleveland Adver- 
tising Conference that casualty compa- 
nies, in capitalizing on the new automo- 
bile financial responsibility laws which 
have been adopted in several states as 
substitutes for compulsory insurance, 
should step gently in emphasizing the 
fact that insurance is the one best an- 
swer to the laws’ requirements. 

It was pointed out that the Ameri- 
can Automobile Association and other 
similar organizations are behind the fi- 
nancial responsibility laws and that if 
the companies emphasized insurance too 
much it would appear that they were 
being favored. Emphasis was placed on 
the fact that the companies must main- 
tain not only the good will of the auto- 
mobile men but the insurance commis- 
sioners as well and that under no cir- 
cumstances should it be made to appear 
that the financial responsibility laws were 
passed for the especial benefit of the 
companies. It was declared that the 
companies should not take too much for 
granted. 

Value of Direct Mail Featured 

Much of the discussion centered upon 
the value of direct by mail solicitation 
and selling. It developed that the rep- 
resentatives of the mutual companies are 
using direct mail for actual selling while 
the stock company men are using it in 
developing business for their own agents. 

K. W. Pfiffner, secretary of the Hard- 
ware Mutual Casualty of Stevens Point, 
Wis, declared that it is difficult to get 
his company’s salesmen to follow up the 
direct mail leads. His direct by mail let- 
ters result in returns of 2%- of those 
solicited and that applications for in- 
surance are received from 35% of those 
replying. 

Mr. Pfiffner warned the casualty men 
that the post office department is con- 
sidering the withdrawal of the business 
teply envelopes and cards on which post- 
age is paid when returned to the origi- 
nal sender, and urged the casualty men 
'o file protests. This brought out a pro- 
longed discussion on the value of the 
teply cards, some holding that their re- 
ttrns under the plan were no better 
than under the old method where the 
sender paid his own postage. However, 
some contended that their percentage of 
replies under the new plan had shown 
a favorable increase. 

Successful Standard Accident Drives 
Reports of two special business de- 
velopment campaigns conducted among 
‘sents of the Standard Accident by this 
‘ompany’s advertising department and 
4 survey on which one of the cam- 

haigns was based were made by Robert 
i =. assistant advertising manager. 
MT, Walker said that the first of the 
Paigns was conducted during Octo- 


cam 

| 

” . 
et, November and December, 1928, with 


Arbitration Plan For 
Surety Ass’n Members 


STODDARD PHILA. ARBITRATOR 





Annual Meeting Brings Out Plenty of 
Talk on Non-Conference Companies 
But No Definite Action 
Surety Association of America mem- 
bers put in a full day of activity on 
Wednesday at the annual meeting of this 
organization at the Hotel Astor, New 
York. The most important action taken 
was the decision to employ arbitration 
for the violation of Surety Association 
rules and so far as Philadelphia and vi- 
cinity was concerned, to appoint: Col. 
Francis R. Stoddard, former superinten- 
dent of insurance of New York. as ‘*+ 
arbitrator. Col. Stoddard will start this 

work immediately. 

The plan of arbitration will be coun- 
try-wide and it was hailed by those pres- 
ent as a long needed step in the rioht 
direction. It is expected that offending 
companies will be brought into line so 
effectively that rate violations will be 
few and far between. 

The Philadelphia situation which is 
now in Col. Stoddard’s hands for cor- 
rection has been a sore spot for several 
months. The rate cutting has been 
chiefly in contract bonds and one confer- 
ence company is known to be an of- 
fender. Col. Stoddard was selected he- 
cause he had made such a good job as 
surety acquisition cost arbitrator in New 
York City where conditions are now de- 
clared to be better than ever before. 
There will be no conflict between his 
two posts. 


No Decision on Contract Bond Rate 


Considerable discussion also centered 
around the activities of non-conference 
companies but no decision was rendered 
as to whether the contract bond rate of 
144% should be reduced. 

The remarks of F. J. O’Neill, president, 
Royal Indemnity, at White Sulphur 
Springs last week on this subject should 
be recalled. He said in substance: “In 
the past the ruling price on contract 
bonds was 1% but it was found neces- 
sary to increase. the rate to 14% be- 
cause some companies found that at the 
1% rate their premium income was not 
sufficient. Since the increase the com- 
panics have been successful in this line. 

“Contract bonds cannot be written 
with a profit at 1% although it is well 
known that outsiders are scouting for 
the best contract business at 1%. One 
company especially has built up quite a 
business because it has selected its con- 
tractors with care and given them the 
lower rate. This competition is insidi- 
ous and steps should be taken to put a 
stop to it.” 

The chairman of Wednesday’s meet- 
ing was Col. R. F. Proctor of the Mary- 
land Casualty. New members admitted 
were the Nevada Surety & Bonding Co., 
Concord Casualty & Surety, and Inde- 
pendent Bonding of Newark. 

R. R. Gilkey, secretary-treasurer, was 
re-elected and appreciation shown for 
his untiring efforts during the year. The 
terms of office of the United States -F. 


























NATIONAL BUREAU MEETING 


Executive Committee in 2-Day Session; 
Boiler Dep’t Merger Plan Passed 
Along to Companies 
The executive committee members of 
the National of Casualty & 
Surety Underwriters gathered at the 1 
Park avenue offices on Wednesday and 
Thursday to make further progress in 


Bureau 


carrying out the bureau’s reorganization 
program. 


Among the items on the azenda was 
the suggestion from the committee han- 
dling the boiler department merger that 
the National Bureau give approva' to 
the Boiler & Engineering Service Bu- 
reau’s proposal to furnish the Employers’ 
Liability and General Accident, service 
bureau members but not National Bu- 
reau. members, with rates, rules and 
forms at a reasonable fee. If the Na- 
tional Bureau will accept this proposal 
the Boiler Service Bureau is agreeable 
to the long talked about merger. As the 
matter now stands it is up to the indi- 
vidual member companies of the Na- 
tional Bureau to indicate their approval 
of this plan. 

Another matter that has been given 
some thought this week was the feasi- 
bility of National Bureau companies 
meeting the rates and concessions of the 
Employers’ Liability and General Acci- 
dent, both non-members. This would be 
a competitive measure and whether the 
bureau as a body is ready to make such 
a move remains to be seen. The senti- 
ment is strong for it in some quarters. 

There was no action taken at the 
meeting on the appointment of a general 
manager. The New York Casualty was 
admitted into full membership. 





ENTERS TWO STATES 


The Federal Surety has been licensed 
in the states of Oregon and Virginia. 





George A. Miller, insurance editor of 
the New York “Evening Post,” is in a 
hospital at Bronxville, N. Y., seriously 
ill following an operation for appendicitis. 


New Amsterdam Casualty having ex- 
pired as members of the executive com- 
mittee, the following were elected for a 
two-year term to take their place: Mary- 
land Casualty, Globe Indemnity and 


CANADIAN COMMISSION HERE 





Commission of Ontario Province Study- 
ing Reasonableness of Motor Car 
Premium Rates 
Prominent Canadians here this week 
and in Albany in pursuit of information 
in their inquiry as to the reasonable- 
ness of car insurance rates in Ontario 
were Hon. Justice Frank E. Hodgins, 
the royal commissioner appointed by the 
government of Ontario for the inquiry; 
R. Leighton Foster, counsel for Prov- 
ince of Ontario in the inquiry; Ernest 
M. Lee, secretary of the commission; 
V. Evan Gray, counsel for the Canadian 
Auto Underwriters’ Association, and 
John B. Laidlaw, president of the asso- 
ciation. Also, W. C. Coo, official re- 
porter. With Harwood E. Ryan, actuary 
for the commission, the Canadians spent 
some time in the Insurance Department, 
both in Albany and here, conferring late 
in the week with F. Robertson Jones, 
general manager, Association of Casualtv 
& Surety Executives, and Albert W. 
Whitney and L. L. Hall, respectively 
acting manager and secretary-treasurer 
of the National Bureau of Casualty & 
Surety Underwriters. They will visit 

other American cities. 





DISCUSS BAY STATE SITUATION 





Nat'l Agency Committee Sees Readjust- 
ment in Commissions Necessary; 
Committee Appointed 
The new rate schedule in Massachu- 
setts for 1930 under the compulsory law 
and the commissions to agents in con- 
nection with it was the principal topic 
of discussion at the National Agency 
Committee meeting on Tuesday at the 
National Bureau offices. Since there are 
to be eight zones in the Bay State next 
year instead of five as formerly, a re- 
adjustment of the commission scale is 

made necessary. 

A committee of five companies was 
appointed composed of the Employers’ 
Liability, Hartford Accident, Travelers, 
United States F. & G. and Massachusetts 
Bonding, to confer with a committee of 
Massachusetts agents on the situation. 
It is also expected that a meeting of the 
Conference on Acquisition and Fietd Su- 
pervision Cost for Casualty Insurance 
will be called for next week to give its 
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Nat’l Surety Offers 

Aid To Wall St. Houses 
TO END THEFT OF SECURITIES 
Company Has ‘Supplied Reliable Messen- 


gers to 223 Firms; Joyce and Murphy 
Describe Scope of This Service 





Determined to do its part in eradicat- 
ing from the New York financial district 
the stealing of securities, the National 
Surety has embarked upon a program 
which is hoped to rectify immediately 
the procedure in the transfer of negoti- 
able bonds and stocks from one institu- 
tion to another. A discussion on the 
situation featured the luncheon meeting 
last week of the Alert Club, composed 
of officers and department heads of the 
National. The speaker was T. D. Mur- 
phy, who is head of the messenger de- 
partment, and following his description 
of the department’s activity William B. 
Joyce, chairman of the board, said ‘that 
he and Mr. Murphy had been in confer- 
ence recently with the insurance com- 
mittee of the New York Stock Exchange 
and that before many days stock ex- 
change houses would be using a thousand 


or more of the bonded messengers sup- 
plied by the National Surety. 
Critical of Boy Messengers 

Chairman Joyce vigorously scored the 
practice of permitting boys to carry ne- 
notiable securities, saying that it was 
not only a temptation to the boy runners 
but a bad and loose business practice. 
Referring to the recent Hiscoe & Co. 
loss, in which the National Surety paid 
a $300,000 claim thirty seconds after the 
investment house had _ presented it. 
Chairman Joyce said that the boy had 
undoubtedly been planted there by 
trained criminals so that he could wait 
his chance for a big haul. He added: 

“Whether there is a school of crime 
in this city, as has been suggested, I 
am unprepared to admit. But certain 
it is there is some very great evil in- 
fluence at work in this community. For 
years we have taken the lead in ex- 
terminating the menacing influence in 
the financial district, having expended a 
very large sum in reducing this kind of 
loss. However, new ways are constant- 
ly being found to steal money. We will 
put forth continual efforts, however, on 
our part.” 


Care in Obtaining Messengers 
Mr. Murphy in his talk stressed the 
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care with which messengers are em- 
ployed by the National Surety. There 
are now between four and five hundred 
of them in the company’s service at this 
time, largely recruited from the rail- 
road service. The idea is to secure the 
railroad’s permission to lend these men 
during their off hours from their jobs. It 
is significant that no messenger has been 
convicted of dishonesty while only a few 
have been dismissed for reprehensible 
conduct. 


After a searching investigation of the 
messenger’s business and personal affairs 
and his past record of employment by 
Mr. Murphy, the man’s record is turned 
over to the investigation department of 
the National Surety which gives it a 
second check. This being satisfactory, 
the messenger is employed and is sent 
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out for a try-out with an experienced 
messenger. 

Mr. Murphy spoke of the very friend- 
ly relations between the Natiodna! and 
the railroad companies, pointing out that 
the following railroads had _ furnished 
men: New York Central, D. L. & W, 
Hudson & Manhattan R. R., Interbor- 
ough, Central Railroad of N. J.; also 
the post office, New York Fire Depart- 
ment and railroad mail department. 


Department Started in January, 1925 


It was in January, 1925, that the bond- 
ed messenger department started for the 
purpose of supplying more dependable 
messengers to investment houses in the 
financial district. J. B. Stewart, a for- 
mer railway official sponsored by P. E. 
Crowley, president, New York Central, 
was chosen as its organizer and mana- 
ger. Mr. Murphy was its second man- 
ager. The first order was received on 
February 4 of that year from J. & W. 
Seligman, investment house. At present 
223 patrons are served and Mr. Murphy 
pointed out that the company is con- 
tinuously receiving letters of  satisfac- 
tion from the employers of its messen- 
gers. 

The speaker reviewed the procedure 
of acquainting an investment house with 
the messenger it is employing; how he 
personally has a conference with the 
head of the firm, and goes over the mes- 
senger’s record, the reaction being that 
the investment firm is at first surprised 
and then deeply appreciative of the pains 
taken by the National Surety to furnish 
them with such detailed information. 

The week following the R: V. Hiscoe 
& Co. affair showed a considerable in- 
crease in the number of men sent out. 
Mr. Murphy said. There were 136 and 
the next week there were 213 men, giv- 
ing substantial evidence that the stock 
exchange firms are becoming more in- 
terested in men messengers rather. than 
in boys. Hiscoe & Co., for example, em- 
ployed four men the, week following the 
robbery. 

Before closing his talk Mr. Murphy 
injected a word of praise for railroad 
men, emphasizing that their outstanding 
qualities are loyalty, respect for author 
ity and respect for discipline. He him 
self was in the railroad business for 
fifty-four years and during the war was 
in charge of shipping troops in and ott 
of Hoboken. At the close of the wat 
he received at Camp Merritt more that 
a million incoming troops. 

Among the outside guests at the af 
fair were Franklin C. Brown of Red- 
mond & Co. New York investment 
house, who had many complimentary 
things to say about Chairman Joyce, am 
Charles Saylor, National representative 
at Los Angeles. Lyle Sands, superinten 
dent of the blanket bond department, 
was the toastmaster. 





J, B. ROSS APPOINTMENT 


The Equitable Casualty & Surety has 
appointed James B. Ross of New Or- 
leans as its general agent in Louisiana 
and Mississippi. Mr. Ross, for twenty 
years in the business, is highlv regard: 
ed in Southwest casualty territory 2" 
has a well developed agency plant 6ov 
ering both states. ; 

Eugene Sheehan, formerly with the 
Maryland Casualty and for the past five 
years with the Ross agency, is manage’ 
of its casualty and surety depar'ment. 





GETS CALIFORNIA LICENSE 
The Standard Surety & Casualty has 
been licensed in California, making the 
ty-seven states in which the company ® 
entered. 
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Centralization Needed 
In Coal Compensation 


COL. DEANS TALKS AT BUFFALO 





Member of Virginia Industrial Commis- 
sion Tells of Insurance Companies’ 
Experiences With Mines 





Problems arising out of coal mine com- 
pensation coverage will be solved in 
great measure if there be a lessening 
of the acquisition cost and a centraliza- 
tion of functions making up the carriers’ 
cost together with an efficiency safety 
program put into effect by employers, 
thereby decreasing the resulting pure 
premium, in the opinion of Col. Parke 
P. Deans, member of the Virginia In- 
dustrial Commission. In a paper read 
last week before the meeting of the In- 
ternational Association of Industrial Ac- 
cident Boards and Commissions held in 
Buffalo, he reached this conclusion based 
on experience Virginia has had with the 
problem. 

Reviewing Virginia’s experience, he re- 
cited how a critical situation was reached 
in 1926 regarding compensation for coal 
mines which resulted in one company 
taking over the business of the insured 
group at a base rate of experienced- 
rated companies of $5.75. The rate after 
the lapse of three years remains the 
same. 

“The scheme,” said Col. Deans, “seems 
to be working fairly well. Our soft coal 
production is confined to five counties 
situated in the southwestern corner of 
the state. On account of this and hav- 
ing all the business, the carrier main- 
tains claim, engineer and inspection de- 
partment headquarters in: the center of 
the field. The results are an economical 
administration as well as an efficient 
one: Investigation and settlement of 
claims can be handled expeditiously and 
the mine ‘inspection work and safety 
work requirements can be more closely 
checked at a minimum of overhead cost. 

By the constant contact: of the carrier 

representatives with the plant manage- 

ment and employes a better feeling ex- 
ists and safety work has a better chance 
to be properly advanced. 

Issue Accident Reports 


“We issue about twelve reports a year 
‘o the employers of the coal industry, 
showing the frequency of lost-time acci- 
dents to the tons of coal produced and 
include in the reports individual mine 
comparisons. Also every year we prom- 
ulgate reports showing the cause, na- 
ture, extent and cost of accidents. A 
coal operators’ association which is thor- 
oughly co-operative with our commis- 
sion has been organized by the operators 
for the advancement of the industry. 
For this association we prepare a de- 
failed report of the coal mine accident 
experience. We take some pride in the 
act that the association considers such 
report of sufficient value to be used as a 
basis of a yearly study, comprising thir- 
teen tables and covering fifteen or more 
Pages, 

“In Virginia, from the standpoint of 
loss costs, the matter of medical ex- 
Pense in coal mine cases forms approxi- 
mately 20% of the loss under the com- 
Pensation act, whereas in the other than 
Coal groups it is approximately 40%. 

Use Virginia Experience Only 

“In rate making the Virginia field 
stands on its own feet. That is, in mak- 
‘ng our rate only the Virginia loss ex- 
Perience is used. The experience of our 
‘elf insurers is not considered in rate 
making processes. Our self insurers are 
mostly the larger companies and their 
erage accident experience is better 
than that of the insured group. The self 


"sured companies are at present pro- 
ucing more than three-fourths of our 
‘oal tonnage. Virginia now requires in- 
aa annual policy reports from the 
‘triers of the insured group. Compen- 
On cases are listed individually in 
Se reports and checked against the 
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Compulsory Liability 
Suggested For London 


CONCERNS THIRD PARTY RISKS 





Traffic Committee Asks For Introduction 
of Legislation To Give Effect To 
Suggestions Made 





Compulsory liability insurance against 
third party risks has popped up again in 
London, appearing in the report of the 
London and Home Counties Traffic Ad- 
visory Committee on street accidents, 
which has just been published there. In 
speaking of the fact that much of the 
dealings with traffic problems must be 
national in scope, the report states: 

“To give effect to such of our rec- 
ommendations as relate to the institu- 
tion of compulsory insurance against 
third party risks legislation would have 
to be introduced. The same applies to 
our recommendations on subjects which 
are covered by the draft road traffic bill 
and which may be amplified or modified 
as a result of the recommendations of 
the Royal Commission on Transport. It 
is also clear that the matters dealt with 
in the recent report of the Departmental 
Committee on Traffic Noises and Cross- 
Road Dangers are matters of national 
concern. In other respects, however, the 
problem is undoubtedly a local one, and 
we therefore always have due regard to 
the question of the safety of the streets 
as distinct from the question of traffic 
convenience in our recommendations, 
whether as regards regulations to be 
made for the improvement of traffic con- 
ditions, as regards road improvements, 
or otherwise.” 

The committee believes that the prin- 
cipal means for reducing the number of 
street accidents lies in the direction of 
educating the public, that is, drivers as 
well as nedestrians. “What is wanted,” 
they add. “is extensive and sustained 
propaganda work such as is done for 
political purposes or the sale of commo- 
dities. and funds should be provided to 
enable an intensive campaign, which the 
gravity of the present position calls for. 
to be conducted for the education and 
warning of all classes of road users by 
means of lectures. which should be 
broadcast, films, leaflets, etc.” 


CHANGE FOR J. H. DODGE 





Becomes Assistant Bonding Manager for 
Constitution Indemnity: Resigns In- 
dependence Indemnity Post 

T. H. Dodge has joined the home office 
staff of the Constitution Indemnity as 
assistant manager of its bonding depart- 
ment. having resigned a similar post with 
the Independence Indemnity. 

A native of Boston. Mr. Dodge had his 
first contact with the insurance business 
in John C. Paige & Co.. and from this 
agency he went to the home office. of 
Massachusetts Bonding in its judicial de- 
partment. He was subsequently engaged 
with several well known surety compa- 
nies and general agents in Chicago and 
Kansas Citv. and came to Philadelphia 
with the Indemnity Insurance Co. of 
North America as underwriter of iudi- 
cial. bankers blanket and depository 
bonds. 





NEW AGENTS FOR BANKERS 

The Bankers Indemnity has anpointed 
Edwin V. Ross as its agent at Norwich, 
Conn., John J. Bosworth, health and ac- 
cident. at New Haven. and Harry Spen- 
cer Vickery at New London. 








records of the industrial commission so 
that there can be no question of the 
amounts which make up the pure premi- 
ums. Whether an improved method of 
rate making is feasible which will give 
the carrier the reasonable profit which 
he has a right to expect and at the same 
time result in a lower base rate, I am 
unable to say.” 


G. W. Donnan V.-P. Of 
Consolidated Indemnity 


HANDLING CASUALTY BUSINESS 





Resigns Bankers Indemnity Post; Once 
Chief Casualty-Surety Examiner of 
New Jersey Department 





George W. Donnan has resigned as 
assistant secretary of the Bankers In- 
demnity of Newark to join the Consoli- 
dated Indemnity & Insurance Co. as its 
vice-president in charge of the organi- 
zation and development of liability and 
casualty operations throughout the coun- 
try. 

Mr. Donnan comes to the Consolidated 
with fifteen years of varied experience 
in the casualty and bonding business. 
He was first associated with the late 
Senator Blauvelt in the Employers’ Mu- 
tual and thereafter became successively 
a branch manager of that company, su- 
perintendent of the Phenix Indemnity 
and Norwich Union, vice-president of 
the General Casualty & Surety in charge 
of bonding, and assistant secretary of 
the Bankers’ Indemnity. He was also 
with the National Surety. 

Mr. Donnan’s background for his new 
post includes some valuable training as 
chief examiner of casualty and surety 
companies in the New Jersey Denart- 
ment of Banking and Insurance. He is 
regarded as a seasoned underwriter, pos- 
essing at the same time both claims and 
agency department training. 








STATEMENT OF THE OWNERSHIP. MAN- 
AGEMENT. CIRCULATION. ETC... RE- 
QUIRED BY THE ACT OF CONGRESS OF 
AUGUST 24, 1912, 

Of The Fastern Underwriter published weekly 

at New York, N. Y., for October 1, 1929. 

State of New York ? 

County of New York § 8%-: 

Before me, a Notary Public in and for the 
State and county aforesaid, personally appeared 
W. L. Hadlev, who, having heen duly sworn 
according to law, deposes and says that he is 
the business manager of The Eastern Under- 


. writer and that the following is, to the hest of 


his knowledge and belief. a true statement of 
the ownership, management (and if a daily pa- 
per, the circulation), etc., of the aforesaid pub- 
lication for the date shown in the above cap- 
tion, required by the Act of August 24, 1912, 
embodied in section 411, Postal Laws and Regu- 
lations, printed on the reverse of this form, 
to wit: 

1. That the names and addresses of the 
publisher, editor, managing editor, and business 
managers are: 


Publisher, The Eastern Underwriter Company, 
110 Fulton Street, New York, N. Y. 

Editor, Clarence Axman, 25 East 86th Street. 
ew York, N. Y. 

Managing Editor. Terome 
Court, Brooklyn, N. Y. 

Business Manager, W. L. Hadley, 1111 Put- 
nam Avenue, Plainfield, N. J. 
- 2. That the owner is: (If owned 5y a corpo- 
ration. its name and address must be stated 
and also immediately thereunder the names and 
addresses of stockholders owning or holding one 
per cent. or more of total amount of stock. 
If not owned by a corporation, the names and 
addresses of the individual owners must be 
given. If owned by a firm, company, or other 
unincorporated concern, its name and address, 
as well as those of each individual member, 
must be given.) 

The Eastern Underwriter Company, 110 Fulton 
Street, New York, N. Y. 


Cootente Aa 25 East 86th Street, New 


Philp, 19 Grace 


ork, N. Y. 
W. L. Hadley, 1111 Putnam Avenue, Plain- 
field, N. J. 


3. That the known bondholders, mortgagees, 
and other security holders owning or holding 1 


per cent. or more of total amount of bonds, 
mortgages, or other securities are: None. 


4. That the two paragraphs next above, giv- 
ing the names of the owners, stockholders, and 
security holders, if any, contain not only the 
list of stockholders and security holders as they 
appear upon the books of the company but 
also, in cases where the stockholder or security 
holder appears upon the books of the company 
as trustee or in any other fiduciary relation, 
the name of the person or corporation for 
whom such trustee is acting, is given; also 
that the said two paragraphs contain statements 
embracing affiant’s full knowledge and belief 


. as to the circumstances and conditions under 


which stockholders and security holders who 
do not appear upon the books of the compary 
as trustees, hold stock and securities in a ca- 
pacity other than that of a bona fide owner; 
and this affiant has no reason to believe that 
any person, association, or corporation has any 
interest direct or indirect in the said stock, 
gg or other securities than as so stated by 

im. 

5. That the average number of copies of each 
issue of this publication sold or distributed, 
through the mails or otherwise, to paid sub- 
scribers during the six months preceding the 
date shown above is. (This information is re- 
quired from daily publications only.) 

The Eastern Underwriter Company, 
W. L. Hadley, Business Manager. 

Sworn to and subscribed before me this 18th 
day of September, 1929. 

(Seal) Harry H. Cornwall. 

Notary Public, Kings Co. No. 440. 

Kings Co. Register’s No. 1043. 


New York Co. Register’s No. 1022. 
New York Co. Clerk’s No. 45. 
Commission expires March 30, 1931. 
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Cut Raters Defended 
As Surety Ass’n Meets 


WRITE ONLY 19% OF BUSINESS 


One Executive Takes Exception to 
Viewpoint That They Should Be 
Eliminated; His Comments 

Activities of 
companies were very much in the lime- 
light this week both at the Surety As- 
sociation annual meeting on Wednes- 
day and in company offices. To those 
who attended the White Sulphur Springs 
gathering last week it was a continuation 
of the discussion started down there 
when F. J. O'Neill, president, Royal In- 
demnity, indicated in his talk as presi- 
dent of the International Association 
that the Royal would stand by the Sure- 
ty Association in whatever action it 
took against rate cutters. 

In the midst of the excitement this 
week a prominent executive who has 
seen nearly thirty years’ service in both 
the home office and field took the occa- 
sion to defend the non-conference com- 
panies and to emphasize that they are 
a necessity in the business. The East- 
ern Underwriter is publishing his views 
as follows: 


non-conference surety 


Believes Outside Competition Beneficial 

Recent pronouncements of company 
and conference officials have emphasized 
what appears to be growing competition 
on the part of mutual and other cut rate 
insurance carriers. In some instances 
these pronouncements indicate that steps 
are to be taken by the conference com- 
panies, acting through their various or- 
ganizations, to meet and, if possible, de- 
feat the activities of those who write at 
lesser rates. 

Out of keen and intelligent competi- 
tion for business progress is born. If 
competition did not take the form of 
rate cutting it would appear under some 
other guise. If there were no outside 
companies to shoot at, the conference 
companies would (and, as a matter of 
fact, frequently do) attack each other. 
The only proper conclusion to be drawn 
from it all is that a reasonable measure 
of outside competition is beneficial not 
only to the buyer of insurance and his 
broker but to the agent and the confer- 
ence company as well. 

No one can say what reactionary ten- 
dencies might develop if the Utopia con- 
templated by conference officials were 
ever to be realized. It seems probable, 
therefore, that there will be a good deal 
of talk and some action on the part of 
those in the conference toward the elimi- 
nation of cut rate competition, and that 
when the smoke is cleared away there 
will still be mutuals and cut rate stock 
companies writing, say 10% of all the 
premiums at a rate of perhaps 25% be- 
low conference, and the conf2rence com- 
panies will continue to thrive upon the 
remaining 90% of all premiums and will 
continue to rail at their cut rate competi- 
tors who, as a matter of fact, they ought 
to thank for giving them the spur which 
keeps them progressive instead of re- 
actionary. 

Federal Regulation Dangerous 

One well known representative of a 
strong conference company has recently 
put forward a suggestion that insurance 
competition be brought within the scope 
of federal regulation. 
point of a conference idealist such a 
thing might appear to be a panacea for 
everything that is the matter with the 
insurance business. From a_ practical 
standpoint, perhaps no worse thing could 
ever happen to American insurance than 
to invite the paternalistic attention of 
an already too fatherly federal govern- 
ment into a matter which is as much an 
affair of the states as insurance has al- 
wavs been 

Supervision of insurance competition 
by the Federal Trade Commission or anv 
other national agency would infallibly 
result not only in bureaucratic control 
of rates (with revision always down- 


From the stand-: 


ward) but it would add the trials and 
tribulations of a super-supervisory agen- 
cy in addition to that of the states, which 
already provides grief enough. Even the 
light rein with which the United States 
Treasury Department has for years rid- 
den the companies doing surety business 
should be sufficient indication to com- 
pany executives that it is difficult enough 
to serve forty-eight masters without 
adding a bigger and better forty-ninth. 

It is to be hoped that conference ac- 
tivities will succeed.in embarassing and 
perhaps eliminating some of the weaker 
and less worthy of their cut rate com- 
petitors and that they will do this with- 
out having to call in super - agencies 
which will be burdens upon their shoul- 
ders ever afterward. But there seems 
to be every reason to believe that the 
better and more intelligent of the cut 
raters will survive any new attacks just 
as they have done in the past, and that 
the insurance business will be a little 
better for everybody because of their 
continued existence. 





JERSEY CO. FORFEITS CHARTER 


Atlantic Coast Casualty Was to Have 
Started With $150,000 Capital and 
Similar Surplus 


The Atlantic Coast Casualty Co., one 
of the twenty-eight companies organized 
the latter part of 1928, has lost its char- 
ter through its inability to comply with 
the requirements of the New Jersey in- 
surance -department. 

The company was an Atlantic City or- 
ganization, planning to start off with a 
capital of $150,000 and a surplus of a 
similar amount. At the time of the in- 
corporation its officials sent a circular 
letter to agents sharply criticizing the 
prevailing automobile rates, sfating that 
the present system of rating was unfair 
to owners of high class motor cars. The 
letter also commented on the loss ratio 
for public liability and property damage 
on private passenger cars. This letter 
was followed shortly afterwards by an- 
other letter to agents asking them to 
become stockholders and agents at the 
same time and that the advisory board 
would consist entirely of agents who 
were stockholders. The president of the 
company was T. J. McNally. 


PERKINS SUCCEEDS COCHRANE 





National Surety Vice-President in 
Charge of Forgery Dep’t; Came 
Here in July From Chicago 


O. J. Perkins was announced by the 
National Surety this week as vice-presi- 
dent in charge of its forgery bond de- 
partment, succeeding John A. Cochrane, 
resigned. Mr. Perkins was made a vice- 
president of the company in May of 
this year and came to its home office 
for surety development work from Chi- 
cago, where he had been for eight years 
regional manager and resident vice-pres- 
ident in charge of forgery development. 

While in Chicago he had supervision 
over eight states in the middle west 
and claims credit for having inaugurated 
a plan whereby forgery salesmen under 
his supervision could work satisfactorily 
with and through brokers. 

Mr. Perkins’ first post with the Na- 
tional Surety was in Washington; then 
he was transferred to Philadelphia, fol- 
lowing which he was sent to Chicago 





NEW POST FOR V. A. HANCOCK 


V. A. Hancock, recently with the Met- 
ropolitan Casualty in charge of Pacific 
Coast activities and before that with the 
\etna Casualty & Surety, has joined the 
Federal Surety as resident vice-presi- 
dent of its Pacific Coast department. He 
will have headquarters in San Francisco 
and will have supervision over Wash- 
ington, Oregon and California. 

LICENSED IN ILLINOIS 

The Concord Casualty & Surety of 
New York, headed by Harold R. Cronin, 
has been licensed in Illinois to write 
automobile, aircraft, fidelity and surety 
and_ liability. 


Sees Insurance As A 
King Without A Throne 


IVES’ TALK AT JEFFERSON CITY 


Centers His Arguments Around Prere- 
quisites For Building Up of Goodwill 
By Agents and Companies 


Henry Swift Ives, special counsel, As- 
sociation of Casualty & Surety Execu- 
tives, gave another of his interesting 
messages depicting the importance of 
the institution of insurance before the 
first annual Missouri Insurance Day on 
Tuesday at Jefferson City. Mr. Ives 
said that for altogether too long a time 
insurance has been content to be regard- 
ed as a camp follower of trade and com- 
merce, as a cup bearer to the processes 
of production and distribution, as a 
flunky to credit and as an attendant 
upon banking. “Because of its modesty 
and its proneness to self-effacement,” he 
said, “it very naturally has been assigned 
to a subordinate position in the econom- 
ic life of the world and has been looked 
upon as a tool rather than as a motive 
power. In the public mind it has borne 
the same relationship to the mechanism 
of ‘civilization as the rubber tire does 
to the automobile—without such a shock 
absorbing cushion the machine would 
move forward but progress would be 
somewhat uncomfortable.” 

Reigns Without Commanding 

Mr. Ives likes to look upon the insti- 
tution of insurance as a sovereign with- 
out a sceptre, a monarch without a 
throne. “It reigns without commanding,” 
he declared. “All peoples are its sub- 
jects. At its court it is attended upon 
by lordly industries and small shopkeep- 
ers, by mighty enterprises and struggling 
producers, by millionaires and laborers, 
by the strong and the weak, by the vig- 
orous and the ailing—in fact, by all hu- 
manity. Its sovereignty is automatic. be- 
ing enforced upon themselves by these 
attendants, and needing no edict, man- 
date or decree from the institution it- 
self to assure compliance. Service, not 
dictatorship, is of the essence of its 
power.” 

But despite this importance the speak-- 
er described insurance as being kicked 
around by politicians because they think 
it hasn’t got any worthwhile friends to 
complain and hasn’t got enough strength 
and power of its own to fight back. It 
has proven itself to be an altogether too 
easy prey for fake claimants and swin- 
dlers, he said. 

This brought him to the 
agent and the part he plays. He said in 
part: “The public gets its impression 
of insurance from the agent. Its deal- 
ings are with him and not with the com- 
panies. To insurance buyers he stands 
for insurance. It is therefore quite es- 
sential that agents give to their patrons 
and the public generally a good impres- 
sion of the business they represent and 
that they be prepared to defend it and 
ficht for it if need arises. To accom- 
plish this two primary qualifications are 
required: loyalty to the institution of 
insurance and an adequate working 
knowledge of its economics and its proc- 
esses.” 

In conclusion Mr. Ives declared that 
during the next decade or two there 
will be a weeding out of the incompe- 
tent due chiefly to the operations of the 
law of the survival of the fittest. 

He stressed that favorable public opin- 
ion can be developed and good public 
relations maintained only by institutions 
which are honestly conducted, which sell 
their products at a fair price, and which 
at all times deal with their patrons with 
absolute fairness. It was his definite 
conviction that no amount of oratory, 
no amount of special pleading, no ex- 
pensive propaganda would avail much in 
obtaining thé good will of the people 
unless the institution seeking favor 
would meet these qualifications. 


insurance 


LIQUIDATING CAR OWNERS CO. 


1,500 Claims Against Boston Mutual Or. 
ganization Have Been Heard; 2,500 
Left to Come 
The receivers for the Car Owners 

Mutual of Boston, whose claims are now 
being liquidated, report that up to Oc- 
tober 1 there have been heard and dis- 
posed of approximately 1,500 damage 
claims with an ‘aggregate amount in- 
volved of about $160,000. There still re- 
mains about 2,500 claims to be heard and 
adjusted. 

Hearings are being held at 65 Frank- 
lin street, Boston, every day in the week 
excepting Saturday, Sunday and _holi- 
days, at which the claimants appear and 
their individual cases are discussed and 
an ascertained amount agreed upon 
When all of the cases have been agreed 
upon the total amount will be arrived at, 
which, taking into consideration the 
amount of money available for the pay- 
ment of losses, will result in a final divi- 
dend the amount of which cannot be es- 
timated at this time. 

Frederick G. Katzmann and Donald F. 
Maybury are the receivers. Martin 
Witte, council for the receivers, says it 
will be at least six months before all 
the cases will be finally disposed of. 





COMPENSATION FOR TORNADO 


School Teachers Given Judgment For In- 
juries After Staying at Posts When 
School Was Struck 

Two school teachers who were injured 
in a tornado disaster at Woodville, Va. 
last May are entitled to financial relief 
under the Virginia workmen’s compensa- 
tion act, according to a decision of Ma- 
jor Charles G. Kizer, member of the In- 
dustrial Commission. 

It is expected that the defendants, the 
Rappahannock county school board and 
the Fidelity & Casualty of New York, 
will ask for a review of the case by the 
full commission and that it will eventual- 
ly find its way to the Virginia court of 
appeals. 

Commissioner Kizer holds _ that - the 
teachers, Miss Mary Stark and Mrs. 
Elizabeth Browning, were clearly injured 
in line of duty and therefore the case is 
compensable. In his opinion, he points 
out that they might easily have escaped 
uninjured had they fled from a school in 
which they were teaching when the tor- 
nado first struck it. 

The defense is that the tornado was 
an act of God and that the injuries of the 
two claimants were not suffered in regu- 
lar line of duty. 





RE-ELECT C. E. RICKERD 

C. E. Rickerd, Standard Accident, has 
been re-elected president of the Insur- 
ance Advertising Conference. Other ot- 
ficers elected in Cleveland this week 
at the annual convention are H. V. Chap- 
man, Ohio Farmers, first ‘vice-prest- 
dent; J. H. Castle-Graham, London Life, 
second vice-president; Frank S. Enns, 
America Fore, secretary; H. H. Putnam, 
John Hancock, treasurer. The followmeg 
compose the executive committee: 

. W.. Longnecker, Hartford Fire; Bart 
Leiper, Pilot Life; H. A. Warner, Maryland 
Casualty; John Hall Woods, Chicago; and Miss 
Chlo Petersen, Business 


Men’s Assurance. 





John F. Wohlgemuth, editor, “The 
Castialty Insuror,” appeared in the “Let- 
ters to the Editor” column of the New 
York “Times” this week defending the 
surety companies for the energy an 
skill with which they go after wrong 
doers whom they bond. His letter was 
in’ response to a critical editorial against 
the companies for their easy coverage 
of messengers, like the one involved i 
the Hiscoe & Co. $500,000 disappearance 
of securities. Said Mr. Wohlgemuth 
part: “Wheneyer the newspapers report 
the capture of an absconder after 4 
disappearance the inside story will ust 
ally show that he was traced and foun 
by a surety company.” 
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"WHAT'S AHEAD—|ACK2” 
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ILOTS now talk to other planes and to stations as distant as 200 miles, from an elevation 

of 12,000 feet, as distinctly as if talking across a room. .. € New—a novelty today, but 
tomorrow as common as phoning from office to home. And so scientific progress races on, 
scouting the needs of tomorrow. So, too, must insurance keep step . . . scouting out new 
methods of distribution . . . of merchandising. Insurance, the handmaid of Big Business, 
cannot lag—WILL NOT. . . G In the past two years, Standard has spent more than one 
quarter million dollars in supplying Standard agents with effective advertising . . . adver- 
tising that is correct, scientific and convincing to a modern world... G And all along the 
line Standard has geared its organization (1100 employes and 5000 agents) to the speed 


of today . . . and tomorrow ... a perpetual guarantee of constructive aid and progress. 
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Mortgage Guaranteed 
Bureau Is Suggested 


COMPANY PARTICIPATION URGED 





W. H. Hull of Minneapolis Firm Gives 
Status of This Phase of Surety 
Company Activity 





That the business of guaranteeing first 
mortgages on real estate is one which 
requires a world of experience and rock 
bottom information on existing condi- 
tions in the realty field is conclusively 
proven in an address delivered a short 
time ago by Walter H. Hull, vice-presi- 
dent, Smith, Hull & Co., of Minneapolis, 
before the convention of the National 
Association of Securities Commissioners 
in that city. Mr. Hull’s firm has en- 
eae.d in the almost exclusive sale of 
surety guaranteed bonds since 1925 and 
is now the distributor of millions of dol- 
lars of these bonds to 180 dealers in 
thirty-five states of the union. 

The fact that some of the surety com- 
panies have withdrawn from the mort- 
gage guarantee field is looked upon by 
Mr. Hull as conclusive evidence that 
they intend to take care of the obliga- 
tions to which they have committed 
themselves, and that they are reluctant 
to take on any more business until they 
have more fully established their ex- 
perience or loss ratio. He pointed out 
that the companies had taken on a great 
deal of this business in the past few 
years and that several “sour issues” had 
developed where the surety companies 
had been compelled to step in and make 
good their guarantee. 

Cites Adair Realty Co. Failure 

But in praise of the companies he 
declared that in every major instance 
where trouble had developed with a 
mortgage company on its surety guaran- 
tee they had ac.ed promptly and had 
faithfully taken care of their obligations. 
For example, he cited the case of the 
Adair Realty & Trust Co. of Atlanta, 
which became involved in real estate 
promotional developments in Florida a 
few years ago. As a result the com- 
pany was thrown into bankruptcy. At 
this point the Globe Indemnity, which 
had guaranteed certain bonds of the 
Adair company, stepped into the com- 
pany’s affairs and assumed the liabilities 
under its surety bond. Said Mr. Hull: 

“The Globe Indemnity has taken ex- 
cellent care of its financial liabilities in 
connection with the Adair failure. While 
it is true that its policy of guarantee was 
issued on a year to year basis and sub- 
ject to the payment of premiums, the 
company has met all its obligations to 
the best of my knowledge.” 

How Companies Could Get Together 

It was Mr. Hull’s belief that the time 
is now ripe for the surety companies 
to undertake a plan of operation in con- 
nection with mortgage guaranteed busi- 
ness. He recommended the organiza- 
tion of a Mortgage Guaranteed Bureau 
by ten or twelve of the large companies, 
each contributing a certain amount of 
money for the initial expenses. “This 
bureau would be composed of appraisers 
and real estate examiners versed in land 


and improvement values,” he said, “as. 


well as accountants and auditors familiar 
with mortgage company finances and 
loaning plans. There should also be 
included attorneys familiar with mort- 
gage forms, titles, abstracts and legal 
questions; field men familiar with cities, 
loaning conditions and residential prob- 
lems that vary so greatly throughout the 
country. This bureau could be headed 
by experienced mortgage men chosen 
from the large life insurance companies. 

“All loans could be submitted direct by 
the mortgage company to the bureau, 
irrespective of which of the surety com- 
panies were guaranteeing its bonds. The 
bureau chief would have the power of 
attorney to execute the guarantee 
through which the particular mortgage 


company was operating. 

“Under this plan the pooling of the 
mortgages by a number of surety com- 
panies into a central bureau operating 
for all mortgage companies, a great deal 
of duplication, overhead expense and ex- 
amination costs would be eliminated. It 
would greatly facilitate the entire pro- 
cedure and provide a highly trained and 
highly specialized mortgage guarantee 
department for the surety companies. 

“The mortgage guarantee bureau 
would receive its compensation out of 
a percentage of the premium received 
on the business underwritten, so each 
surety company would contribute to the 
expense only in proportion to the busi- 
ness submitted. Under these conditions, 
with the proper underwriting care and 
the safeguards hereinabove mentioned, 
the premiums received on mortgages 
guaranteed would be largely a service 
charge or carrying charge, which would 
be rather high, and a loss ratio ap- 
proaching zero. 

“Another opportunity to be afforded 
by a central mortgage guarantee bureau 
would be the opportunity for reinsur- 
ance. Many of the surety companies 
that were not engaged directly through 
the bureau in the mortgage guarantee 
business could, as they elected, enter 
into the reinsurance treaties and assume 
certain amounts of business that the 
surety companies directly engaged in the 
business could divert to them.” 





J. A. COCHRANE RESIGNS 





Has Been National Surety Vice-Presi- 
dent in Charge of Fo~g2ry Produc- 
tion Since 1923 
John A. Cochrane, vice-president of 
the National Surety in charge of its for- 
gery bond business since 1923 and wide- 
ly known for his successful sales cam- 
paigning in this line, has resigned from 
the organization. No indication was 
given this week as to his future plans. 

He is succeeded by O. J. Perkins. 

Mr. Cochrane joined the National 
Surety about ten years ago and before 
becoming its vice-president in charge of 
forgery he was general sales manager of 
this department, devoting himself to the 
development of the organization and the 
sale of forgery bonds throughout the 
country. Mr. Cochrane has made many 
friends in the surety business and has 
had under his direction some of the 
best forgery bond producers in the busi- 
ness. His new appointment will be 
awaited with interest. 





CONNECTICUT APPOINTMENTS 
The Metropolitan Casualty has made 
the following agency appointments in 
Connecticut: O. F. Atwood, Brooklyn; 
Arthur G. Bell, Danielson; F. C. Jab- 
drean, Thompsonville; William T. De- 
waters, Stamford; Michael Cenito, Lake- 
ville; R. A. La Rochelle, West Hart- 
ford; Rowe-Davis Investment Co., 
Bristol. 


GEN’L ACCIDENT ANNIVERSARY 





To Be Held in Philadelphia Oct. 24-26; 
Celebrates 30 Years’ Activity in U. 
S.; F. Norie-Miller Coming 

The General Accident is planning a 
big celebration this month in commemo- 
ration of the thirtieth anniversary of its 
entrance into the United States. Agents 
from all parts of the country are to meet 
at the Philadelphia home offices for three 
days beginning October 24. The sessions 
will be held at the Bellevue Statford 
Hotel. 

At this celebration the past achieve- 
ments of the company will be reviewed 
and plans will be discussed for the fu- 
ture with emphasis being placed on 
greater production. 

F. Norie-Miller, the veteran and be- 
loved general manager at the Scotland 
home offices, will come over especially 
for the celebration accompanied by 
Frederick Richardson, United States 
manager, who is traveling in Europe. 
Mr. Richardson began his tour in Swe- 
den and completes it at Perth, Scot- 
land, so as to be in time to return with 
Mr. Norie-Miller. 

Both Mr. Richardson and Mr. Norie- 
Miller will preside at the reception on 
the morning of October 24, which opens 
the celeh-ation. Following the reception 
there will be a luncheon at the Bellevue- 
Stratford and then the guests will have 
the choice of plaving golf or driving to 
Valley Forge. That night there will be 
a dinner at the country club. 

The second day will onen with a gen- 
eral assemblv at the Bellevuc-Stratford 
followed by luncheon at the hotel. The 
agents will leave that afternoon for At- 
lantic City, where a barcuet will be held 
that night at the Ambassador Hotel 
The convention will wind up with a 
breakfast in Atlantic City on Saturday 
morning. 





J. A. MORRISON RESOLUTION 


A memorial resolution was passed last 
week at the White Sulphur meeting of 
the National Association of Casualty & 
Surety Agents in tribute to John A. 
Morrison, for several years general agent 
of the Aetna Life in Chicago and one 
of the best known all around producers 
of the business, who died suddenly re- 
cently. His energy and crusading spirit 
were praised in the resolution and it was 
stated that he had endeared himself by 
his qualities of mind and heart. 





JOINS CENTURY INDEMNITY 

The Century Indemnity has named 
Herbert J. Kearsley as attorney in the 
home office bonding claim department. 

Mr. Kearsley, a graduate of Boston 
University Law School in 1921, prac- 
ticed law in Boston for five years and 
then joined the Maryland Casualty as 
attorney in the bonding division of its 
Boston claim department. 








Tribute To The Late T. T. Tongue 


T. T. Tongue, prominent Baltimore 
agent who passed away last week, had 
been the head of a big agency bearing 
his name since 1895. He was a fine ex- 
ample of a producer who measured his 
own progress by the growth of the in- 
surance business. In fact, he often said 
that he liked to watch things grow and 
to feel that he was playing an active 
part in this advancement. He was one 
of the Maryland Casualty’s most loyal 
representatives and his agency had rep- 
resented this company for more than 
twenty-five years. 

Starting his career as a traveling sales- 
man, Mr. Tongue was on the road for 
fifteen years and then, tiring of constant 
travel and wanting to settle down, he 
went into insurance as a solicitor. His 
first company was the Standard Life & 
Accident and it took him three weeks to 
land his first policy. It gave him a com- 


mission of $3.12. But at the time of 
his resignation from the Standard to 
join the Maryland Casualty forces he 
had built up the Standard’s business in 
Baltimore until it was the largest in the 
city. 

The business of the Standard was con- 
fined to liability and personal accident 
lines. Mr. Tongue had no_ intimate 
knowledge of the other lines written by 
the Maryland but with the same spirit 
that had characterized his entire career 
he learned them quickly and so_ tho- 
roughly that in 1902 he produced $113,601 
in casualty volume. 

Like many busy, successful men, Mr. 
Tongue had a keen interest in outside 
activities, being a prominent Presby- 
terian; a member of the board of dea- 
cons and board of trustees of his church: 
the Southern Maryland Society; Sons of 
the American Revolution and the Mer- 
chants Club. 
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F. & C. JOINS AIRCRAFT POOL 





Associated Aviation Underwriters’ Group 
Now Has 19 Companies With Assets 
of 400 Millions 

The Fidelity & Casualty has entered 
the “pool” of old-line companies which 
comprise the Associated Aviation Under- 
writers, of which Owen C. Torrey of 
the Marine Office of America, and J. 
Russell Parsons of Chubb & Son, are 
co-managers. 

In addition to the Fidelity & Casualty 
the other members of this group are: 
the Alliance Assurance, American of 
Newark, American Eagle, Bankers In- 
demnity, Continental, Federal, Fidelity- 
Phenix, Firemen’s of Newark, Glens 
Falls, Glens Falls Indemnity, Hanover, 
London Assurance, Marine, Merchants 
of New York, Merchants Indemnity, Sea, 
Springfield, and U. S. Guarantee, making 
nineteen companies in all. 

The acquisition by the Associated Avi- 
ation Underwriters of the Fidelity & 
Casualty and the Bankers Indemnity, 
which recently joined the organization, 
greatly strengthens its ability to under- 
write accident, liability and compensa- 
tion business. The entire group of As- 
sociated companies has assets approxi- 
mating four hundred million dollars. 





BACK WITH INDEPENDENCE 





A. M. Segrave-Daly, Oxford Graduate, 

Assisting Manager Scarritt in Com- 

pany’s N. Y. Aviation Department 

Arthur M. Segrave-Daly, the attrac- 
tive young Englishman who came to this 
country in 1923 to join the Independence 
Indemnity and resigned last December 
for an extended trip abroad, is back with 
the Independence organization in_ its 
newly opened aviation department in the 
New York office as assistant to Daniel 
de R. M. Scarritt, manager of this de- 
partment. 

During his first few years with the 
home office of the Independence Mr. Se- 
grave-Daly assisted in the: fidelity and 
surety underwriting department and lat- 
er branched out into a full fledged un- 
derwriter under the direction of Joseph 
Rk. Wells, now ranking vice-president of 
the company. 

A graduate of New College, Oxford 
University, Mr. Segrave-Daly paid a vis- 
it to the university on his trip abroad, 
later touring Italy and other spots in 
Great Britain. 





INSURANCE CLASSES IN BRONX 


N. Y. Office of Aetna Affiliated Cos. To 
Give Eight Weekly Lectures for 
Real Estate Board Members 


The New York office of the Aetna Life 
& Affiliated Companies has been re- 
quested by the Real Estate Board of the 
Bronx to conduct an educational course 
in insurance similar to “The Class in 
Insurance” which was conducted several 
years ago by the Aetna in the inter- 
ests of brokers in the metropolitan dis 
trict. 

A series of eight successive weekly 
meetings will be held in the board rooms 
of the Real Estate Board of the Bronx 
at 215 East 149th street, the first meet- 
ing being Monday, October 21. These 
meetings will be open to enrollment 0! 
members of the board and its employes 
only. Considerable interest has already 
been shown by the Bronx real estate and 
insurance men. It is expected that the 
meetings will be very largely attended. 


UNION GROUP BOSTON OFFICE 

The three casualty companies of the 
Insurance Securities group have estab 
lished a service department in the for 
mer quarters of the New England branch 
of the New York Indemnity at Boston 
These companies are the Union Inden 
nity, Northwestern C. & S. and the New 
York Indemnity. Charles O’Leary heads 
the claim department and A. L. Fehey 
the inspection and payroll audit depart 
ment. George W. Roberts, formerly sp 
cial agent for the companies at Rock 
land, Me., will be located there. 
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W. F. Kendrick, Philadelphia Ex-Mayor 
Happy In Job As Casualty President 


By E. S. BANKS 


\ year ago W. Freeland Kendrick, just 
out of the mayor's chair of Philadelphia 
and newly elected president of the Com- 
monwealth Casualty, was asked how it 
felt to be president of an insurance com- 
pany after having been chief executive 
of the third largest city in the United 
States. 

And he replied that it was a relief. 
That he felt happy to be working amid 
surroundings where his associates were 
always pleasant and co-operating instead 
of in an atmosphere where criticism 
from the opposition was the rule. He 
was thoroughly sold on the casualty 
business. 

Today, a year later, finds him even 
more pleased with the casualty business. 
Some twelve months as the chief exe- 
cutive of an insurance company have led 
him to believe that the great majority 
of the American public is under-insured 
on casualty lines. He remarked: 

“Tf I had a son I think that instead 
of making him a professional man, as 
I might have done—a lawyer, engineer 
or doctor—I would talk him out of it 
and get him to go into the insurance 
business.” 

And greater praise than that no busi- 
ness can receive. 

Time, among other things, is a great 
mellower. We think only of the happy 
events of bygone days. Especially is 
this true of those who have held public 
office. W. Freeland Kendrick is no ex- 
ception. 

The charter of Philadelphia forbids a 
mayor succeeding himself in office. But 
even if it did not it is doubtful whether 
Mr. Kendrick would have run for a sec- 








BEST’S NEW CASUALTY BOOK 





Analyzes Conditions and Transactions of 
Companies in This Field For 1928; 

Improvement in Reporting Premiums 

The casualty, surety and miscellaneous 
volume of Best’s Insurance Reports for 
1928 gives a careful analysis of the condi- 
tion and transactions of casualty and 
surety companies and. associations for 
the year 1928, care being taken to give 
a true picture of underwriting results 
of the various companies. The reports 
show clearly whether any particular com- 
pany is obtaining its business at a cost 
higher than it should be; whether in any 
department losses are above or below 
the average, the amount of underwriting 
profit or loss each year, and average for 
six years, with ratio to net premiums 
earned. 

The improvement as to premiums 
earned and losses and claim expenses 
incurred for each class of business shown 
in the 1928 reports is continued this 
year. Instead of showing only premiums 
written there is now indicated in addi- 
tion the unearned premiums and _ the 
premiums earned on each class of busi- 
ness. And several classes of business 
which in former years were combined 
in the annual statements are now report- 
ed separately. 


The Best’s Casualty Reports volume - 


this year is more than one hundred pages 
larger than last year, indicating the in- 
crease in the number of companies do- 
ing business. 





GOES WITH N. Y. STATE FUND 
Grady H. Hipp, life actuary of the 
New York insurance department, has re- 
signed to join the New York State In- 
surance Fund. 





COMPULSORY BILL IN FRANCE 


A new bill will be presented to the 
French Parliament providing the intro- 
duction of compulsory automobile lia- 
en apnea ar aanaan pene aS eee 


ond’ term. The continual criticism of 
the opposition was too fresh in his mind 
then. It really was a relief to him when 
he changed his mayor’s desk for one 
of a casualty company president. 
Bitter Criticism Forgotten 

But the passing months have caused 
him to forget the bitter criticism. Only 
the achievements of his administration 
remain fresh in his mind. And where a 
year ago he was both frank and truth- 
ful when in answer to my question, he 
declared that it was a relief to be out 
of the mayor's office his reply to the 
same question today was far different. 

“Both positions,” he said, “have their 
fascinations. They are so entirely dif- 
ferent that there is no comparison. As 
the years pass on since I was mayor I 
look back with satisfaction when I see 
the big projects completed which were 
started while I was mayor.” 

I asked Mr. Kendrick what he thought 
of the casualty business. He replied that 
he believed the future to be filled with 
promise. He is proud of the showing 
of his own company, declaring that the 
Commonwealth Casualty was experienc- 
ing the best year it had ever had. 

Asked what he thought of the insur- 
ance agents and how they impressed him 
as compared to men in other professions, 
he said: “I think highly of the insur- 
ance agent. Agents I have met have 
impressed me favorably. They seemed 
to be high caliber men, intelligent and 
with pleasing personalities.” 

He added that the agent was a very 
important adjunct and should be en- 
couraged and treated fairly and that he 
should be made to feel that he is a part 
of the organization. 








FINANCE COMPANY MERGER 

The Bankers-Commercial Security Co., 
Inc., of New York announces that its 
London subsidiary, the Bankers Com- 
mercial Security, Ltd. has acquired by 
share exchange complete ownership of 
the Mercantile Union Guarantee Corp. of 
London, one of the pioneer time pay- 
ment finance companies of Great Britain, 
with headquarters in London’ and 
branches in Plymouth and Manchester. 





NOW IN 38 STATES 
The Standard Surety & Casualty is 
now licensed in South Carolina, making 
thirty-eight states in which it is entered. 


HEAR FROM T. F. CUNNEEN 


Speaks Before Insurance Class at George 
Washington University on 
Casualty Insurance 


Terence F. Cunneen, manager, insur- 
ance department, Chamber of Commerce 
of the United States, addressed the in- 
surance class of the George Washington 
University on Monday and Wednesday 
evenings of this week, his general sub- 
ject being casualty insurance. Mr. Cun- 
neen devoted his attention to the super- 
vision of insurance companies and re- 
quirements for the organization of com- 
panies to do particular lines of business. 
Due to his training as a deputy super- 
intendent of insurance in the New York 
department as well as present position, 
Mr. Cunneen speaks with authority on 
the subject of supervision and state re- 
quirements. 

The course in insurance at the George 
Washington University is a new feature 
this year, established as part of the reg- 
ular academic work. It is given under 
the direction of R. B. Robbins, vice-pres- 
ident and actuary of the Union Labor 
Life, who has been appointed profes- 
sional lecturer in insurance at the uni- 
versity. Dr. Robbins is not only the 
author of several publications dealing 
with insurance but has taught at several 
of the leading universities. 





PLAY “ACCIDENT” BRIDGE 


Southern Surety Holds Novel Produc- 
tion Contest For October With Card 
Game As Basis 


Believing that most insurance men are 
good bridge players, and wishing to help 
open the fall season for that game, the 
Southern Surety of New York is this 
month running an “accident bridge” 
contest for its accident and health pro- 
ducers. 

Each $5 of new October accident pre- 
miums (health premiums do not count 
in the contest) will constitute a trump, 
and thirteen trumps will result in a 
game for the producer. Two games or 
in bridge terminology one rubber, will 
entitle the player to one of the follow- 
ing prizes: linen bridge set, box of 
bridge cigars, automatic cigarette box. 

To those who win two rubbers during 
the month a prize in the following list 
will be given: specially constructed 
bridge table, decanter and serving glass- 
es. marble topped electric smoking stand. 

To the winner of the most games dur- 
ine the month will be given a sterling 
silver bridge accessory. Armand Som- 
mer. manager of the New York accident 
and health department, is in charge of 
the contest. 








Golf Winners At White Sulphur 


Although rain interfered somewhat 
with the golf tournaments at the White 
Sulphur Springs meeting of casualty ex- 
ecutives and agents last week it did not 
prevent golf enthusiasts from competing 
for the attractive prizes donated by a 
long list of executives. 

The Fidelity & Deposit challenge 
championship cup, contributed by Presi- 
dent C. H. Miller, was won for the sec- 
ond time by George W. Blossom, Jr. If 
hé wins the third leg on the cup it will 
be his permanently. Francis R. Blossom. 
his brother, was the winner in 1926 and 
1927. 

Among the 
were: 

E. H. Lycett, Milton Whited, Glenn Charl- 
ton, Dorr C. Price, M. F. Dobbins, J. B. Riggs, 
John T. Harrison, H. C. Frolkin, Owen H. 
Mitchell, W. L. Anthony, H. W. Schaefer, L. 
D. Finley, F. I. Olmsted, J. M. Barkdull, 
George D. Webb, T. C. Moffatt, Phil Braniff, 
A. J. Hunter, W. R. Medaris, Byron Conklin. 


Competition was keen among the com- 
pany golfers with the following as win- 


agents who won prizes 


ners: 
--P. M> Chitds, Columbian National Life; Wil: 


mot Smith, Aetna Casualty & Surety; James 
V. Barry, Metropolitan Life; H. P. Jackson, 
Norwich Union Indemnity; J. Carroll French, 
New York Casualty; M. R. Johnson, Pacific 
Indemnity; George D. Mead, Commerce In- 
demnity; J. M. Haines, London Guarantee; 
‘James C. Heyer, Metropolitan Casualty; T. E. 
Engstrom, Philadelphia branch manager, Aetna 
Life & Affiliated Companies; F. P. Stanley, 
Glens Falls Indemnity; W. A. Edgar, Un'ted 
States F. & G.; F. A. Bach, Fidel'ty & De- 
posit; T. L. Haff, European General Reinsur- 
ance; E. M. Linville, Royal Indemnity; H. J. 
Odams, Glens Falls Indemnity; W. G. Curtis, 
National Casualty; F. J. Parry, American Sure- 
ty; John G. Yost, Fidelity & Deposit; Kenneth 
Spencer, Globe Indemnity. Guest winners were 
Bert Fowler and R. R. Gilkey, Surety Associa- 
tion. 

The golf winners among the ladies 
were Mrs: E. C. Stone, Mrs. G...W. 
Rourke, Mrs. W. G. Trimble, Mrs. Dorr 
C: Price, Mrs. W. H. Stewart and Mrs. 
C. H. Burras. The ladies’ putting con- 
test was won by Mrs. C. P. Daniel. 

In the horseshoe pitching the victors 
were John E. Puckett, news editor. the 
“Insurance Field”; F. I. Olmsted, W. A. 
“Edgar and: W.-A. Spencer. ~ On? 





Casualty ‘Ad Meeting 


(Continued from Page 35) 


a view to developing residence liability, 
residence burglary and plate glass in- 
surance, three lines not widely sold by 
local agents. The samples of the spe- 
cial folders and letters prepared by the 
company, which indicated much thought, 
planning and originality, were shown by 
Mr. Walker. 

Within two weeks after the campaign 
was announced 500 agents had asked for 
the promotional material, he said. Dur- 
ing the campaign the advertising depart- 
ment sent out 625,000 pieces of printing, 
resulting in $64,000 in new premiums. 
For example, residence liability during 
October, 1928, showed a 32% increase 
over the previous October, and burglary 
insurance showed a 17% increase, while 
plate glass remained about the same. 
He pointed out that considerable busi- 
ness in other lines was developed by 
the agents when they solicited the three 
featured lines, and even now the results 
of the campaign are being felt. 

Following this campaign the company 
sent a comprehensive questionnaire to 
its agents to get their opinions and de- 
sires in regard to advertising and spe- 
cial campaigns, and the replies were fa- 
vorable to the special drives. The com- 
pany then planned its special automo- 
bile drive for this year which resulted 
in material for 289 complete campaigns 
being sent out from the home office 
in Detroit. The advertising department 
sent out 55,000 letters and 223,000 cir- 
culars to mailing lists supplied by their 
agents. This drive resulted in a gain 
of $140,000 of new automobile business 
during April, 1929, a gain of 13% over 
the previous April. 

Mr. Walker pointed out that the 
Standard required only that the agent 
pay the postage on the letters mailed 
to their prospects, while the company 
stood all other expense in connection 
with the drive. 

F. W. Sarles of the Inter-Ocean Casu- 
alty distributed some folders printed on 
a new light weight stock which reduces 
the cost of mailing considerably. 

Bulky Rate Manuals Criticized 

The group devoted considerable time 
to a discussion of rate manuals, following 
the display of a novel sales manual pre- 
pared by the Hartford Accident & In- 
demnity for its leading agents. A. W. 
Spaulding of this company, who was 
chairman of the group, then declared 
that the manuals as now prepared by 
the rating bureaus are too cumbersome. 
It was suggested that several manuals 
could be combined into one compact vol- 
ume, whereas under the present plan ot 
a cumbersome manual for each line of 
casualty coverage the agent must use 
a brief case to carry them all. 

C. E. Rickerd, advertising manager of 
the Standard Accident, and president of 
the conference, agreed that agents fre- 
quently complained about the size of the 
rate manuals. It was pointed ont that 
the companies could make considerable 
progress in the education of their agents 
as to specific lines if the rules were pre- 
sented in a more understandable form. 

In a discussion of the best tvpes © 
printed matter it developed that the fcld- 
er continues to be the most nopular Tt 
was figured that its effectiveness de 
pends largely upon the attractive color- 
ing used and although there is some 
duplication on folders between compa 
nies it is not extersive enough to cre 
ate a serious condition. 

Agency contests were talked about and 
it was agreed that they aid in the de 
velopment of new business. 





INSURANCE FOR AIR STUDENTS 
According to “Aviation.” the Vor 
Hoffman Aircraft Co. of St. Louis made 
arrangements for insurance for its stl: 
dents. This insurance can be obtaine 
at the field when the students enroll 


_ for their “training. ..~>. 






